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Designed to make 1930 


a Danner Silverware Vear 


An innovation with orange blossom motif 
and exquisite piercing which only 1847 
ROGERS BROS. craftsmen could produce. 


An outright sift with every Lovelace Set 
purchased . . a perfectly matched Serving 
Spoon and Fork ($4.50 retail value). 


New starting units, Extra teaspoons in 
place of sugar shell and butter knife. 


For instance. 30-piece set, retail $29.95 
(quantity purchase price). 


One of the most po werlul advertising and 
merchandising campaigns ever launched. 


1847 ROGERS BROS. 


Ultra-fine Plate 
A product of §)@ International Silver Co. 
Meriden - Connecticut 
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No. 61375. $49.90 
Keystone 
25/100 Ct. 

—Special’’— 


14 Kt. Yellow Gold 
Mounting. 


10 SOUTH WABASH AVE. 
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THE OUTSTANDING GUIDE TO 
/PROFITABLE EASTER SALES... 
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. 
Benj. Allen & Co. 
Catalog 


New, attractive merchandise is the most effective stimulus to sales, and “The 
Jeweler’s Right-Hand Man” is showing retailers the way to a splendid spring 
season. 

Here, conveniently assembled in one famous volume, are the items that will 
dominate spring business . . . the selected, tested profit-winners chosen by mer- 
chandising experts. 

Use the Benj. Allen & Co. Catalog for all your requirements .. . 
way to buy! 

If you haven’t already received a copy, we will be glad to mail you one 
immediately. 


BENJ. ALLEN & CO., inc. 


The Silversmiths Building 


it’s the modern 
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“A” Swiss 5 
10K. R.P. Yellow 


New Olympic 
round watch, 
with 
hairspring and 


ment. Outstand- 
ing features are 
Size, 
Price. 
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NPEAKING OF 
THE JEWELRY [RADE 


dd [ 

am glad to say 
that it looks as if we were back to 
gold jewelry again,” remarked S. H. 
Cayce, sales manager of the George 
T. Brodnax, Inc., Memphis. “We 
did not want cheaper grade business, 
but had to have it for several years 
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to maintain our volume. There are 
many evidences of a returned appre- 
ciation on the part of the public to- 
ward better merchandise. This trend 
has been in evidence among the 
women for some little time. In the 
last few months, however, we have 
noticed a decided interest among the 
men toward such items as good 
watches and stone rings. Good 
watches, especially pocket watches, 
have shown a gratifying increase in 
sales. The big jump in men’s stone 
rings, particularly nice ones which 
sell for $40, $50 and $60, is quite 
heartening. The trade knows that 
rings of this kind have not sold well 
during the past five years. Many of 
them are now being bought by the 
younger men. This is_ indicative 
of the changing conditions for the 
better.” 


© © 


l. is pointed out 
by the Federal Housing Administra- 
tion that the National Housing Act 
holds both direct and indirect benefit 
for jewelers. It is stated that it helps 
the jeweler to modernize his place of 
business and to purchase equipment 
necessary for successful operation. 

In this connection it is pointed out 
that: “Undoubtedly the first step the 
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jeweler will find advisable to take in 
applying the terms of the Act to his 
needs will be the modernization of 
his place of business to make it suf- 
ficiently attractive to draw the at- 
tention of the home dweller, whose 
renovated surroundings call for com- 
pletion, and induce him to make pur- 
chases there. 

“The modernization of store fronts 
has been especially effective in attract- 
ing customers and increasing profits. 
As all merchants know, windows rep- 
resent a large percentage of the total 
rent charge, and as every inch of 
space is valuable, economy demands 
that it be utilized to advantage. An 
attractive well-arranged window dis- 
play is perhaps the most productive 
advertisement a jeweler may have. 

“Jewelry establishments with their 
precious wares constantly exhibited 
to the public eye must be well safe- 
guarded. Necessary protection may 
be afforded by burglar alarms and 
built-in safes purchaseable through 
the Housing Administration program. 

“Likewise insured credit is avail- 
able at private financial institutions 
for the reconstruction and rehabilita- 
tion of business properties and for re- 
pairs, alterations and improvements 
of the structure itself and also for the 
purchase and installation of eligible 
equipment and machinery. 

“These provisions naturally include 
floors relaid, redecoration, lighting 
fixtures and wiring, heating plants, 
air conditioning, etc. Jewelry ma- 
chinery would be eligible, as would 
show cases, wall cabinets, etc. Eli- 
gible equipment does not include ar- 
ticles of too movable or perishable a 
nature...” 
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Spestins before the 


Pawtucket, R. I., Rotary Club on 
the subject of “Developing American 
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Craftsmen,” Percy B. Ball of the 
Watson Co., Attleboro, Mass., at- 
tacked the vicious circle of cheap 
goods, cheap employment and cheap 
markets, stating at the same time that 
the world needs more craftsmen. 
““Most men cannot be capitalists,” he 
said, “but must work for a living, 
and it is craftsmanship that gives 
them pride in their work.” Mr. Ball 
visualized a growing market for qual- 
ity goods, stating that people do not 
want cheap goods, but only took them 
because they were forced by economic 
circumstances to buy them. Paw- 








tucket, he concluded, knew the result 
of cheap competition and had found 
that craftsmanship paid. 
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dae M. (Jack) Roberts, 
III, of John M. Roberts & Sons Co., 
Pittsburgh, Pa., is one jewelry execu- 
tive who reads every page of each 
issue of THE JEWELERS’ CIRCULAR- 
KEYSTONE . . . and moreover, he in- 
sists that the head of each depart- 
ment read it as well. “I go through 
each issue of the magazine to see 
what’s new and if any of the manu- 








facturers are advertising lines that we 
should have,” Mr. Roberts told a 
representative of THE JEWELERS’ 
CirncuLar-Keystone. “Moreover, I 
have the members of the staff read 
the magazine to keep informed on 
new merchandise, so that if cus- 
tomers come in the store and inquire 
about a certain item or line of mer- 
chandise, they are in position to give 
prompt and correct information.” 
And Mr. Roberts knows that other 
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jewelers read THe JEWELERS’ Cir- 
CULAR-KEYSTONE, for, as a result of 
an item that appeared in the Novem- 
ber issue describing illuminated bill- 
boards employed for advertising pur- 
poses by his company, he has received 
a large number of letters from jewel- 
ers throughout the United States who 
were desirous of obtaining more de- 
tailed information. 

The House of Roberts has been 
engaged in the retail jewelry business 
in Pittsburgh for more than a cen- 
tury and the members of the younger 
generation are just as alert and ag- 
gressive as their forebears. 
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[, an informative talk 
to the consumer study group of the 
American Association of University 
Women, meeting recently in Jack- 
sonville, Fla., Nathan Weil, secre- 
tary and treasurer of Jacobs Jewelers, 
Inc., of the Southern city told his 
listeners “what to look for in buy- 
ing silver.” Explaining the value of 
weight in silver, Mr. Weil remarked 
that weight should be considered 
whether the individual is buying or is 
the recipient of a gift of silver. The 
importance of trade-marks was also 
emphasized by the speaker. Continu- 
ing, the jeweler discussed details on 
the styling and design of silver, call- 
ing attention to various features 
which should be looked for when 
buying silver. Mr. Weil also dis- 
cussed the manufacturing phase of the 
silver business, methods of advertis- 
ing, overhead expenses, the impor- 
tance of the age of silver when mak- 
ing a purchase, the finishes applied 
and the different methods and types 


of engraving. Mr. Weil ended his 
instructive talk with a discussion on 
the cleaning and care of silver. 
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dd 
Bis sale of articles 


of jewelry in the price fields of $300 
to $1,000 was sadly lacking during 
the past Christmas season. I have 
been checking and talking to a lot of 
people in our trade,” says William 
E. Lynch, 15 Maiden Lane, New 
York, “and their answer was that the 
Automobile Show interfered with 
that end of our business no end. 
“Why not start a movement by the 
jewelers to have them put off their 
show until after the first of the year 
and thereby give us the only one 
break we get all year long, which is 
the November and December busi- 
ness. See to it on the grounds of fair 
reasoning that they are not given a 





license to have the show until after 
the first of the new year. Further- 
more, why should they sell 1936 cars 
in 1935, that is something we do not 
do in our business. 

“My argument is that, jewelry is 
very seasonable, whereas an automo- 
bile is not. An essential item is being 
given all the preference over one that 
is a luxury. ; 

“As I have said before, I have 
gotten various opinions on the sub- 
ject and most of the jewelers agree 
that it is terribly unfair.” 
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we ; 
he very foundation 
of our business is public confidence,” 
said G. B. Holdsworth, Holdsworth 
& Pearce, El Paso, Tex. “Very often 
unfavorable newspaper comment will 
tend to break down that confidence. 
For instance, the story appearing in 
the newspapers relative to the finding 
of many brass cores in the gold wed- 
ding rings turned in by loyal Italian 
women to their government did not 
do us jewelers any great amount of 
good, as it implied that many of the 
rings worn by American women 
might be similarly constructed. 
“Again, exaggerated claims by peo- 
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ple right in the jewelry business have 
a bad effect on the public in general. 
Recently we ran a couple of adver. 
tisements in the El Paso papers which 
had marvelous direct results. These 
were headed, “We Are Jewelers, Not 
Magicians’ and ‘Our patrons get 
honest jewelry at an honest price,’ 
An attempt was made to tell our 
exact position in regard to price ad- 
vertising to the public in a fair and 
square manner. 

“A surprising number of favorable 








comments came from these advertise- 
ments from customers, chance ac- 
quaintances and personal friends. So 
many direct sales traceable to this 
publicity were made that I regard 
this modest campaign to be the most 
profitable one we ever waged. Even 
total strangers came in the store 
saying they liked the tone of the copy, 
for they always believed they received 
about what they paid for. 

“T think this aggressive style hit 
the public who are our regular and 
potential customers in precisely the 
intended manner. Many people still 
believe they can get something for 
nothing. These never were and never 
will be our customers, so we are not 
interested in their reactions. Such 
publicity, I am sure, will make a 
lasting impression to the thinking 
person.” 


© © 
4d 
W. have had considerable 


success in making over customers’ 
wedding rings by selling a new ring 
with seven or ten diamonds and cut- 
ting out the section with the dia- 
monds and inserting it in the old wed- 
ding ring,” says John Penn Fix of 
George R. Dodson, Inc., Spokane, 
Wash., who continues in part as fol- 
lows: “We usually do this free of 
charge to the customer and keep the 
gold or platinum shank of the new 
ring out of which we have taken the 
diamond section to compensate for 
the work done. This is particularly 
adaptable where a customer com- 
plains about the engraving being 
worn off of her old gold or platinum 
ring. This method has the advantage 
of the customer being able to visual- 
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ize exactly what her ring will look 
like when completed, rather than sug- 
gesting that we set diamonds in her 
old ring. Then again she has the 
opportunity of trying the wedding 
ring on with her diamond ring and 
this makes the sale easier, especially 
where she has just purchased a new 
mounting. She then can buy a wed- 
ding ring that will match the mount- 
ing. 


” 
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——_— than one 
in five are stopped by the retail store 
window display, a maximum of 20 
per cent on the average, says J. M. 
Ketch, writing on ‘“Three-Second 
Selling” in the Magazine of Light 
a while ago. He comments: “Many 
merchants would not get very much 
excited over stopping 20 per cent of 
the people, especially if that involved 
an expensive lighting system. Our 
real problem is the 80 per cent who 
do not stop.” 

The habits of this 80 per cent have 
been investigated by Mr. Ketch, and 
he reports that the average person 











takes approximately three seconds to 
walk past the average store show 
window. 

The problem, then, is to sell an 
idea in three seconds, or to count out 
the 80 per cent as lost. Viewing the 
problem thus, he divides window dis- 
plays into two kinds, one which might 
be called a shopping window for the 
20 per cent who stop, the other dis- 
tinctly a three-second selling window 
for the 80 per cent who do not. For 
the latter, Mr. Ketch recommends a 
window so designed as to sell just 
one idea. 

“The human eye in that short time 
cannot possibly grasp five or ten ideas. 
This single idea is not at all radical 
because we find today many of the 
larger department stores frequently 
devoting a single 20-ft. window to a 
single idea.” 

Second—‘Use silhouetting for all 
it’s worth. If an artist draws a pic- 
ture or lays out an advertising piece 
in which he wants you to see one 
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thing most forcibly, he probably sil- 
houettes that item.” 

As to the lighting he says, “If I 
had 2000 watts to spend in a window, 
I would put half of the wattage in 
general lighting—the other half | 
would put in spotlights and flood- 
lights and then I would concentrate 
those spotlights and floodlights on a 
single idea in the window. 

“The fourth thing we should at- 
tempt to do in a three-second window 
is to use color as never before. I 
believe that we must bring color back 
into our windows, not every week, 
but at frequent enough intervals so 
that the interest of the buying public 
is sustained. 

“The fifth thing we must do with 
this three-second window is to pay 
particular attention to the lines on 
the background. A good test is to 
look at that window and see whether 
everything in that window points at 
the object of merchandise or whether 
it leads you on to your competitor’s 
window next door.” 
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Augustus H. Gill 
of the Massachusetts Institute of 
Technology, in speaking about a 14k 
gold chain, says: 

“In 1922 I bought a 14k yellow 
gold curb chain which had been rolled 








TELL AND SELL THE 
MERCHANT! 


—C. O. Sherrill, President of the American 
Retail Federation, recently referred to the re- 
tail trade as the third largest industry in the 
United States. 

—“Individual members of this industry,” 
said Mr. Sherrill, “are constantly in touch 
with the interests and activities of approxi- 
mately 100 million American people who shop 
daily in the retail stores throughout the land.” 

—No one, in the whole scheme of indus- 
try, knows better the consumer’s philosophy 
of needs and wants and buying moods than 
the retail merchant who is in such constant 
and intimate contact with his public. 

—The retail merchant is the natural selec- 
tor of merchandise for his community; and 
the manufacturer who thinks he can win con- 
sumer acceptance over the merchant’s head, 
without winning his acceptance as well, is 
exhibiting very poor judgment and wasting 
much good money. 

—Tell and sell the merchant and he 
will tell and sell the millions. 


President 
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to make the cross section rectangular. 
It weighed 12.7 dwt. (19.74 grams) 
and was a foot long (30.6 cm.). It 
was worn practically daily over a 
woolen vest, and at the end of five 
years weighed 12.2 dwt. (18.98 
grams), losing 3.9 per cent, and 


was 13 3/16 inches long (33.7 cm.) 








—a gain of 10 per cent. At the end 
of thirteen years it weighed 11.2 dwt. 
(17.52 grams), a loss of 1.5 dwt. 
(2.22 grams), or 11.2 per cent; it 
was 141% inches (36 cm.) long, hav- 
ing gained 2% inches or 17.5 per 
cent. 

“Roughly speaking, a chain of this 
weight loses 1 per cent per year in 
weight, and gains 1% per cent in 


length.” 
© © 
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Bad particular shape 
of diamond seems to be holding its 
own ground,” said A. D. Leveridge, 
diamond importer, 607 Fifth Avenue, 
New York, recently, “brilliants, 
emerald-cuts, marquises and the vari- 
ous fancy cuttings, singles and in 
pairs. 

“The use of mélées has increased 
beyond the proportions maintained 
since the advent of baguettes and 
small squares. This is due not to a 
decrease in the use of the latter, but 
to a desire for more fully pavéd 
jewelry. 

“In the mélée class, however, full- 
cut mélées gained over small eight- 
cuts, mainly because of the low wage 
schedules that existed abroad. We 
believe that if wages continue to rise, 
small eight-cuts of fine quality will 
regain their lost ground. Vast quan- 
tities of cheaper grades of eight-cuts 
continue to sell, and have not been 
encroached upon to any great extent 
by full-cuts. 

“The sparkling baguette is meeting 
with general favor. It will never re- 
place the standard baguette cut in 
giving relief to brilliant stones in de- 
signs, but it gives brilliance impossible 
to obtain with the former, . where 
long, narrow stones and great life 
are required at the same time.” 
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S. H. Cayce, 
sales manager, 
says: “People 
are always 
interested in 
new merchan- 
dise.” 











PLANNED PUBLICITY 


PAYS 





by 
HARRY R. TERHUNE 
Field Editor 





Jewelry store publicity 
methods and advertising approach have entirely changed 
during the past five years. Perhaps no better example of 
the change may be cited than the study of the advertising 
of that fine old-established store in the South, the George 
T. Brodnax, Inc., Memphis, Tenn. 

Prior to 1931, practically all newspaper and window 
display was institutional. Prices were seldom if ever dis- 
played. Gradually, with changing times, the company 
turned to price and item advertising, a more direct urge 
toward immediate buying, without, however, sacrificing 
the dignity and restraint which have always characterized 
the Brodnax store. 


NEWSPAPER ADVERTISING 


Shorter words, shorter copy, additional illustrations 
and clear descriptions supplanted the limited class appeal 
of the late 1920’s. On June 1, 1934, the company began 
a new program of planned advertising. In so far as pos- 
sible, with the aid of the secretary and treasurer, budgets 
were sent up month by month, department by depart- 
ment. This permitted the advertising agency and the 
store managers to plan copy and illustrations far in ad- 
vance, achieve a balanced program, and assure each de- 
partment fair and adequate representation. This planned 
advertising also means that each department will have 
the necessary publicity at the season most advantageous 
to it. 

Brodnax advertising is flexible. Ofttimes important 
spot news happenings will have a distinct bearing on the 
jewelry store situation. For example, the President’s 
silver proclamation of August, 1934 (nationalization of 
silver), was followed immediately by two sizable an- 
nouncements explaining to the layman the meaning of 
the step and the wisdom of buying silver, and, of course, 
of buying it from Brodnax. 

Within 24 hours of the appearance of the first adver- 
tisement, one sale had been closed amounting to five 
times the cost of the space. Nothing could better indicate 
the value of timeliness in retail advertising than this 
incident. 

It is noteworthy that both a reproduction of the manu- 
facturer’s notice and illustrations of every Brodnax pat- 
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tern were included in the copy. Another helpful factor 
in making buying easy was the inclusion of a paragraph 
outlining the cost of a typical set of 26 pieces, naming 
the pattern, the exact division of the pieces and suggest- 
ing that other designs proportionately modest in cost and 
in terms were available. Inclusion of specific details not 
only add human interest but make it easier for the 
reader to reach a quick decision. The final follow-up of 
the silver campaign was in April, 1935, just before the 
advance, with a response that was equally gratifying. 
In addition to the regular publicity of the store, an 
arrangement was made to tie in with the Memphis Com- 
mercial A ppeal’s “Charm School.” A lecturer was brought 
to the city. During a series of meetings free to women, 
she addressed about 12,000 Memphis home managers, 
using, and mentioning Brodnax table sets, chinaware, 
crystalware and silverware. At the same time, the Brod- 
nax store featured its newest patterns in the newspaper’s 
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advertising columns, quoting items and prices. A number 
of sales were directly traceable to the copy. 

Following the school held in February, a brief human- 
ized campaign was conducted urging women to modernize 
their jewelry. Such human interest headings as “Are you 
wearing a 1935 diamond in a 1905 setting?” served to 
bring numerous new prospects to the diamond counter, a 
number of whom were converted into patrons. 

After the mounting advertisements, a series was run 
designating the Brodnax store as wedding headquarters. 
Although February, March and April are frequently con- 
sidered quiet months by many jewelers, the Brodnax store 
is always finding ways and means to create demand and 
increase sales volume through timely advertising. 

The important thing in the building of the advertising 
program is the complete cooperation given the advertising 
agency by each executive including the president, vice- 
president, secretary and treasurer and by every major de- 
partment head, says Merrill Kremer, whose agency is re- 
sponsible for the carrying out of the store’s advertising 
program. These store executives not only select merchan- 
dise but discuss advertising policies and ideas weekly or 
more frequently, should the occasion arise. In retaining 
an advertising agency the Brodnax store management 
finds it possible to utilize the services of six men, each a 
specialist in his own field, and yet the cost of these part- 

(Please turn to Page 73) 









































Right—Advertising used to pro- 
mote silverware and watch sales 
at the Brodnax store. 


Below—An attractive window dis- 
play of silverware that attracted 
purchaser attention. 













Window display is a real job in 
this store. William C. Schulenberg 
has charge of this work. 
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Fewer Failures 


HE report of the secretary to mem- 

bers of the Jewelers Board of 
Trade at the recent annual meeting 
held in Providence, R. I., shows 155 
failures in the jewelry and optical 
trades during 1935 as compared with 
215 for 1934—a decrease of 60. 

In classifying the failures it is 
found that in the retail jewelry trade 
a total of 163 business embarrassments 
were reported in 1934 while the 1935 
figures show 115. The instalment 
concerns showed 16 failures in 1934, 
and 19 in 1935 while those not in the 
instalment business suffered 133 em- 
barrassments in 1934 and 89 during 
the past year. Fourteen repairers 
failed in 1934 and only one-half that 
number in the 12 months of 1935. 

The figures indicate a noteworthy 
improvement in the retail jewelry 
trade while wholesalers and manufac- 
turers also reported fewer failures. 
In all three branches of the optical 
trade there were nine failures in 1934 
and only six last year. Liabilities 
during 1935 totaled $3,046,322 with 
assets of $1,910,848. 

a 6 


Horological Conference 


HE conference held in New York 

on Feb. 4 and 5, between repre- 
sentatives of the Horological Institute 
of America, members of the Horologi- 
cal Society of New York and men 
from the manufacturing, wholesale 
and retail branches of the jewelry 
trade was of much importance to the 
watch division of our industry. 

It brought together many of the 
best horological experts in the United 
States and offered opportunity for the 
discussion of plans to raise the stand- 
ards of watchmaking as well as for 
the expression of various viewpoints 
regarding the watchmaking trade as 
a whole. 

No more important work has ever 
been done for the watch end of the 
jewelry business than that which has 
been performed by the Horological In- 
. stitute of America in the 15 years that 


it has been in existence. The fact that 
this scientific society is functioning 
to develop the horological industry 
gives dignity and background to the 
watchmaking profession. Among its 
accomplishments have been the certi- 
fication of watchmakers and _ the 
granting of certificates to junior 
watchmakers by the Institute. This 








H.1.A. CONVENTION 


The annual convention of the Horo- 
logical Institute of America will be 
held in the lecture room of the Na- 
tional Academy of Science Build- 
ing, Washington, D. C., on Monday, 
May 18, next. 

Plans are already under way to 
make this meeting one of the best 
that has ever been held by the asso- 
ciation. In the February issue of 
THE JEWELERS’ CircULAR-KEy- 
STONE it was stated that the con- 
vention would be held in Cincinnati, 
April 27-29. The April meeting will 
be the second annual meeting of 
the United Horological Association 
of America and not that of the H.I.A. 








seer rome 


work alone, to say nothing of the edu- 
cational program and other impor- 
tant work being carried on, has had 
a marked influence on the watch- 
making business. In this work the 
New York Horological Society has 
cooperated in every possible way, as 
have the technical experts and others 
associated with the important watch 
manufacturing plants. 

The important resolutions adopted 
at the conference, a report of which 
appears on pages 107 and 109 in this 
issue of THE JEWELERS’ CIRCULAR- 
KEYSTONE, are aimed to still further 
raise watchmaking standards in this 
country and the plans now under way 
to widen the scope of the Institute 
promise well for the future. 

It is to be hoped that many other 
meetings of a similar nature will be 
held in the future and that all who 
are interested in the elevation of the 
standards of horology will cooperate 
for the benefit of the public as well as 
that of the watchmaking profession. 
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1935 Diamond Imports 


AN improvement in general busj- 
ness conditions is reflected jn 
the increase in the diamond imports 
for 1935, as compared with 1934, 
which are now available. 

Total receipts for the twelve 
months of 1935 of both cut and rough 
diamonds reached $19,802,062 while 
for the same period in 1934 the total 
is placed at $12,640,178—an increase 
of $7,161,884. A study of the fig- 
ures indicates that in 1935 the cut 
but unset gems were valued at $15,- 
530,260 and the uncut stones at $4,- 
271,802. In 1934 the cut but unset 
total reached $9,900,900 and the un- 
cut stones were placed at $2,739,278. 

A month-by-month check shows 
that in 1935, October imports of both 
rough and cut gems reached $2,421,- 
461 with September second on the 
month-by-month list with a total of 
$2,173,022. In 1934 no single month 
reached the $2,000,000 mark. No- 
vember led the list with $1,457,780 
and September came next with $1,- 
434,619. In every month during 
1935 the total receipts of both cut 
and uncut were well over $1,000,000 
while in January, 1934, the figures 
dropped to $554,008, the low mark 
for the past two calendar years. 

Total imports of both cut and 
rough gems in November, 1935, kept 
above the $2,000,000 mark, showing 
a total of $2,023,529. Of this amount 
the cut gems were valued at $1,249,- 
836 and the rough at $773,693. 

A comparison for the calendar year 
1935 by months is shown herewith: 


CALENDAR YEAR DIAMOND 
IMPORTS, 1935 


Rough Cut 


oruncut but unset Total 
January .... $260,260 $1,405,583 $1,665,843 
February ... 203,154 1,008,376 1,211,530 
” ere 314,445 1,098,538 1,412,983 
ce eee 276,376 745,557 1,021,933 
MO ovecsws 362,936 1,071,848 1,434,784 
Ferre 664,323 1,082,688 1,747,011 
TN sc8ere’ 124,213 1,393,343 1,517,556 
August ..... 353,896 1,209,681 1,563,577 
September .. 363,148 1,809,874 2,173,022 
October .... 322,817 2,098,644 2,421,461 
November .. 773,693 1,249,836 2,023,529 
December .. 252,541 1,356,292 - 1,608,833 





—" 
$4,271,802 $15,530,260 $19,802,062 
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Bar Gems from Foreign Trade Zones 


THE forceful arguments presented by M. D. Rothschild, president of the American Jewelers Protec- 

tive Association, against the inclusion of jewelry and gems in Government regulations in relation 
to Foreign Trade Zones, as reported in the February issue of THE JEWELERS-CIRCULAR KEY- 
STONE, should have the united support of our industry. 

The landing or storage of jewelry, precious stones and pearls and imitations thereof within For- 
eign Trade Zones on American soil opens the possibility of unfair and dangerous competition of 
foreign manufacturers and dealers with American importers, manufacturers and dealers. 

In his argument against including gems and jewelry in the regulations, before the site for the first 
of the zones at Stapleton, Staten Island, was approved by the Government recently, President Roths- 
child said: ‘Wholesale smuggling, unfair competition from foreign dealers and a decline in revenue 
would be bound to result if jewelry, precious stones, etc., were permitted to be landed or contained 
in the zones.” 

Jewels have no sphere whatsoever in the Free Zones for the reason that the zones aim to “fos- 
ter the dealing in foreign goods that are imported, not for domestic consumption, but for re-export to 
foreign markets and for the conditioning or for combining with domestic products previous to export,” 
whereas articles of jewelry are imported solely for consumption in the United States. 

President Rothschild pointed out that even a small mesh fence thousands of feet long would be 
a poor safeguard against smuggling single gems worth thousands of dollars and that the heavy traffic 
in such zones would make it an impossible task to prevent such smuggling. 

It is hoped that the Foreign-Trade Zones Board will act in accord with President Rothschild’s 
request. The American Watch Importers’ Association and other trade bodies favor it. 
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Weddings are as essential 


to a profitable jewelry business as are sleet storms to 
towing garages and sizzling summer days to the air- 
conditioning trade. Therefore the presence of a mar- 
riage boom in most sections of the United States is 
cheered by jewelers, whose trials during the depression 
were due in large part to bearishness in the marriage 
market. 

Five months of 1935—May, July, August, November 
and December—brought more marriages than similar 
months in 1928, 1930, 1933 and 1934, years for which 
statistics are on file at the offices of THE JEWELERS’ 
CircuLarR-KeysToneE, while the number of marriage 
licenses issued during the whole year was approximately 
two per cent ahead of the number issued during 1934. 
Inasmuch as one-third more licenses were issued during 
1934 than during 1933, the conclusion is obvious: namely, 
that marriages, like stocks and bonds and other economic 
indices, are nearly back to “normal.” 

This survey does not attempt to sort out the “wed- 
dings” (i.e., marriages in that stratum of society that 





















































by 
DONALD S. McNEIL 














DEVELOP an ALL YEAR 
WEDDING BUSINESS 


Wedding Bells Pealing in 50 Cities at 
Pre-Depression Tempo Offer Alert Jewelers 


12-Month Gift Opportunities 


spends lavishly for gifts) ; but it shows that wise mer- 
chandising of wedding gifts will be rewarded during 
1936, and it demonstrates that marriages are distributed 
fairly evenly throughout all 12 months of the year and 
are not concentrated in June, August and September. 

From 50 of the largest cities in the United States this 
journal obtained a month-by-month record of marriage 
licenses issued during the last several years. These statis- 
tics showed four of the first six months of 1935 lagging 
below the same months of 1934, but the other eight 
months soaring above. 

The following gains in per cent were registered by 
months of 1935 over months of the previous year: 
February, 8.6; May, 2.3; July, 3.8; August, 4.5; Sep- 
tember, 1.5; October, 1.6; November, 12.8, and De- 
cember, 5. Loss percentages were: January, 7.8; March, 
9.5;, April, 1.5, and June, 1. The months in which de- 
clines were noted had, in 1934, produced exceedingly 
sharp increases over 1933, January, for instance, running 
28 per cent ahead of January, 1933, and March 29.7 
ahead of March, 1933. 
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—= ———_—— 
MARRIAGE LICENSES ISSUED IN 1935 IN 50 LARGE CITIES 
JAN. FEB. MAR. APR. MAY JUNE JULY AUG. SEPT. OCT. NOV. DEC. TOTAL 
NG pear ertnnvenidwk 208 237 232 281 258 338 278 317 240 311 330 367 —-3,397 
Baltimore, Md. ............-. 546 464 504 518 510 751 746 552 643 661 681 678 7,254 
Birmingham, Ala. ............ 324 400 363 412 386 507 384 364 415 425 410 513 4,903 
Reston, Mass. 0... 0. ccccccece 429 427 354 570 793 865 621 841 670 655 514 485 7,224 
Bridgeport, Conn. ............ 44 45 35 85 145 126 94 151 107 94 124 58-1, 108 
 & 5 [i aeaenetne 216 244 163 321 437 702 405 564 468 426 483 216 = 4,645 
NERS $4. s waswisenwas 2,549 2,547 2,247 3,227 4,209 4,958 3,334 4,413 3,579 3,382 3,608 2,850 40,903 
CM, cv ccvadesdacsecas 309 230 176 263 316 460 401 370 288 338 340 267 «3,758 
Eb ve cxswerihevexe 412 466 389 462 812 992 606 938 677 684 684 509 7,631 
a. eh Si ec awed 260 277 239 323 296 421 293 334 321 327 364 432 3,887 
EE oa yuticncah cans 123 125 138 131 225 316 231 262 213 200 224 208 ~—«- 2,396 
Rates, Mich, ......0.0.0cs00e 1,336 1,483 1,260 1,727 2,354 2,218 1,719 1,934 1,612 1,643 1,630 1,570 20,686 i 
EN, cov cnrvecscncessn 75 133 148 147 228 235 150 174 129 137 198 181 1,935 
| Fort Worth, Tex. ............ 186 144 174 185 173 260 220 215 188 201 211 301 2,458 
|| Grand Rapids, Mich. .......... 81 96 113 144 193 231 127 159 121 153 150 116 —-1,684 
Hartford, Conn. .............. 59 66 62 106 110 134 81 139 110 95 110 571,129 
“eee 303 336 353 374 344 447 355 410 401 408 414 486 4,631 
} Indianapolis, Ind. ............ 211 227 281 322 337 495 334 407 311 414 389 377. 4,105 
H Kensas City, Mo. ............ 225 251 258 377 312 482 294 345 333 349 357 394 = 3,977 
S Jersey City, N. J. ..........5. 193 181 104 174 205 373 163 225 260 244 283 184 2,589 
ie Memdiee CO .....0.000s- 1,289 1,302 1,449 1,673 1,652 2,483 1,834 2,161 1,862 1,756 1,866 1,266 21,163 
| Louisville, Ky. ............... 139 185 175 217 294 397 197 263 219 258 313 214 ~—2,871 
Py Meehie, Beth. oi... cece cees: 135 134 134 175 158 200 142 145 135 180 169 271 ~=—«:1,978 
Milwaukee, Wis. ............. 194 305 235 204 514 680 567 470 638 519 404 385 5,115 
! Minneapolis, Minn. .......... 244 205 237 322 502 610 369 541 443 393 404 330 © 4,600 
SMe BEB vc cccccevccces 226 263 197 332 248 701 283 338 412 362 378 291 4,031 
New Orleans, La. ............ 198 22: 198 182 186 369 285 192 247 272 245 281 2,878 
ee Wade, BE We cei ecccecnce 5,079 4,932 5,111 5,493 6,719 9,048 5,787 7,706 6,345 6,663 6,227 6,155 75,265 
OI vie ivevcccvcees 242 282 273 336 327 547 309 375 458 379 339 386 = 4,253 
|| Oklahoma City, Okla. ........ 173 150 182 171 201 273 163 224 244 227 233 247 «2,488 
CS MR occa duane secides 122 124 107 137 174 260 157 227 178 183 168 145 —-1,982 
| Philadelphia, Pa. ............. 848 825 795 1,141 ‘1,251 1,771 975 1,281 1,503 1,127 1,153 965 13,635 
| Pittsburgh, Pa. .............. 545 652 511 666 957 1,351 885 1,063 966 604 873 487 9,560 
TNE CMR, 6c. es vececncees 89 99 99 147 186 313 167 280 191 170 179 150 2,070 
D Peevidence, BR. 1.......ccceeee 108 93 105 160 199 349 170 188 250 204 247 100 —.2,083 
eg ree 100 108 107 148 131 213 119 147 137 147 186 199 1,742 
oe en” eee 118 147 111 190 228 390 230 330 253 233 275 156 2,661 
| Salt Lake City, Utah ........ 140 126 132 183 208 378 211 233 249 240 234 192 2,526 
Bale, Be o.oo scescensse 362 380 375 469 587 862 481 580 547 582 674 495 6,394 
Dems Paul, Mime .....6.0c0 ccc 131 153 114 205 340 361 247 312 299 250 237 166 2,815 
| San Antonio, Tex. .....-....+. 248 226 224 255 276 367 316 320 286 287 265 314 3,384 
Sime Oleg, Col ..........5 141 154 203 214 128 359 235 277 248 198 208 264 2,629 
| San Francisco, Cal. ........... 470 421 406 397 446 668 550 524 616 591 509 510 6,108 
eee, Wate... 2 snsecccceces 264 293 269 333 374 568 476 555 462 426 417 375 4,812 
| Springfield, Mass. ............ 59 63 40 75 116 148 61 155 131 126 114 71 ~—«:1,159 
oy en” a errr 62 59 51 87 107 192 97 139 120 120 93 80 1,207 |i 
ok conven 117 94 114 133 135 178 127 146 127 124 172 183 1,650 =| 
Youngstown, O. ............4. 36 36 41 60 71 132 64 97 89 80 92 76 874 
| Washington, D. C. ........... 408 425 413 520 560 772 601 680 616 606 627 605 6,833 || 
| Worcester, Mass. .......0..0.0+ 61 66 63 112 152 235 137 190 149 174 126 82 1,547. |] 
| TOTAL ..................+ 20,637 20,904 20,064 24,886 29,986 40,486 27,078 33,253 29,506 28,628 29,901 26,290 331,613 || 
it 
it 





June still remains “tops” as the bridal month, with 12 
per cent of the total number of marriage licenses issued 
last year in the 50 cities. September, which held runner- 
up position for many years, was reduced to fifth place 
with 8.9 per cent of the licenses, while August has suc- 
ceeded to September’s former bridal favor, closely fol- 
lowed by May and November. 

The table presented herewith suggests a trend away 
from autumn weddings toward the season when the young 
man’s fancy lightly turns, etc. Recording the monthly 
distribution of marriages during 1933 and 1935, it shows 
that during the last two years March, April, May and 
June have gained as marriage months at the expense of 
September, October and December: 


1933 1935 1933 1935 
i ae cedives 6.4 6.2 July 8.1 8.2 
Feb. Gi 63 Aug. ee 10 
|) ee $5 61 Sept. 10 8.9 
(Ae cee ee 6.6 7.5 Oct. ,_ 9S Sh 
| eS 9 |. NS 9 9 
SUGE «ose BME « . vawous 9 7.9 


This apparent trend distributes marriages more equally 
than before throughout the year, emphasizing the impor- 
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tance for jewelers’ year-round concentration of personal 
appeal to the people of their communities who are most 
desirable wedding-time customers. 

December, indeed, was the favorite marriage month 
last year in Memphis, Birmingham, Fort Worth, Tulsa, 
Dallas and Houston; while Detroit brides showed a pref- 
erence for May, and August won first place in Bridge- 
port, New Haven, Hartford and Springfield, Mass. 

Marriage license clerks in 30 of the 50 cities covered 
in the survey were busier during 1935 than 1934. Nup- 
tuals showed the greatest increase in West Coast cities, 
which reported increases ranging from five per cent in 
San Francisco and Seattle to 31 per cent in San Diego. 
New England also had more marriages, led by Bridge- 
port, Conn., with a gain of 12 per cent. The Great 
Lakes, Ohio River and North Central areas produced a 
greater number of unions, as did Washington, D. GC. 

In New York City there was a gain of one-half of one 
per cent, and other New York State cities showed little 
variance from the number of marriages in 1934. Save for 
Tulsa, Okla., Memphis and New Orleans, the large 


Southern cities registered small declines. 





ART in TABLE 


Left—A formal dinner 

table setting which fol- 

lows the dictates of ac- 

cepted standards and 

reflects good taste in 
every detail 





Photo by Dana B. Merrill 


Right—After the theatre the modern hostess de 

lights in a self service supper for her guests. This 

fine service will delight her and win unanimous 
approval 


Below—This formal dinner table meets the re 
quirements of the most exacting hostess. Arrange 
such a table in your store. 





Photo by courtesy of House and Garden 
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RRANGEMENTS 


N no way can the modern hostess better express her in- 

dividuality than by the appearance of her formal or 
informal dinner table or her buffet luncheon or break- 
fast assembly of gleaming silver, sparkling glass and 
dainty china. Here she can break away from beaten 
paths and as long as she observes proper rules of modern 
good taste and correct arrangement, allow her personal 
selections to set the keynote of her table. 

The accompanying illustrations show five tables for 
formal and informal occasions which avoid the stereotyped 
arrangements which so often fail to give expression of 
personal preference. The new, modern table invites 
guests to express admiration for carefully chosen sterling 
silver and glass in present day selections which offer a 
wide opportunity of choice. 

The wise spring bride selects her silver, china and 
glassware with an eye to her individual requirements. 
Whatever she may desire, modern designers and crafts- 
men have provided. She can select her silverware to 
conform to the elaborate period design of her dining 
room furniture and arrangement or go modernistic in a 
less sumptuous home, expressing the modern trend. 

Whatever her selections may be, she should keep in 
mind that to win the approval of her guests she must 






The rules of tab'e setting are definite and every 
: z : silverware, china and glass salesman should know 
exercise good taste in every detail. tnem by neart and be able to explain them fully 
(See additional text on page 88) to customers 
















This delightful 
table arrangement 
is expressive of 
good taste. Fine 
silverware makes 
the simple busi- 
ness of eating a 
ceremony of im- 
portance. 

















by Underwood & Underwood Mary Boland, original Queen in ‘‘Jubilee,’’ presiding 
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HOW OTHERS PROFIT 





UNIQUE tulip window brought excellent spring 

returns for the Bohm-Allen Jewelry Co., Denver, 
Colo. The window backgrounds were covered with green 
paper—a shade just as nearly like that of natural grass 
as possible. Placed against this at intervals of a few 
inches were cutout tulips in natural colors. A false bot- 
tom was placed in the window so that the paper flowers 
could be held in position and given the right perspective. 
The bottom of the window was also covered with green 
and over this were placed cloth throws in pastel colors. 
The throws had tulip designs cut out of them so that 
the green showed through. Merchandise. was displayed 
on this foundation. 


DISPLAY 





ANY birth stones are being sold in the Haltom 

store, Fort Worth, Tex., by means of a continu- 
ous window display. Twelve pads placed fan shape, 
each holding five rings of the month, form the center- 
piece of the trim. In the near foreground is a sign read- 
ing “Gifts for her graduation. Let us make helpful sug- 
gestions. Haltom.” This suggestion sign is changed ac- 
cording to the season. Back of it all, said E. P. Haltom, 
is the old, old story of birth stones. He pointed out that 
if the story is given a new dress, it can be made to pay 
real dividends. This plan has attracted much attention 
and has helped to sell both expensive and moderately 
priced rings. 
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TERHUNE 
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N the West End Jewelry Shop, Newark, N. J., an 
Easter window background showed 50 eggs quivering 
in the air, seemingly without support. The trick fooled 
shoppers. The display man extracted the yolk and al- 
bumen from the eggs, and strung them lengthwise on 
five long, black threads, ten eggs to a thread, the eggs 
fastened to the threads with drops of glue at the per- 
forations. Next, the display man enclosed the window 
with an all-black background. From the top of the 
trim he projected five sticks, six inches in length, with 
an overhanging crepe paper valance hiding them. He 
suspended a thread of 10 eggs from each stick and 
fastened the other end of the thread to an eye hook in 
the floorground. The black background rendered ‘the 
black threads invisible. A small electric fan behind the 
background valance kept the eggs quivering. 


MOTION 
is 


ATCH BRACELET sales have been increased 

about 400 per cent in the last several years at 
the Ginsburg Jewelry Co., Reno, Nevada, through in- 
stallation of a small display case for them directly in 
front of the watch repair department. As in many other 
stores, bracelets were formerly carried back in the regular 
stock. With the present arrangement, any person having 
a watch repaired can not help but be reminded of a new 
bracelet. And, in making suggestions, the repair man 
is able to instantly illustrate his ideas for modernization 
of the timepiece. He can get many people interested who 
wouldn’t stop to go back in the store and look at stock. 
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NAVY clock in its original wooden case, placed 
in the corner display window of the Joseph Goal- 
stone Jewelry Co., Denver, Colo., has increased repair 
business to such an extent that all incoming clock work 
must be turned to an outsider. Framing the case is a 





& card bearing messages, “Expert Watch Repairing,” “Set 

Your Watch to Correct -Time.” By actual count more 

INTEREST than 200 persons stop before the window to set their 
watches every morning between eight and nine o’clock. 

* Mr. Goalstone estimates that more than 500 persons stop 


every day. Once; as an experiment he removed the clock 
from the window, but calls were so numerous he had to 
TWO by four inch desk stand magnifying glass replace it within a short time. Customers consider it a 
and lamp on the receiving repair desk in the Arthur great convenience. 
A. Everts Co. store in Dallas, Tex., has paid for itself 
many times over. It is a very simple matter to call cus- 
tomers attention to defects in diamonds, cameos and in 
jewelry by means of it. Then sometimes a customer is 
hard to convince a watch is showing rust or corrosion, 
but by placing the watch under the glass, the proof is 


evident to all. It is one of those little things in itself, a 
but a big thing when it comes to proving controversial 
points to the satisfaction of the customer. It also is of REPAIRS 
interest to the man or woman who visits the store. 
he 





OVEL window display signs at the Mayer-Coronado 

Jewelry and Optical Co., Denver, Colo., have 

rocketed feature watch sales since they were put on dis- 

play. Cutout wooden letters and figures are glued to a 

bd rectangular mirror and the whole thing is surrounded by 
BENCHES a wooden cutout lace-work. All wooden parts are cov- 
ered with silver metallics. A wash-colored painting of 
& the article featured is glued to the mirror, and is framed 
with metallics. Especially designed letters and figures of 
metallic-covered wood announce terms and prices. The 

idea has been used successfully on diamond sales and 





EOPLE sit on advertisements of De Leroy Leatart, may be employed in the featuring of other articles sold 
jeweler of Long Beach, Calif., because the advertise- by jewelers as a regular feature for special occasions 
ments are benches, arranged at points throughout the to promote seasonable merchandise. 


town where many people await street cars or buses. The 
slogan: ““To Look Smart, See Leatart” is run in bright 
lettering across the top-back brace of each bench. Be- 
neath, the bench-back is cut out to resemble a pair of 
glasses, thus advertising the optical department. Sides are 
utilized to carry other messages. The benches make 
effective, low-cost advertisements for they not only are 
gestures of good will but are seen by many people daily 
who are constantly reminded of the Leatart store when 
in need of jewelry merchandise. The good will created 
also helps sales and the idea has been very successful. 











Many jewelers are looking for ideas to help increase Spring Sales. The suggestions presented here- 
with have been found profitable. Try some of them in your store. 


SEES OR IE RRR Eat 
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A prestige window once used by Black, Starr & Frost-Gorham, Inc., Fifth Ave., New York, just before Easter. Notice how the lilies and wi articles 
and the ostensorium. Vasesiilcandles 


NEW LIFE in your EASTER 


ener! What does this joyous 
day recall to you? The Easter parade, bunnies and 
chicks and Easter eggs? Or do you think of the deep 
religious significance of Easter Sunday? Whatever the 
day suggests to you individually, it means all of these 
things and more to the people who pass your windows. 
Easter, which marks the close of Lent, is a day for joy 
and color and cheer. 

It suggests a wealth of varied window treatments 
which portray the zest and freshness of springtime, the 
brightness, charm and color of the new season. But in 
your eagerness to make a beautiful window with Easter 
lilies, or an amusing window with the traditional bunny, 
or a lovely display with a skillfully handled background 
of religious significance, don’t forget that your real pur- 
pose is to sell jewelry! Make your background a back- 
ground in the full sense of the word and don’t let it 
detract from the jewelry you want to sell. Don’t let 
your “atmosphere” run away with you! 

Here are high spots for half a dozen Easter window 
possibilities. 
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Be Sure You SPARKLE IN THE EASTER PARADE 


The recent ‘First Anniversary of THE JEWELERS’ Cir- 
CULAR-KEYSTONE suggests something in the nature of 
an anniversary window with Easter atmosphere for mer- 
chants who are themselves observing an anniversary this 
month. For example, if your store were founded 25 
years ago the week before Easter you might display a 
photograph of a fashionable woman taken outdoors dur- 
ing the year 1911. On the other side of the window 
show a photograph of the Easter crowds last year. Use 
a great deal of colorful merchandise in this window, pos- 
sibly arranging it on ribbon runners which lead up to a 
card “For twenty-five years, Jewels from (your Com- 
pany name) Have Brightened the Easter Parade.” 


Tue Easter Bunny Has Goop TasttE WHEN 
He Cuoosts Jewets Like THESE 


’The Easter bunny is always charming in a window. 
Get a nice big fluffy one. Provide him with a basket 
and have Mr. Bunny standing on his hind legs to peer 
into the basket. This. particular bunny has excellent 
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MBarticles in the window lead the eye upward to the cross 
Wcandlesticks are effectively displayed. 





WINDOWS 


By POLLY PETTIT 


taste, for the basket contains—you’ve guessed it—some 
exquisite new jewelry. To carry out the Easter theme 
other pieces of jewelry may be displayed on pieces of 
vari-colored paper cut in the shape of eggs. Blotting 
paper of soft colors is good for this purpose. 


Go To CuHurcH On EAster SUNDAY 
AND Every SUNDAY 


Borrow a painting of the “Resurrection,” by Piero 
della Francesca, “Christ at Emmaus” by Rembrandt, or 
of some other appropriate religious subject from an art 
store or gallery. Give this work of art the most impor- 
tant position in your window. Group around it a lovely 
selection of rosaries and crosses. Remember that during 
the Easter season people are thinking about the Church 
and Saviour more than at any other time of the year. 
If you have a religious department, now is the ideal time 
to display chalices, prayer books and at least one very 
handsome pair of church candelabra. Done with great 
dignity, a window of this type is highly impressive. 
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FLOWERS AND JEWELS FOR EASTER 


Have potted Easter lilies to the right side of the 
window and carry alternate green and creamy white satin 
ribbons from the top of the flower pot in a pleasing curve 
across the floor of the window. In the left hand corner 
place a corsage of orchids, gardenias or sweet peas in a 
graceful low bowl of water to keep the flowers fresh. On 
the ribbons display the newest semi-precious jewels and 
costume jewelry appropriate for Easter. 


THE SMARTEST JEWELRY FOR Easter Is JADE 


Why not have a jade window? Green is perennially 
associated with springtime and Easter. For this very 
reason, jade usually enjoys a new spurt of popularity 
with the coming of each new spring. And few windows 
attract more attention than that in which one certain 
color of merchandise is strongly emphasized. Bracelets, 
rings, clips, and necklaces with jade can combine te make 
a window which people can’t resist stopping to study. 
For contrast, introduce a little pale lavender satin ribbon. 
Perhaps you might hang a ribbon bow in the back of 
the window, knotting a few artificial sweet peas in with 
the ribbon. 


A New Easter Bonnet, How Lone Can You 
Wear Ir? Bur You’tt Never Tire oF 
Tuts SMart New CostuME JEWELRY 


Give this window a timely fillip by displaying an 
exceedingly smart hat from a shop nearby (with a cour- 
tesy card, of course). The hat should be one which you 
can enhance -with a lovely new clip. On the head form 
display a necklace which harmonizes with the clip. This 
would be a good window in which to show various kinds 
of other costume jewelry which will be appropriate with 
new Easter costumes. If you carry handbags, some of 
them certainly belong in this window. 


Here CoMes THE EASTER Brive! 


What woman can resist a window devoted to brides! 
June bride windows are as old as the well-known hills, 
but there are almost as many young women who marry 
soon after the close of Lent as there are those who choose 
the month of roses. Everyone has bride windows in 
June—get ahead of the game and have yours for Easter! 

It is a temptation to confine such a window to just a 
few exquisitely lovely jewels for the Easter bride. But 
as a matter of fact, it can be one of the strongest mer- 
chandising windows you have ever had! Wedding and 
engagement rings should logically occupy the most 
prominent position you can give them. But how about 
the bridegroom’s gift to his bride? Her gifts to the brides- 
maids? The bridegroom’s gift to his best man, and to 
his ushers? The parent’s gift to the bride? If you are 
promoting flatware at this time why not display a beauti- 
ful chest of silver? In this connection, many people are 
not aware of the fact that good jewelers know what 
silver patterns various brides-to-be are collecting. You 
might announce on a display card that you have a list 
of the silver patterns chosen by such and such a number 
of engaged girls and recent brides. By consulting with 
you, a person can be sure of giving silver whose pattern 
is the bride’s own choice—and incidentally, avoiding dup- 

(Please turn to Page 71) 
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EBRUARY was a bit disappointing to some of the manufacturers and wholesalers 
insofar as orders were concerned. Falling off in trade may be due to the very 
severe winter we have had and inventories taken later than usual, but as a result of 
a two-week trip among wholesalers and retailers of New England and the East I 
- would say that the general opinion is that 1936 will crowd very closely the figures of 
the late years prior to the depression, if not in some lines reach them. 

Fine jewelry has made very substantial gains in sales. There seems to be a 
tendency on the part of the retail jewelers to grade up. The manufacturers of stand- 
ard, trade-marked and recognized quality lines feel very much encouraged. Much 
of the poor stock is being eliminated and it is encouraging to note that the grading-up 
process has very definitely taken hold of the jewelers throughout the country. 

This in itself is to the writer one of the most encouraging signs of the comeback 
of jewelers in the manufacturing, wholesaling and retailing divisions. 

Statistics lead us to believe that weddings are on the increase. The article on 
pages 38 and 39 will be of particular interest in this connection. Five months of 1935— 

May, July, August, November and December—brought more marriages than the 
similar months in 1928, 1930, 1933 and 1934. Study this article and determine now 
to make your wedding business an all-year sales event. 

Gifts will be more lovely and expensive and there is a greater interest being 
shown by the jewelers in spring athletic prize events; in fact, on all sides we hear of 
jewelers who are fast beginning to recognize that there is a lot of business outside of 
the store if they will but go out and get it. 

Four beautiful watches were sold in one day by a jeweler who put his hat and 
coat on and called in four office buildings. —These watches would probably never have 
been sold, and especially by this jeweler, had he waited for the purchasers to come to vs 
his store. 

We are not thinking in terms of peddling jewelry from door to door or office to 
office, but of the results that can be obtained by jewelers picking out prospects for 
some particular piece of merchandise which, at least, they, can show even if they do 
not sell. 

Create an interest regardless of what the ultimate results may be. There’s noth- 
ing undignified about that. Try it. 

There are also many other articles in addition to the wedding statistics in this 
Spring Buying number of THE JEwELERs’ CircuLAR-Keystone. Take it home with 
you tonight and have your employees do the same. Read it carefully from cover 
to cover. 

It is more than likely that you have heard the story of the colored boy who had 
been chauffeuring for a lady for three or four years and who one day stepped into a 
telephone booth of a drug store and called up his employer and inquired as to whether 
or not she wanted a chauffeur. 

He explained that he was a good chauffeur, could repair his own cars, did his 
own washing and polishing and would work very cheap, but he was told by his mistress 
that she had a chauffeur. He asked if he was perfectly satisfactory and the lady said 
he was one of the best chauffeurs she ever had. 

When the boy left the phone booth the druggist remarked, ‘““Why, I thought you 
worked for Mrs. Smithers—why are you calling her up for a job?” The colored boy 
said, “Well, boss, I’s jus’ checkin’ up on myself.” 

And that brings me to the point of where the publishers of this publication would 
like to check up on themselves, and the only way we know how to do it is to get a 
cross-section of opinions from our readers on how they like this publication, of what 
benefit it is to them; in short, what they get out of it. 


An Ay Kol yl 











Vice-President. 
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by 
ISABELLE M. 
THOMPSON 


TRENDS IN 
EWELRY DESIGN 


HIS is the time of the year when the great majority 

of the new jewelry designs are established, when pres- 
ent favorites are given variety and distinctly fresh styles 
are inaugurated. 


During March, the spring costume fashions are indi- 
cated with enough authority to give the lead to appro- 
priate jewelry and the Southern season has tried out the 
costume and jewelry styles and chosen the main themes 
for the coming summer. 


Now, during these early months of spring, the best 
of the winter’s designs are approved and consolidated ; 
variations on favored lines are offered and innovations 
in forms and designs are introduced. «4 


Transient influences sway these fashions and seasonal 
requirements punctuate the march of costume and jewelry 
fashions, but these new jewels will advance steadily into 
an established vogue. 


The leading currents this spring are ‘particularly di- 
versified, for jewels are to feel the effect in their designs 
of such contrasting influences as a war in Africa; a 
gathering of notable art treasures in London; a bidding 
for greater attention in the political life of France by 
French women seen in a reactionary turn to mannish- 
ness in their dress and jewels; a strong flavor of the 
Spanish brought about through the growing interest 
taken in our South American neighbors—especially ap- 
parent in New York; and then the death of a monarch 
which halts all of these various trends to bring an influx 
of the black and white of mourning. 


This black and white motif has been startlingly quick 
to appear on this side of the water. Dull-finished clips, 
earrings, bracelets, fingerrings and vanity pieces as well 
as jewels for men are in matt gold, engine-turned plati- 
num and oxidized silver with onyx and ivory inlays. 


Among the important spring jewels showing notable 
gains in favor are ornaments for the hair, keeping in 
step with newer hairdressings. 


Pearls, this spring, are a fashion all to themselves. They 
are used in pendant tassels and fringes on hair ornaments, 
earrings and evening brooches. Pearls are used in mul- 
tiple strands for both day and evening necklaces and 
they are featured as the central gem in diamond en- 
crusted fingerrings and bracelets. 


The colors generally looked for in an Easter parade 
will march gaily throughout all the year. The violets 
from orchid to royal purple, apple-green, salmon-pink, 
buttercup-yellow, bright copper-brown and vivid ce- 
rulean blue, such hues are to make the keynote for our 
new jewels. 
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SPODUMENE 








by 
ROBERT M. SHIPLEY 


President, Gemological Institute of America 


ta the American jeweler 
the gem-mineral spodumene should be of unusual inter- 
est. The only two important gem varieties of this min- 
eral, kunzite and hiddenite, were discovered in America 
during the lifetime of many persons now in the trade. 

Spodumene, the name of which seems to have been de- 
rived from the Greek word spodos, meaning ashes, is a 
mineral which has long been known to mineralogists. Its 
color is usually grayish-white and it is opaque, often badly 
fissured, and of little or no beauty. It occurs in crystals 
of unusual size; in South Dakota they have been recorded 
as weighing about 37 tons and 36 to 47 feet in length. In 
some crystals from Branchville, Conn., the center was 
found to have some transparency and an amethystine 
color' which indicated that the mineral may have altered 
from a more beautiful and gem-like state. 

In 1881 W. E. Hidden, while seeking for emeralds 
near Stony Point, near Statesville, N. C., discovered 
green stones lying on the ground where they had weath- 
ered out of the mother rock. At first thought to be 
cyanite or diopside, they proved to be spodumene crystals 
of gem-quality and were named hiddenite. In the same 
locality other crystals were found in the mother rock, 
but the largest hiddenite crystals which seem to have been 
reported are no longer than eight cm. long and one cm. 
thick. Although the color of hiddenite when cut as a 
gem might be mistaken under certain conditions for that 
of an inferior emerald, the crystal shape is distinctive from 
that of emerald. Hiddenite ranges in color from a light 
yellowish-green to light emerald green, and has been 
called Lithia Emerald: Its occurrence is very limited, 
its carat price approaches that of the diamond, and it is 
in demand by gem collectors. 

Later, yellow gem stones from Minas Geraes, Brazil, 
which were being cut and sold in the market as chryso- 
beryl, were found to be spodumene, but this second gem 
variety of the mineral, which has also been found in 
Southern California, has never proven of especial com- 
mercial interest, although its determination from other 
yellow stones of similar appearance is of gemological im- 
portance. 

A few years previous to 1902 the third and most im- 
portant gem variety of spodumene was discovered in 
southern California by F. M. Sickler and M. M. Sickler. 
Associated with tourmaline, it was thought perhaps to be 


1G. F. Kunz, Gems, Jewelers’ Materials and Ornamental Stones of 
California. 
2W. F. R. Eppler. Edelstine and Schmuckstein. 
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A specimen of 
kunzite in the 
American Museum 
of Natural History 





be vs 


a variety of that mineral or a new species, but jewelers 
and mineralogists in southern California were at that 
time unable to identify it. In 1902 a specimen was sent 
by the discoverers to Dr. Kunz in New York, where it 
was identified as a hitherto unknown variety of spodu- 
mene. Later the name kunzite was proposed for this gem 
and has been generally accepted. 

The gems were found in pockets in pegmatite dykes 
associated with aquamarine, morganite, tourmaline, gar- 
net and other gem crystals. Unlike hiddenite, the crys- 
tals are often large. Beautiful crystals of 1000 to 5000 
carats in weight have been reported. 

In later years hiddenite and kunzite were found on the 
Island of Madagascar. Recently Minas Geraes, Brazil, 
has yielded kunzite in commercial quantities. Bauer noted 
that a few transparent pebbles of a beautiful blue spodu- 
mene had been found in Brazil. 

Kunzite is very transparent. Its colors range from 
light violet to light red-purple and include lilac, rose and 
pink. Some specimens are only faintly tinted and, indeed, 
practically colorless varieties are commonly known in the 
trade as kunzite. The colors, although light, are par- 
ticularly pure. While to manganese has been attributed 
the coloring of kunzite, at least one report on spectro- 
scopic analysis reveals the presence of gallium. It has 
already been suggested that the transparency and color 
of spodumene may alter after long periods of time and 
many instances of gradual loss of color in cut stones have 
been reported. Others seem unaffected over a long period 
of time, and one specimen exposed under glass to the di- 
rect rays of the sun for several years has been reliably 
reported as unchanged in color. Certainly, kunzite pos- 
sesses unusual properties not common to gem-stones. Af- 
ter the passage of an electric current through a crystal 
it glowed orange-pink, and after discontinuing the current 
it phosphoresced for 45 minutes. 

Kunzite becomes strongly phosphorescent under X-rays 

(Please turn to page 68) 


























— “Making America Star Conscious” — 





THE STAR OF ARTABAN 

















Protecting a Rare Gem. 


Star of Artaban, Worth a Huge Fortune, Is Clamored For by 


By CECILE GILMORE 
HE beautiful star of Artaban, 320-karat star sapphire, is about 
‘* to make the grand tour. Like many another prima donna, she 
is to have a “tryout” in Boston this week. After that her itinerary 
will be mapped across the United States according to the best abili- 
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who likes jewelry, she will be in- 
terested in the “Star of Artaban,” 
now here for sale. It is a-sap- 
phire weighing 320 carats, and 
weighed 1,000 carats before it 
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By FAY KING. 
The Star of Artaban, cara: 


350 t star re from 
Ceylon, valued at $35,000, will interest all lovers of 


these beautiful 





and iuted 


than star sa 





become better known and appreciated generally. _, But. they so exai 
There are star rubies also, very. beautiful and raret - fer the pale shades to the deeper, regardless oi price. 
There is 








one may even gre- 





stants. sapp! range in color and cost from the rea- & never a ainsi 
Star sapphires have long been appreciated by con- pale grey stones, to the costly deep, dark stars which the sun, or a single light, neing 
“nolsseurs ang collectors, but in recent years they have blue ; the rounded polished surface of these. stones. 


We were moved to purchase the STAR of ARTABAN, not only for the profit and the 
prestige which might accrue to the SCHMIDT COMPANY from its ownership, but more especially for 
the benefit which we, and all of us in the jewelry trade, may derive from the creation and fostering of 
public interest in Star stones by its nationwide display. 


ANY STONE 
ANY SHAPE 
ANY COLOR 











Wm.V. 


CH NM i DT Co.,inc. 








House of Stones 
22 West 48th.Street, New York City 


We are duly grate- 
ful to the host of 
leading jewelers 
everywhere for their 
spontaneous offers 
to cooperate in its 
exhibition. 
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by 
Marcus & Co. 


One of the first “motion” 
displays ever to be seen on 
Fifth Ave. was designed by 
William Bayard Okie, Jr., 
talented young display man- 
ager for Marcus & Co., 
jewelers. The pictures on 
this page show three scenes 
arranged on a revolving stage 
which turns slowly to re- 
veal successively each set- 
ting. A small electrically 
operated turntable unit, 
completely masked from 
view by the platform and 
cylindrical “theatre,” pro- 
vides the motion. 


+S 





Above: Suggested for wear with the smart 

new neck scarf is this crystal bow pin. The 

large sectional crystal bracelet in front is 
another Paris fashion note. 


Pearls with a turtleneck sweater, and diamond jade 

clips for sportswear! This is real fashion news for 

the jeweler. Twisted ropes of pearls (as many 

strands as you like) are being worn tight around 

the throat. The pearls in this display are combined 
with three strands of emeralds. 
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Scene one of this trio of dramatic jewelry fashion 
presentations shows a large star sapphire diamond 
set clip. In the foreground are natural gold sports 
pins and other gold jewelry. At right of the display 
is seen a Paris cable from’ a Harper’s Bazaar 
representative to Marcus & Co., describing the 
current French vogue for yellow gold jewelry of 
every description. 
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JEWELRY 
CREATIONS 


Call for 
FANCY CUT 
DIAMONDS 



















“TP ANCY cut stones of every descrip- 
tion for your selection. 


A COMPLETE stock of baguettes, 
marquise and square diamonds 


in all sizes. 


FINE assortment of rough dia- 
monds suitable for cutting to any 
shape to complete your new and 


modern designs. 


NUSUAL 
GEM 
STONES 


LOUIS GURFEIN 
& SON 


608 Fifth Ave. New York, N. Y. 














ANTWERP 
76 RUE DE PELICAN 


SOUTH AFRICA 
76 CHURCH ST., KIMBERLEY 


AMSTERDAM 
2 TULPSTRAAT 


Tel. MEdallion 3-4822-4823 


Importers and 
Cutters of 
Fancy Shaped and 
Round Diamonds 
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Spodumene 
(From page 65) 
and sensitizes a photographic plate with a print which 
shows clearly the irradiations. Dolter reports that long 
exposure to radium rays changes the color to green, al- 
though revision occurs when expused to daylight or heat?, 

The dichroism is so very strong in kunzite that the 
color of the crystal differs noticeably as it is viewed from 
different directions. In kunzite the color in some speci- 
mens is almost an orange-red, in others almost colorless, 
as they are viewed from the side. Like all strongly 
dichroic stones, it must be cut in a definite manner in 
relation to its crystallographic directions. ‘The table of 
a gem should be placed at right angles to the long axis 
of the crystal. This fact, added to the ease with which 
it cleaves, makes the fashioning of kunzite a most impor- 
tant task, which should be entrusted only to a skillful 
lapidary thoroughly familiar with the gem. 

Spodumene is a member of the pyroxene group of min- 
erals to which jadeite also belongs. It is a silicate of 
lithium and aluminum. One analysis reveals 64.5 per 
cent SiO», 27.4 per cent AloOs, 8.1 per cent Li,O. 

Spodumene is six to seven in hardness. Its luster is 
pearly in the rough. It cleaves parallel to the prismatic 
faces of the crystals. Its specific gravity ranges from 3.13 
to 3.20. It belongs to the monoclinic crystal system and 
therefore has the property of double refraction which is 
biaxial in character and positive in sign. G. F. H. Smith 
reports the least and greatest refractive indices to be 
1.660 and 1.675. Schlossmacher records the least index 
at 1.65 to 1.66 and the greatest at 1.67 to 1.68. The 
dichroscope and hand polariscope reveal the following 
pleochroic colors: In hiddenite, distinct, light blue-green, 
green, and yellow-green; in kunzite, very strong, light 
red to light purple, light violet, and colorless; in yellow 
spodumene, weak gray, and yellow-green. 

The use of gemological instruments which record these 
properties makes it simple to accurately distinguish spodu- 
mene from other gem-stones or from synthetics which are 
similar in color. The color of hiddenite might be mistaken 
for that of demantoid or of light emerald or green beryl 
of even lighter tone, while the appearance of the kunzite 
gems might rather easily be confused with those of mor- 
ganite, tourmaline, or light amethyst. If well-cut the 
greater brilliancy of sapphires and spinels of pale red or 
violet color will often make scientific tests less necessary. 

Both synthetic spinel and synthetic sapphire in pink or 
light rose colors are sometimes sold in the trade under 
the names of “kunzite,” “rose kunzite” or “synthetic 
kunzite.” Synthetic spinel can be most easily identified 
from genuine kunzite in a scientific manner by the hand 
polariscope which reveals double refraction in the gen- 
uine stone. Other gemological equipment and technique 
are usually necessary for the jeweler who may be un- 
acquainted with genuine kunzite stones to differentiate 
between them and synthetic sapphire. 





H. B. Hallett, president, and H. S. Knapp, vice-presi- 
dent of J. L. Teeters & Co., wholesale jewelers, Lincoln, 
Neb., recently celebrated the 44th anniversary of the 
business by tendering a dinner to John L. Teeters, the 
founder. Mr. Teeters retired from the business in 1917. 
The entire personnel of the company, together with their 
Wives, were present on the occasion. 
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Alfred K. Potter 
ProvipENCE, R. I., Feb. 19—Alfred K. Potter, asso- 


ciated with the Gorham Co. and its various subsidiaries 
in executive capacities since 1918, and prominent as a 
financier in textile and banking circles of this city and 
vicinity, died suddenly early this morning from an attack 
of heart trouble at his home, 280 Irving Ave. He first 
began to feel ill about 10:30 o'clock last night and died 
about 12:30 o’clock. He was in his 56th year. 

Mr. Potter was active in the directing of the various 
companies affiliated with the Gorham Mfg. Co., having 





The late Alfred K. Potter 


first become connected with this concern on Oct. |, 1918. 
He was vice-president, treasurer and director of the Gor- 
ham Mfg. Co., the Gorham Co., and the Alvin Corp. of 
New York; a director of Gorham, Inc., Gomanco, Inc., 
and Black, Starr-& Frost-Gorham, Inc., New York, and 
Spaulding-Gorham, Inc., Chicago. He was a director 
and acting president of the Jewelers’ Board of Trade. 

Mr. Potter was also a director of the Rhode Island 
Hospital National Bank, Rhode Island Hospital Trust 
Co., Hope Webbing Co., the B. B. & R. Knight Corp., 
the Morris Plan Co. of Rhode Island, and the Fruit of 
the Loom Mills. He was a member of the Adelphoi 
Lodge of Masons and also of the Hope, Agawan Hune, 
Squantum, University and Turks Head Clubs of this 
city and the University Club of New York. His civic 
affiliations included the Home for Aged Men and Aged 
Couples, of which he was vice-president and member of 
the finance committee; the Providence Country Day 
School, of which he was president of the board of trustees, 
and the Providence Young Men’s Christian Association, 
of whose board of trustees he was a member. 

Mr. Potter was born in Providence, July 27, 1880, 
the son of Edward A. and Helen (Knight) Potter. He 
attended local schools and Brown University from which 
he was graduated with his A.B. degree in 1902 after 
which he entered the Rhode Island Hospital Trust Co., 
and was gradually promoted, finally occupying an execu- 
tive position. His financial and industrial interests were 
constantly expanding. Deceased is survived by his widow, 
one daughter, two sons and an aunt. 
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INTERNATIONAL BUILDING 


ROCKEFELLER CENTER 
630 FIFTH AVENUE NEW YORK CITY 


ANTWERP: Rue du Pelican 86 
LONDON: 23 Audre 


DIAMOND GCUTTIN 





A highly specialged departed mala 
re-culling and repairing diamands for the trade. 




























What Every Modern Jeweler Must Know g 





The elements of the scientific knowl- 
edge of diamonds, other gems and 
precious metals. 


A correspondence course complete in 
itself—has definitely increased the 
sales of its jeweler-students. 





Being Studied Everywhere ! 
The First Step Toward @ertified Gemologist 


Write for descriptive booklet and names of well-known students 





AMERICAN GEM SOCIETY 





‘ v 
TIE IN 
AGS.CAMON we 









555 So. Alexandria Los Angeles, Calif. 
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Demand for Diamonds Increases as Prices Advance 


Lonpon, Feb. 11—So far this year the volume of 
business transacted in diamonds is greater than for the 
past four or five years. While diamonds of all kinds are 
appreciating in value the price increase is more noticeable 
in the smaller goods and mélées which are decidedly more 
expensive this year. There is a much wider market now 
for mélées and small goods and these stones are changing 
hands very quickly. The principal outlet for these smaller 
diamond sizes is once again the United States. 

According to. Backes & Strauss, the Holburn Viaduct 
house, business in diamonds with the United States the 
past few months has been exceptionally good, and exist- 
ing local stocks are reported to be quite inadequate to 
cope with this sudden demand. This is regarded as one 
reason for the great activity that is manifesting itself on 
the smalls and mélées market. 

As diamond men point out, the market is only just 
beginning to feel the effect of the higher rough prices paid 
in October and November, last year. In addition there 
is the increase in cutting charges. ‘The price rise is not 
so noticeable in the larger diamond sizes—from one carat 
and upwards, but the demand for every class of diamond 
seems to be fairly universal since buyers from every 
country have been congregating in the Amsterdam and 
Antwerp market since the new year. 

The Amsterdam diamond interests can do with a 
broadening volume of business. Industry in general in 
Holland has not been too good. In some quarters the 
Diamond Corporation’s policy in keeping stones from the 


market and increasing the price of what rough it has 
sold is blamed for the difficulties that developed in the 
economic life of that country. 

The Diamond Corporation has found little difficulty 
in disposing of its production, and could possibly market 
much larger quantities if it were found wise to do so, 
since the supply of newly polished goods on the market 
is by no means too large. In many grades and sizes, in 
fact, the amount available is scarcely sufficient. This 
applies particularly to good medium class mélées and 
small brilliants which are being absorbed readily despite 
higher prices. ‘The market continues to be poorly pro- 
vided with goods of high colors, and the scarcity is be- . 
coming pronounced. Anything of a true blue-white color 
in any size is readily salable, diamond men report, even 
though prices are slightly higher than they were. 





Easter Windows 
(From page 45) 
lications. (Of course, you will monogram such gift pur- 
chases and avoid returns!) 

“Atmosphere” for the Easter bride window is endless, 
but don’t overdo it. Concentrate on making your display 
sell merchandise. 

A local artist can prepare a background which sug- 
gests a church altar. The bridal bouquet may be intro- 
duced. Candles are good. A veil of fine lace, used on a 
head form and swirling across the floor, will give the 
wedding atmosphere and provide a perfect foil for the 
jewelry which is displayed around it. 
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Our Boxes, Displays and Trays Are 
AS NEW AS TOMORROW. 


Our Plastic Box! 


The triumph of design—an outstanding achievement. Color com- 
binations that win instant admiration. 


Our Displays! 


Flexible unit sets for unusual window effects. 











NEW YORK OFFICE 
20 WEST 47TH ST. 


CHICAGO OFFICE 
29 EAST MADISON ST. 


|Our Trays! 


And show case layouts are the last word in beauty, originality and quality— 
a departure from the ideas of yesterday. 


Our Art Department! 


Under the able management of Mr. Stanley Arnstein, is constantly produc- 
ing new and unique ideas for the Jeweler and manufacturer—ideas for better 


ll window trims and sales promotion displays. 





Various types of elevations 
adaptable to any shape windows. Illuminated and mechanical displays with 
real sales appeal. 


Gaels 


INCORPORATED 


327-335 BROADWA 
BUFFALO, N. Y. 
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Instructor 
Office: Studio: 
37 W. 47th St. 217-01 Corbett Road 
New York Bayside, L.I., N. Y. 
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LEARN 
JEWELRY DESIGNING 


BY CORRESPONDENCE 


Did you ever give serious consideration 
to the great fede in knowing how 
to design jewelry as applied to your 
occupation? 


You make an immediate impression as a 
qualified expert if you can sketch your 
customer’s idea. Letters from students 
amply demonstrate the great advantage 
that this course has rendered them in 
business. 


This practical correspondence course 
warrants the same results as the classes 
at the school. 


C. A. JAKOBB 
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FOR Stones SEND To 


S. NATHAN ine: 


71-73 NASSAU ST. 
NEW YORK 


* OUR STOCK: The Largest and Most Compre- 
hensive in America. 


OUR SERVICE: Keyed up to take care of all 
your requirements—PROMPTLY AND AC- 
CURATELY. 


Just the stone you want, when you want it! 
Write—Wire—Phone. 


Importers and Cutters of 


. DIAMONDS 
... PEARLS 
... PRECIOUS 
. SYNTHETIC 
and IMITATION 
. STONES, etc. 


» 
CULTURED PEARLS 
ZIRCONS 
STAR SAPPHIRES 























“Our Windows 
Ought To Be Changed! 


“But I don’t know when 
I can find time to do it. 
Wonder what would be 
new and different?” 


Mr. Jeweler, if you ever find yourself in that pre- 
dicament, then investigate the Retail Display 
Service. It is meant for busy, ambitious merchants 
who want to get the maximum selling help out 


of their windows. 


What It Will Do For You 


@ Give you from one to five original 
ideas for windows every month. 
The number depends upon your 


order. 


@ Give you colored sketches show- 
ing just how these windows will 
look. 


@ Give you specific suggestions for 
creating these displays out of ma- 
terials you have on hand or can 


easily obtain. 


@ Give you exclusive rights to this 


Service in your city.* 


What It Will Cost You 


@ Prices are based on population of 
your city and number of sketches 
you wish each month. Our sub- 
scribers pay an average of $4.17 
per month and receive an average 


of four window plans per month. 


RETAIL DISPLAY SERVICE 


POLLY PETTIT, Director 
R.C.A. Building, Rockefeller Center, New York City 


* We reserve the right not to accept 
an order from any jeweler located in 
a city where another merchant is al- 
ready using the Service. 
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Planned Publicity Pays 
(From page 35) 


time men in total does not equal the salary of one full- 
time man in the average store. 

The results are apparent in many ways. Brodnax has 
used, besides, its international catalogue and national maga- 
zines, newspapers, radio, direct by mail and windows, very 
effectively and efficiently, yet the central theme, ‘The 
Brodnax name on the box adds much to the VALUE but 
nothing to the COST,” is reiterated in every medium. 

Radio, direct by mail and windows supplement and 
support the newspaper appeal. In fact, newspaper adver- 
tisements are mounted, framed and displayed in the win- 
dows with the actual merchandise mentioned in the copy. 
And it is worth noting that the store thinks enough of its 
newspaper advertising to have it prepared three to six 
days before insertion dates; to have it in harmony with 
the programs of the national manufacturers of watches 
and silverware, yet insisting that it retain the individual- 
ity of the establishment. In addition, the store has not 
hesitated to utilize the services of an experienced artist 
who designs and lays out every piece of copy, whether 
illustrated or not. The company in its local advertising 
has made use of the finest commercial photographs avail- 
able and the services of an advertising typographer have 
been retained for several years, so that even in the physical 
set-up, the announcements may stand apart from all other 
advertising in the same newspaper. 

In all of its advertising, large and small, seasonal and 
institutional, the copywriter endeavors to humanize the 
advertising, and above all to remember that “the primary 
object of all advertising is to sell goods.” 

Back of all the Brodnax publicity, whether it be in 
newspaper copy, windows, direct mail or radio, are two 
dominant thoughts—timeliness and newness. 

There are certain natural selling seasons for certain 
types of goods carried in a good jewelry store which a 
planned advertising program will naturally cover. Even 
today, this seasonal buying is undergoing many changes. 
For example, for many years June has been considered a 
predominant bridal month. Last year more Memphis 
weddings were held in July than in June, with February, 
March and April each contributing their growing quota. 
This means that whereas in the past wedding publicity 
could safely be concentrated in a one-month period, it 
must now be extended over at least a six months’ space 
of time. 

During the spring season, with the gradual elimination 
of Easter and Mother’s Day as jewelry store gift-giving 
occasions, the only special gift event is the May gradua- 
tion season. Practically all schools in the South hold 
their graduating exercises in May. This business is grow- 
ing tremendously, for even the grammar school graduates 
now receive their little compacts, rings, belt buckles and 
knives at this season. Advertising promotion plans call 
for starting in the middle of April to build up an adver- 
tising approach to the graduation business. 

Now as to newness, this dominant buying appeal is 
uppermost in every department at all times. As S. H. 
Cayce, sales manager, so tersely puts it, “People are 
always interested in new merchandise, so in a store such 

(Please turn to page 75) 
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Manufacturers of Novelties in of 
GOLD, PLATINUM & SILVER 
; DIAMONDS 
4 and 
This combi- A Combine- Manufacturers 
nation is sup- tion Bill 
plied in 14 Clip and Key of 
Kt. Gold, Holder (any 
Yellow, type key can 
Green, Whit be used). 
ond Pati. The key op- PERFECT DIAMOND RINGS 
num. erates on the 
same princi- queen 
ple as a 
CHD knife. 
Memorandum Packages 
CHD 
| and 
(Patent Applied For) 
Vanity Ca: Gart Kni 
Lipstick Holders Suspenders Bracelets Special Order Work Solicited 
Hand Mirrors Buckles Key Holders 
Bill Clip & Pencil comb. - 
Miniature Lockets Bill Clin & Key comb. Combs 
Civarstte Helters Mono. Crystal Cuff Links Mth Boxe 
Check Book Holders Long Snake Chains Dorine Boxes Ha R RY B LOC H & B RO. 
Utility Boxes Lapel Watch Chains Tie Clips 
GOLD BROS. KOKE, SLAUDT & CO. 
7 West 45th St. 315 West 5th St. 22 West 48th St. 
New York, N. Y. Los Angeles, Cal. New York, N. =. 


ALSO SPECIAL ORDER WORK 


Tel. BRyant 9-3174-5 



































GOLD AND SILVER CHARMS 


WRITE FOR ZIRCON FOLDER 


ma (T) | | IR BLUES 
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ans penne JAMES A. DRILLING CO. 
a Ce Semi-Precious Stones 
a (x ¥ iat 87 Nassau St. CO-7-4218 New York 
LEARNING BACHELOR “*q, ty 
i. > EMS— 
ar, x y SQV © 
iets \) ae! Their Lure and Lore” 
a : A concise and descriptive treatise on gems with 
sactimeadian Ho CUNNING their astrological connections. A deluxe suede 
Wao ite, covered edition which should be on every | 
ii ikon ~— jeweler’s counter. 
we \ Vy, WE. A few first editions still available—get yours. 
(> Nees Send $2.00 to 
GLUTTON FORTUNE “GEMS” | 
SIMONS BROS. CO. 206 Guaranty Building, Indianapolis, Indiana | 
269 SOUTH 9TH ST. PHILADELPHIA Postpaid to all parts. : 
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Planned Publicity Pays 
(From page 73) 
as ours we feel it part of our duty to our community to 
maintain a flow of new merchandise at all times.” 

Sometimes it is rather hard to trace many direct re- 
turns from newspaper advertisements. This is not so in 
the case of windows, however. People will mention see- 
ing a certain article in the window as they come into the 
store. Right here, let’s again emphasize the change from 
the former practice of showing a few fine pieces in the 
show windows to the present practical way of using the 
windows to actually sell goods. 

Again to quote Mr. Cayce, “After all, we are in the 
business of selling merchandise. Windows without prices 
are worth very little. This has been demonstrated again 
and again when we have put in a fine window with price 
tickets and have made half a dozen sales a day as the 
direct result of this display.” 

So important has window display become that the store 
management has encouraged William C. Schulenberg, 
whose job it is to look after the windows, to take a special 
course in the technique of display work in a Chicago 
school and to associate himself with other recognized win- 
dow experts. 

Window trimming is a real job in this store with its 
90 running feet of frontage. And the importance of prop- 
erly presenting the merchandise is keenly felt by all, too. 
At night time when the diamond displays have been 
removed, a careful setting of silver is always awaiting 
the throngs who window-shop before and after the movies. 
Again there is a surprising number of people who come 
to Memphis over the week-end who delight in doing 
window-shopping after the stores are closed. Many in- 
teresting sales have been traced to strong window displays 
which were planned for just such instances. 

The management believes the jeweler who considers 
himself too high grade to price-ticket every item is just 
fooling himself. Instances like the selling in one week of 
two five-piece sterling tea sets, which were priced at $150, 
and an increase of 25 per cent in the sale of small dia- 
monds since pricing them and putting them in the front 
window are many. Diamonds priced at $50 to $75 called 
for no salesmanship to clinch the sale. It was practically 
a case of wrap up and deliver. 





Sol L. Levy 


Burrato, N. Y., Feb. 22—Funeral services for Sol 
L. Levy, 59, credit jeweler here for 35 years and a di- 
rector of the National Association of Credit Jewelers, 
who died Wednesday afternoon, were held yesterday at 
the family home, 505 Linwood Ave. Burial was in Forest 
Lawn Cemetery. 

Mr. Levy had been confined to his home during the 
last two months. He was born July 4, 1876, in Cleve- 
land, Ohio, and attended the public schools there. He 
entered the retail jewelry business in Buffalo in 1901, at 
348 Main St., later moving to 483 Main St., where he 
remained until 1926, when he bought the building at 
521 Main St., which is the site of the present store. 

He was a member of Masonic organizations, the Main 
St. Association and the Automobile Club of Buffalo. 

Surviving are his widow, Sarah H.; two sons, Milton 
H. and Stanley A.; a brother, Marvin, and two sisters, 
Mrs. Harry Lipman and Miss Mildred Levy. 
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A Yachtin g Year 
“Means MORE SALES 


of Chelsea Clocks 


Yacutine's looking up. Crowds at 
boat shows. Naval architects busy. News- 
papers full of yachting news. This new 
interest, extending far inland from the 
coasts, means larger sales of Chelsea 
Clocks this year. Why not send your stock 
order today? 


NEW CATALOGUE: New 1936 catalogue 
just off the press. Let us know if you 
haven't received your copy. 
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CHELSEA CLOCKS 


CHELSEA CLOCK COMPANY, BOSTON, MASS. 














METAL TAGS Ad ! iY DI 
MARK MERIT 


Stanley Embossed Metal and Foil Labels are a distinctive 
identifying mark . . . and a direct sales help. Use them on 
your boxes, or attach them as name and price tags directly 
to articles themselves. Easily applied. Unusual finish will 
not tarnish, scratch or discolor from use. Write for samples 
—truly beautiful creations—many famous names. Send your 
trade mark for sketch, prices—no obligation. 


New York: Room 9/3 
ee CT iy N LFY MFG. COMPANY 
sriowtes Boliging, 110s, i DAYTON, OHIO 





Dearborn St. 
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SELTZER- GRAM 


TO ALL JEWELERS 





E carry the most complete line 

of jewelry and we are sure to 

have in stock just what you 
need at the right price. Since it is 
almost impossible for a retail mer- 
chant to stock everything, you will 
find it most profitable to take ad- 
vantage of our large stocks which 
are at your disposal ON MEMO. 
Call on us or write, we will gladly 
cooperate with you. 








WRITE FOR BOOKLET 


No. 


DGI-101 


eoscecese $13.50 
Keystone List 
The ring illustrated is made 
in 10K ye ith 
interchangeable white gold 
initials and 


mond 
tionally 


Price 
















Our Marcasite Brooches are 
hand made of Sterling Silver, 
beautifully designed. Hun- 
dreds of styles available. 
Write for display card. Th 
Brooch illustrated is an ex- 


ceptional $27.00 


offer at this 
low price .. 
KEYSTONE 
MEMO SELECTIONS TO RESPONSIBLE JEWELERS 


SELTZER BROS. 


Manufacturing Jewelers 


80 NASSAU ST., NEW YORK 
S060 00000008 000000090800 800 000000000000 


No. 168 





“IF IT’S ANYTHING 

IN THE LINE OF 

JEWELRY, WE 
HAVE IT.” 
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| in sizes numbers 1 to 





————ESE*wes 
SATISFIED CUSTOMERS MEAN 
CONTINUED SALES 


“Ringfit” Ring Guards Protect Your 
Reputation 


1 Dozen on Attrac- 
tive Display. Made 


3 or 1 to 6. Stabrite 
Quality, Non-Corro- 
sive, Non- Tarnisha- 
ble, White Metal and 
14 K Gold, White 


also Yellow. 





Patent No. 2010444 


“Ringfit” Improved Ring Guards are stronger and have a spring 
grip. They give the ring perfect fit without discomfort. They 
are superior because they are Solderless; yet cost no more than 
the ordinary kind. 


DISTRIBUTED BY WHOLESALERS 


IMPROVED PRODUCTS MFG. COMPANY 
123 East 24th Street New York, N. Y. 
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INITIAL MARCASITE BROOCHES 
IN STERLING SILVER 





Beautiful designs ee Pe craftsmen . . 


- - » We take 
pride in showing the fines most diversified line in the in- 
dustry. Alert jewelers will order a sample selection today. 


A. FRANK COMPANY 562 Fifth Avenue 
the Best 


IT PAYS WATCH STRAPS 
FOR QUALITY Sieciaus 


WESTERMAN MFG. CO. He“em "Ny. 


= New York, N.Y. 











To buy 





GEM-STONES By ¢. F. Herbert Smith 


An Interesting Authoritative Book 


Comprising 40 and di » pli tanding 
ran ett eS ea eo 
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Paris Jewelry Style Trends 


UCH heavy gold jewelry is being worn with black 

day dresses in Paris, according to a style expert’s 
cablegram received recently by June Hamilton Rhodes, 
Inc. for the Jewelers Publicity Committee, of which 
William D. McNeil, 522 Fifth Ave., New York, is chair- 
man. 

Court mourning decreed at the death of the late King 
George has produced a growing vogue for diamond 
jewelry, since diamonds are the only stones ‘“‘permitted,” 
and magnificent jewels are being worn by fashion leaders 
at evening formal occasions. 

Necklaces again are popular in Paris, the newest ones 
like rigid slave collars lying around the collarbone and 
jeweled with diamonds alone or sometimes with colored 
stones. Earrings are almost always of the clip type, cov- 
ering the lobe of the ear, and often are very large. Wide 
bracelets, sometimes reproducing old-fashioned types, are 
of heavy gold or platinum with stones set flush. 

Few pearls are worn in the evening, according to the 
cablegram, because pearls are so popular for day wear. 
Clips are good all hours. 

“Hertz is making rock crystal crowns, striped with dia- 
monds,” the summary of Parisian jewelry styles said. 
“Many clips are worn in the hair, often stars at the tem- 
ples, and sometimes round worn each side of the little 
chignon. Occasionally jeweled combs. All women are 
carrying more or less precious ‘nonsense’ jewelry as van- 
ities. 

“Mauboussin reports the popularity of diamonds used 
alone as going with everything. He notes a tendency 
toward asymmetric settings, even in rings, and the use of 
masses of small stones instead of one single one. Settings 
are becoming more important because of the price of fine 
stones. Less precious pieces combine exotic woods and 
gold, or ivory and gold. Earrings, clip form, cover the 
lobes of the ears, several sets being of smoked or white 
crystal and diamonds, a very few with colored stones. A 
novelty is a diamond half-circle big as a silver dollar with 
an inner half-circle holding an orchid or other flower as 
a clip. 

“Schiaparelli is showing decorative chignon combs. 
Lelong has introduced a big oval topaz necklace, set with 
crystal links. Borea is bringing out massive bracelets and 
rings of gold, often with enameled, colored designs. 

“Heim has featured Sixteenth Century medallions and 
lord mayor shoulder chains. Maggy Rouff is reintroduc- 
ing crossed palms set with diamonds and rubies, and also 
brooches looking like framed miniatures in flower-painted 
opaline, and rectangular watches set in the glove wrist or 
in the center of a pique flower. Sportswomen are wear- 
ing round, open-face watches set in leather circles and 
worn as fobs.” 


Washington, D. C., Study Group, A. G. S., Hears Lecture 

Wasuincton, D. C., Feb. 1—The Washington, 
D. C., Study Group of the American Gem Society met 
Jan. 26 under the leadership of Dr. W. F. Foshag of the 
Smithsonian Institution. 

The meeting was held at the quarters of Galt & Bro., 
at which time those in attendance listened to a lecture on 
production of synthetic stones and the operation of Ver- 
neuil furnaces. The nature of inclusions in natural gems 
and synthetics was also explained, after which stones were 
examined under the microscope. 
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NEVER PRICED SO LOW 


12 


DRAWER 


CABINET 
s 


Plate Steel, finished 
in mahogany with 
chromium fittings. 
Removable parti- 
tions, guides for 
over 1,100 crystals 
and numbering 
system. The 
proper crystal 
found in a jiffy. 





Assortment No, B2—Cabinet with 7 gross Fancy unbreak- 
ele COYNE x o6c hc icakancsddsseeummeeceneee $47.50 


Assortment No. B4—Cabinet with 2 gross Lentille Chevees 
and 5 gross Fancy crystals. Complete inserting set 
IUGUGOE 6 onc ccidesincecanciwesutenseens cee $538.60 


















6 Drawer Cabinet 


| Assortment No. M1--Cabi- 
net with 5 gross Beveled- 
Edge Fancy crystals. Insert- 
ing set not included. $35.00 


See SUC Catalog 


For Other Assortments 
and SUC Jewelry Boxes 





ORDER CABINETS 
AND CRYSTALS 
THRU YOUR WHOLESALER 


~~ 


2 DRAWER CABINET 


Assortment No. Sl 


2 gross Lentille Che- 
vees in % sizes (108 
sizes), covering all 
watch sizes. Insert- 
ing set included with 
cabinet. 


Only $25.70 


ATTENTION WHOLESALERS: If you are not as yet 
selling SUC Cabinets and Crystals, you are passing up good 
sales. Write and let us tell you all about it. 


ee 








WHY PAY MORE FOR YOUR CRYSTALS? 


Our Beveled-Edge Fancy crystals snap easily into the bezel, 
fit tight and lie straight 








suc without trimming. 
Beveled-Edge Fancy Watch Crystals NEW REDUCED PRICE 
C BEVELED EDGES _ 50e Per Doz. 


Round Lentille Chevees 
Improved sharp edge. Sup- 
plied in %& sizes for insertion 
with SUC inserting set. Also 





in 1/16 ligne sizes that snap 
into bezel by hand. 


NEW REDUCED PRICE 


55e Per Doz. 


STANDARD UNBREAKABLE 
WATCH CRYSTALS, Inc. 























75 VARICK ST., NEW YORK,N.Y. Pa | 




















inanTaoODpU CIN. G 


A complete line of Exclusive Plastic Jewelry Findings. 


All colors, all sizes, all shapes, beautifully moulded in a wide array of decorative 
floral and conventional designs. 


Suitable for setting in brooches, rings, earrings, pendants, bracelets, picture 
frames, cigarette cases and boxes, compacts or where any colored ornamen- 


tations might be used. 
Special designs and shapes made to your order. 


Samples and prices furnished upon request, or one of our representatives will 
be glad to call. 


SYNTHETIC MOULDED PRODUCTS, Inc. 


STONINGTON : CONNECTICUT 


South American Inquiries Solicited 











MORAYS’ SAFETY CLASP 


SILK CORD a ATTACHMENT . P 
Know Your Merchandise 


“GEM-STONES,” by G. F. Herbert Smith, gives a clear, 


concise, but very comprehensive survey of the various 





PAT. PEND. precious and semi-precious stones used for ornamental 
ith purposes. Written in a most interesting and instructive 
wi manner by an Assistant Secretary of the British Museum 


A Dou ble Lock F ge atu re and a world authority, it presents the history and tech- 


nology of gems, tells what they are, where they are found, 
A clever, positive new catch that prevents how they are fashioned, and how they may be dis- 
loss of watches and possible embarrassment 
to jewelers. The double action of the 
clasp makes it absolutely secure . . . The 
cord itself is also secured by a double 
clamp. A desirable attachment for inex- 
pensive watches . . . and indispensable for 
valuable ones. When ordering watches 
specify Morays’ Safety Cord Clasp. This 
bracelet is also distributed through whole- 
salers, in 4 qualities. 


MORAYS’ WATCH CASE CO.,Inc. | THE JEWELERS’ CIRCULAR-KEYSTONE 


Established since 1911 
Chicago, III. 97 Sixth Ave. “*mt& 239 West 39th St. New York, N. Y. 


L. N. ROSE M. DIAMOND 
Geen CROCKEYN, 4. 7. Sea een. 


tinguished. 


It offers the jeweler and his clerks an excellent means of 
fully familiarizing themselves with this interesting subject, 
and provides the answers to many questions asked by cus- 
tomers. Fully indexed, it makes an excellent reference book. 
Over 300 Pages; many tables, plates, and illustrations. Price 
$3.00. Order your copy today from— 
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Swiss Trade Agreement 


A possible misunderstanding in the trade concerning 
the price effect of the new Swiss tariff agreement is cor- 
rected in the following statement by Roland Gesell, of 
R. Gsell & Co., New York, head of the American Watch 
Assemblers Association’s tariff committee. He said: 

“The State Department, explaining the Swiss tariff 
agreement, says that the average degree of reduction is 
34 per cent, and some jewelers may have thought, at first, 
that there would be a reduction of 34 per cent in the 
wholesale and retail prices of watches with Swiss move- 
ments. 

“There are four factors in determining sale prices: (1) 
the cost of the movement, (2) the cost of the case, usually 
American-made, (3) the tariff on the movement, and (4) 
profit. Now, the tariff agreement effects a reduction in 
only the third of these items, so that the net reduction in 
price, varying of course with the type of watch, will be 
far less than 34 per cent.” 


Officers of Manufacturing Jewelers 
Board of Trade Elected 


ProvipENCE, R. I., Feb. 21—At a regular meeting of 
the directors of the Manufacturing Jewelers Board of 
Trade held here today, officers and members of the execu- 
tive committee were chosen. 

The officers elected are Frederick A. Ballou, Jr., of 
B. A. Ballou & Co., Inc., this city, president; Howard L. 
Carpenter, the Albert Walker Co., this city, first vice- 
president ; Russell G. Scott, Reed & Barton Corp., Taun- 
ton, Mass., second vice-president ; Horace M. Peck, sec- 
retary and treasurer, and Robert C. Knox, assistant secre- 
tary and assistant treasurer. 

Royal J. Gregg of the Ostby & Barton Co., this city, 
was elected a member of the executive committee to serve 
for three years. ‘The executive committee for 1936 is 
composed of Frederick A. Ballou, Jr., Edgar M. Docherty 
and Mr. Gregg. 


“The Star of Artaban” 


“The Star of Artaban,” the 316-carat star sapphire 
owned by the William V. Schmidt Co., Inc., 22 W. 48th 
St., New York, continued to interest thousands of jewel- 
lovers in star sapphires during February, its second month 
in the United States, and its owners announced that the 
stone will not be sold except with the option of exhibiting 
it in cities throughout the country through arrangement 
with jewelers desiring to show it. 

The stone, which was first displayed at the store of 
Marcus & Co., jewelers, 671 Fifth Ave., New York, was 
exhibited the week of Feb. 10 at Thomas Long & Co., 40 
Sumner St., Boston. It will be the central feature of an 
exhibit of star sapphires early in April at St. Louis, Mo., 
cooperatively sponsored by the Drosten Jewelry Co., the 
Hess & Culbertson Jewelry Co., Jaccard’s and Heffern- 
Neuhoff Jewelry Co., Inc., and will be shown at a 
jewelry store in Philadelphia, Pa., during the Democratic 
national convention the first week in June. 

So great was the enthusiasm of the patrons of Thomas 
Long & Co. for the “Star of Artaban” that the Boston 
jewelry firm has asked to show it for another week in 
the Spring. 
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KANTOR'S 
SUNSHINE 
SILVER 
POLISH 


Creates—and holds 
the good will of 
your customers... 
while yielding a 
profit to your store. 


To appreciate the su- 
perior quality of KAN- 
TOR’S SUNSHINE 
POLISH, use it and 
see how much more 
attractive it makes 
your silver. It is safe ... easy to use and... easy 
to sell the first bottle. After that your silver own- 
ers will ask for it by name! The instant, lustrous 
finish it imparts to silverware wins their admira- 
tion. 

Kantor’s Sunshine Silver Polish removes all tar- 
nish and discoloration with a minimum of rubbing 
... yet it’s soft, smooth and safe to use, containing 
absolutely no harsh abrasives. 


Stock up on this fast-selling polish NOW. Order 
through your wholesaler or direct from us—price 
is the same. 





Per Gross - $37.50 
Half Gross - 19.00 
Dozen - 3.25 


KLEIN & SON e Montgomery, Ala 

















FATHER’S DAY 
GRADUATION 


LET US SUGGEST 


COMB and FILE SETS 


a ° r — 

















BY MORIN 
In special metal and sterling silver. Prices from 


$14.40 to $30.00 a doz., Keystone Discount. Infor- 


mation at your request. May we serve you? 


E. M. MORIN CO. 


“HOME of the SCENT-A-MITES" 


31 UNION ST. 366 FIFTH AVE. 
ATTLEBORO, MASS. 


NEW YORK, N. Y. 





79 

























INTRODUCING 


P Yow eit” 
ventide 








Rich, Gracious, Modern... with 
outstanding Profit Possibilities 


@ Jewelers with a “selling eye” for patterns in Ster- 
ling will see in Gorham’s latest—Eventide—a rare 7 
combination of sales possibilities. Its slim, simple 


lines attract those who want modernity. Its rich, 

decorative motif appeals to customers of more THE GORHAM COMPANY 

formal tastes. @ Weight... balance... craftsman- Providence, R. I.— Since 1831, America’s Leading Silversmiths 
ship? Gorham . . . no more need be said! @ Feature 6 West 48th Street, New York City 10 S. Wabash Avenue, Chicago, IL 
140 Geary Street, San Francisco, Cal. 





Eventide in your store without delay. 
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M. R. Muir, a salesman 

in the Box Jewelry Store, 

showing silverware to a 
prospective bride. 


WILLIS PARKER 





A SELLING SYSTEM that WORKS 


_ jewelers have systems 
by which the silverware patterns selected by brides-to-be 
are recorded so it will be more certain that friends and 
relatives who wish to give silver as wedding gifts will buy 
the same pattern, but Glenn L. Box, jeweler of Mon- 
tovia, Calif., has a system that works almost 100 per cent. 
It applies not only to silver but also to glass and china. 
It works because Mr. Box is not content to merely write 
the prospective bride a letter inviting her to visit the store 
and select her patterns but endeavors to deliver the invi- 
tation verbally by means of the telephone in most instances 
and by personal calls in a few. 

Furthermore, the system continues to work long after 
the wedding. Some of the cards in the Box file are 14 
years old and are still producing sales. Sometimes the 
system begins to function before the-engagement is an- 
nounced—at the time the engagement ring is selected. 

“When the ring is selected, we suggest that since friends 
and relatives may wish to give the bride-to-be silver wed- 
ding gifts,’ Mr. Box explained in substance, “it would 
be to the advantage of all concerned if they all selected 
the same pattern. If the lady will come into the store, 
we shall be glad to show her the various patterns we 
carry and she may select one she prefers. We shall then 
make a record of her preference, and, when friends and 
relatives come seeking gifts, we can inform them of the 
pattern that has been selected and what pieces already 
have been purchased. Usually the boy friend sees the 
wisdom of the plan and agrees to bring her in. But, lest 
he forget to bring her in, we try to get her name and 
telephone her. 
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“By watching the newspapers and keeping in touch 
with local events, we get the names of most of the young 
women in the community as soon as their engagements 
are announced. Our telephone invitation explains our 
plan, and we make appointments for them to visit the 
store at their convenience. Sometimes the appointments 
are after business hours. Quite often they are on Sunday. 
The boy friend is invited to come along, too. 

“‘When the girl has selected her pattern, be it sterling 
or plate, we list the items in accordance with her views 
of their essentiality. The same plan is followed in glass 
and china. Then we attempt to sell her relatives and 
friends the items she most needs first. 

“In most instances the girl in some manner publicizes 
the fact that she has been to our store and selected her 
patterns. At any rate many of the guests become cog- 
nizant of the fact, for, when they come in, they quite 
frequently state that they understand Miss So-and-So 
selected hef patterns in our store and they wish to buy 
gifts that conform.. 

“Where no such definite information is presented by 
the customer, she usually asks to see something suitable 
for a wedding gift, whereupon we ask if it is for Miss 
So-and-So. If it is not she usually will mention the name. 
If it is the name of a girl who has selected her pattern, 
we produce our record, show the pattern and the numbers 
that already have been purchased, and try to sell the next 
most essential number. 

“Tf the customer feels that she cannot afford silver, we 
can show her the glass or china that have been selected. 

(Please turn to page $7) 
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Rd& Rartre 


TRIUMPH IN STERLING 


Jubilee is undoubtedly one of the most 
significant sterling patterns of fecent 
years. It looks ahead — with the modern, 
forward-looking bride. Rare beauty of 
line, proportion and rhythm. Flawlessly 
correct —with a simple grace and charm 
that insure lasting smartness and lasting 
demand — comparable, we believe, with 
Francis First and Pointed Antique. Now 
being advertised in leading national mag- 
azines covering America’s class market. 
If you haven't seen Jubilee, write or 
Wire us at once. 




































































Method of Determining Fair Market Price of 





Jewelry Sold Exclusively at Retail 


WasHincTon, D. C., Feb. 25—The Treasury De- 
partment has issued the following explanation of the 
method to be used in determining the fair market price of 


jewelry sold exclusively at retail: 

SECTION 605 OF THE REVENUE ACT OF 1932, AS 
AMENDED BY SECTION 609 OF THE REVENUE ACT OF 
1934.—_JEWELRY, ETC. 

RecuLATions 46, ArTIcLE 15: Fair market price XV3—7915 
in case of retail sales, consignments, etc. S. T. 826 
Methods to be used in determining the fair market price of 

jewelry sold exclusively at retail. 

Advice is requested relative to the proper method to be used 
in determining the fair market price of articles taxable under 
section 605 of the Revenue Act of 1932, as amended by section 
609 of the Revenue Act of 1934, which are sold exclusively at 
retail. 

Section 605 (Title IV) of the Revenue Act of 1932, as 
amended, imposes a tax upon articles commonly or com- 
mercially known as jewelry sold by the manufacturer, producer, 
or importer. Section 619(b)1 of the Revenue Act of 1932 pro- 
vides in part that if an article is sold at retail the tax under 
Title IV shall (if based on the price for which the article 
is sold) be computed on the price for which such articles are 
sold in the ordinary course of trade by manufacturers or pro- 
ducers thereof, as determined by the Commissioner. 

It appears that considerable confusion and lack of uniformity 
exists in the jewelry trade as to the proper basis under section 
619(b)1 on which producers selling exclusively at retail 
should pay tax incurred under section 605 of the Revenue 
Act of 1932, as amended. This is particularly true with respect 
to ring mountings, precious stones, watch cases, and watch 
movements purchased by retail jewelers from the producers 
thereof and later assembled and sold to customers. 

Manufacturers of rings and watches, fully assembled, often 
sell them in the ordinary course of trade to retail jewelers and 
pay tax on the actual wholesale price, but more frequently they 
sell to such jewelers stones, mountings, watch movements, and 
watch cases ready for assembly but not actually assembled in 
order that the retail jeweler may offer to his customers a 
wider selection of possible combinations. The labor involved 
in assembling such completed parts is not very material but by 
assembling them the retail jeweler becomes a producer of rings 
and watches and is, therefore, subject to tax on his sales. If 
he sells at retail, section 619(b)1 provides that the tax shall 
be computed on the price at which such articles are sold in the 
ordinary course of trade by manufacturers, producers, or im- 
porters thereof. This provision is construed as relating to 
the price at which fully assembled articles are normally sold 
at wholesale in the open market by manufacturers, producers, 
or importers. 

Some retail jewelers have purchased unassembled parts tax- 
paid from the producers or their jobbers, but have paid no tax 
on their sales of rings or watches assembled by them from such 
tax-paid parts on the ground that the price to the retail jeweler 
is deemed to be the same whether the purchase is made in 
assembled or unassembled form. Other retail jewelers have 
purchased these unassembled parts tax-free in accordance with 
regulations promulgated under authority of section 620 of the 
Revenue Act of 1932, as amended, with respect to articles 
intended for further manufacture. On their sales at retail of 
articles assembled from such parts, they have paid tax on the 
price which they paid for the parts without including any 
amount to cover the cost of assembly, overhead, or profit. In 
some cases rings and watches assembled by retail jewelers 

have been sold for various reasons at less than the cost. 

In attempting to fix a basis on which the tax should be paid by 
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persons selling at retail, it has been found desirable to fix the 
open market wholesale price as a definite percentage of the 
actual retail price. However, this plan requires the application 
of a different percentage or formula where the jeweler sell- 
ing at retail is not using the ordinary merchandising method 
of selling for cash or on open account. Examples of such 
exceptions to the general rule are sales under installment con- 
tracts and sales of class rings and pins. 

In accordance with the authority conferred upon the Com- 
missioner by section 619(b)1 of the Revenue Act of 1932, as 
amended, it has been determined that on and after June 21, 
1932, the tax on sales of rings and watches by manufacturers, 
producers, or importers selling at retail who do not sell like 
articles at wholesale shall be computed as follows: 

(1) The tax is due on an amount equivalent to 55 per cent 
of the actual retail price for which the article was sold during 
the period June 21, 1932, to June 2, 1933, inclusive, and on an 
amount equivalent to 60 per cent of the actual retail price on 
or after June 3, 1933 (when the percentage rate was changed 
from the former rate to the latter), except that— 

(a) Where rings and watches are sold under installment 
contracts and where 60 per cent of the actual retail price is 
less than cost plus 15 per cent, the tax is due on the sum of 
the actual cost of all the parts and materials used plus 15 per 
cent (which percentage covers the charge, if any, for assembling, 
overhead, profit, and that portion of the selling and administra- 
tive expenses applicable to a fair wholesale price) ; and except 
that— ‘ 

(b) Where goods are sold for less than original cost because 
of changed market conditions. or other reasons, the tax may be 
computed on the sum ot the current replacement value of the 
parts (instead of on the original cost of such parts) plus 15 
per cent; or, if sold at less than such current replacement value, 
the tax is due on the actual sale price. 

(2) Where watch parts, diamonds, and mountings’ are pur- 
chased tax-paid by the retailer who assembles them, such 
retailer may, in computing the tax due the Government om 
the sale of the completed articles, take credit for the tax paidi 
by the prior manufacturers from whom such articles were 
purchased. In such cases, however, it is necessary that the 
retailer have in his possession evidence showing the amount 
of the tax the manufacturer actually paid to the Government 
on the sale of the watch parts, diamonds, and mountings. 

(3) Where school class rings and pins, not tax paid, were 
sold by the retailer during the period June 21, 1932, to May 21, 
1933, inclusive, the tax is due on an amount equivalent to 55 
per cent of the retail sale price; and when sold on and after 
May 22, 1933 (when the rate of percentage was changed, 
S. T. 672, C.B. XII-1, 395), the tax is due on 67 per cent of 
the retail sale price. 

The taxes due on all sales taxable under section 605, as 
amended, which were made on or before December 31, 1935, 
may be computed at 10 per cent of the fair market price deter- 
mined in accordance with the rules specified hereinbefore and 
thereafter, until further notice, on the basis of one-eleventh of 
the fair market price as so determined. 





Not being satisfied with the introduction of two bills 
affecting the jewelry business in Alabama, the Legislature, 
in special session, has under consideration two other mea- 
sures. One is a general retail sales tax of three per cent 
while the other is a luxury tax with a clause levying a 
10 per cent tax on jewelry. 











Tigh 
LEADER WHIP 


This catalogue gives you a flying start in the race to 
become Trophy Headquarters. Youthful home-run 
kings will soon be out practicing to bring home the 
“Soft Ball” trophy, golfers will be trying their best 
to get into championship form, potential Tildens by 
the thousands thronging the tennis courts! For 


Spring is about here and everyone, young and old, 
is getting into training. 





Teams and individuals are going to win trophies! Who 
is going to get the profits? You are—if your store 
is known as Trophy Headquarters. 





The Wallace de luxe Trophy Catalogue is a magnificent’counter piece . . . to be sure. But . . . Wallace 
enables you to go out after trophy business—plus profits. At a very nominal cost, you may have your own 
private trophy catalogues . . . in which only your name appears. You are TROPHY HEADQUARTERS in | 
your locality: This catalogue is 1314” ‘high by 10” wide . . . 48 pages of incomparable trophy suggestions. 
The cover is printed in three colors. See this sensational private trophy catalogue. Use it to bring more trophy 
sales to your establishment. 














R. WALLACE & SONS MFG. CO. 
Wallingford, Connecticut 


Trophy Headquarters 
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Government in Business 


Extracts from a Recent Address by J. Howard Pew, Before 
Atlantic States Shippers’ Advisory Council 


T will be conceded that certain relations of government 

to business are justifiable, even necessary; but we must 
distinguish between government regulation and govern- 
ment control. It is the responsibility of government to 
insure to the workers in industry and transportation ade- 
quate protection against injury and loss of life. It is also 
the responsibility of government to pass such measures as 
will insure the free operation of natural economic law 
(the law of competition and the law of supply and de- 
mand). These, with police protection and proper statutes 
against fraud and corruption, constitute almost the entire 
responsibility of government toward business and indus- 
try. We may not all agree on the details of regulatory 
provisions; but if they are too rigid, subsequent legisla- 
tion can relax them; if too loose, they can be strengthened. 
In any event, this is government’s responsibility. 

Government control is quite a different matter. Here 
a fundamental principle of economics is involved. The 
fixing of rates for services or prices for commodities; the 
control of production; the cartel system by which mar- 
kets are divided between the different producers; these 
and any other devices which interfere with the free and 
flexible operations of business constitute an invasion of 
government into the field of business that is wrong, in- 
defensible, and vic’ous. 

There is no such permanent condition in any business 
as “just a little government control.” Once started, gov- 
ernment control always grows. When one of that army 
of bureaucrats at Washington talks to me about “just a 
little bit” of government control, I always think of the 
girl who, having learned that she had an incipient cancer, 
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told her mother not to worry about it; after all it was 
only a little one. Never forget that the hand of govern- 
ment, whenever it reaches in to control business, is the 
cold, clammy hand of death. It will destroy everything it 
touches. . 

There is constant protest against multiplication of gov- 
ernment agencies to direct, police and control business. 
These agencies are charged with being useless, or worse; 
with adding enormously to the cost of government and 
the number of its personnel; and with hopelessly con- 
fusing the conditions under which business must be carried 
on. In many cases I sympathize with these criticisms; but 
who is to blame? The very interests which now condemn 
these things were only a few years ago asking for them. 
I recently saw a list of 60 measures that Congress had 
been petitioned to pass within a few years; and this list 
represented the demands of only three large business asso- 
ciations. During these same years hundreds of other trade 
bodies have been presenting their demands; and a large 
share of these demands have been granted. The agencies 
and activities established in response to these demands 
account for the addition of many tens of thousands of 
people to the Federal payroll, and of hundreds of millions 
of dollars to the annual budget. Why, if half the boards, 
commissions and authorities that business organizations 
have petitioned for had been actually created, we would 
today have the entire population on the government pay- 
roll and would have to let down the anti-immigration 
bars in order to bring in some people to perform our non- 
governmental tasks. . . . 








MANCHESTER 
STERLING 


Goek 











These outstanding class magazines “House 
Beautiful” and “House and Garden” are 
again telling the story of beautiful Man- 
chester Sterling tablewear—adding the 
value of class market acceptance to a line 
already widely known as one of the most 


active on the market. 


* 


MANCHESTER STERLING’ 
HAS EVERY 





STYLE that — | 


attention eeee — ener ‘ ‘ a3) ; YY | 


QUALITY that demands 


respect .... 


VARIETY 17 patterns.... — —_ a wi my ia | 
pleasing every SSreryp 
taste.... 


PRICED for action.... 


turnover... . profits. 
INVESTIGATE ! 
BOCs om ra 


sonality should 

be reflected in your silver. Here are 
two beautiful examples of Man- ieee ee Rane 

chester’s patterns in Sterling flat- “House Beautiful” 

ware. Ask your dealer to show ia 
these patterns to you or write for 
free booklet showing the full se- 


en | AY ANICHESTER SILVER COMPANY | 


PROVIDENCE, R. I. 

















3 Golden Roosters of Chicago Entertain at Annual Frolic 


Cuicaco, Feb. 22—The 15th annual February frolic 
© of the Golden Roosters of Chicago was held last night 
© and for the fourth time took the form of a dinner-dance. 
| The place was the same as last year, in the famous Joseph 
© Urban room of the Congress Hotel. 

About 350 members, wives, sweethearts and friends 
j composed the party and from 7:30 p. m., until the early 
"hours of the morning enjoyed the dinner, dancing and 
| mingling socially. An elaborate floor show was produced 
Son the dance floor for the entertainment of the Golden 

‘Roosters and their friends. 

The business session was brief. Chanticleer Bert Hop- 

Sper called the meeting to order and after thanking indi- 

yidually his associate officers for their cooperation, intro- 
"duced the officers who were elected at a special meeting 
Wheld earlier in the month. Newly elected Chanticleer 
“R. S. Hulbert accepted the gavel from Mr. Hopper and 
' expressed his appreciation of the honor conferred. Leland 
C. Fay, keeper-of-the-nest-egg and Scratcher Dave New- 
man, both of whom were reelected, also spoke briefly. 
| This was followed by the frolic. Each woman guest was 
presented with a deluxe bottle of cologne. 


A Selling System That Works 
(From page 81) 


' In other words, we have three avenues by which the bride 
may be more certain of receiving gifts that conform to her 
| desires. 
| “As a further service along these lines, we are willing 
) to exchange our merchandise for anything the bride re- 
Pceives from out-of-town relatives and friends should it 
© not conform to her selected patterns. 
» “While the immediate sales made as a result of the 
' wedding are gratifying and profitable, we are still more 
| gratified with the sales made months and years after- 
' wards as the result of ‘working’ the system. The date 
| of the wedding is entered on the card. Likewise, when 
Sit is possible, the bride’s birthday is entered. Subse- 
' quently, we get in touch with the husband as the wedding 
/ anniversary approaches and suggest another number in 
| the silver pattern be given as a gift. We can do this 
| again when the bride’s birthday rolls around. It will 
| work at Christmas time, too. 
“It is not unusual for one of our good customers to 
telephone us to send a certain number in silver to Mrs. 
| So-and-So as a birthday gift and charge to his account, 
| knowing full well that the item will fill in the pattern 
that the lady has. 

“Even when customers come in and ask to see silver, 
| china, or glass suitable for birthday gifts, we try to learn 
| whom it is for, and, if it is someone whose name is in 

our records, we produce items that fill in already selected 
' patterns. 
| “By this method we hold the married couples and their 
friends and relatives as regular customers for years. By 
this method we pulled through the depression in much 
better shape than would have been possible otherwise.” 


Willis H. Allen, 68, who had conducted a jewelry 
business since 1911 at 2305 S. Salina St., Syracuse, N. Y., 
died recently. 
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trom PARIS! 


NEWEST CREATIONS 
IN METAL ME.SH 


by 
World Famous Paris 


Couturier 


One of the popular new duo 

tone Tile Mesh Bags with comb 
nation Talon Slide Fastener and chain handle to 
retail at from $6.00 to $8.00. Gold and Silver 
finish combinations with Assorted: Enamel 


Colors 


W: present, for Spring and Summer, a new and 
unusually salable line of Mesh Bags, Metal Mesh 
Accessories and Costume Jewelry, including many 
stunning creations by a world-famous Paris Couturier, 
designed exclusively for Whiting & Davis. 

Don't fail to stock these fashion-right items—your 
wholesaler has them—all prices subject to regular 
Keystone discount. 

Nationwide Publicity and National Advertising reach- 
ing millions of women are to appear in coming issues 
of Vogue, Harper's Bazaar, Ladies’ Home Journal, 
Good Housekeeping, Photoplay, Motion Picture, 
Stage Magazine, The New Yorker and Cosmopolitan. 


NATIONALLY ADVERTISED 


— 


WHITING & DAVIS COMPANY 


World’s largest Producers of ‘‘Fashion-Right’’ Mesh Bags 
Costume Accessories and Personal Jewelry 


PLAINVILLE (Norfolk County) MASS 
NEW YORK: 366 FIFTH AVENUE 
CHICAGO: C. C. WHITING, 31 NO. STATE ST 


“HAND IN HAND WITH FASHION 












ner Bros. 


G ‘i af Pittsburgh, Pa. 


Announce A New Headliner 

























1847 ROGERS BROS. | 


ULTRA-FINE PLATE 
The Greatest Name in Silver 


Here's real news ...a 
gorgeous new pattern 
with exquisite carving 
of orange blossoms in 
the wedding ring man- 
ner ... lacy loveliness 
of a bridal veil and 
delicate piercing never 
before attempted in 
silverplate. 















































FREE GIFT OFFER 
of beautiful serving 
pieces (serving fork 
and spoon) with a re- 
tail value of $4.50— 
from April 15th to May 
16th — with Lovelace 
sets, 

























































3 NEW STARTING 


SERVICES . sug- 
gested by women and 
by the trade... 


30 piece ooeveee for 6— 
40 piece service for 8— 


9.9 
60 piece service for 12— 
$59.95 












SPECIAL CHEST 
O’DREAMS in pastel 
shades . . . wholly in 
keeping with the 
beauty and elegance 
of Lovelace. 















Approved Wholesale 

utors of 1847 
Rogers Bros. and Wm. 
Rogers & Son Fiat- 


ware and Hollowware. 
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| the hope that they will encourage more retail jewelers to 


| upper illustration shows an International Silver Co. pat- 
_ tern. It is the “Gadroon” pattern. At the bottom of the 
| page is shown the new Reed & Barton pattern. Miss 
| Mary Boland, famous stage and screen star, and original 


Table Arrangements 
The illustrations on pages 40 and 41 are shown jp 


set tables in their stores as a part of their silverware 
selling campaigns. 

The table at the upper left on page 40 shows the at. 
tractive “Granado” pattern made by Rogers Lunt & 
Bowlen Co. The buffet supper table shows the new R. 
Wallace & Sons Mfg. Co. pattern, “Sir Christopher,” 
At the lower left is a table set with Gorham silverware 
in the chased “Florentine” pattern. On page 41, the 


queen in the current Broadway success, Jubilee, is pre- 
siding over this table appropriately set with the new ster- 
ling pattern “Jubilee.” 


Cornelius C. Costello 


New Lonpon, Conn., Feb. 5—Cornelius C. Costello 
of Ruddy & Costello, retail jewelers of this city, a 
State Senator and past president of the Connecticut Retail 
Jewelers Association, who died at his home in Groton 
Long Point, on Sunday, Feb. 2, was buried today in 
St. Patrick’s Cemetery, Mystic. Fraternal services were 
held this morning, followed by a solemn high mass at 
St. Patrick’s Church in Mystic. 

Mr. Costello was at business until a few days before 
his death and returned to his home the night of Jan. 29 
suffering from a cold. He was apparently recovering 
and on Sunday morning while waiting for his breakfast 
to be served suffered a heart attack which caused his 
instant death. 

Mr. Costello was born at Hope Valley, R. I., Dec. 6, 
1883, and after the family moved to Mystic, Conn., 
received his education in the public schools. Upon his 
graduation from the Bulkley High School he apprenticed 
himself to Norman M. Ruddy, a jeweler of this city. His 
marked business ability brought him promotion to man- 
ager of the business and shortly thereafter he was made a 
part owner, the firm then becoming known as Ruddy & 
Costello. 

He was active politically and in 1921 was appointed 
judge of the Groton town court which office he held 
continually until his death. He also became a State Sena- 
tor in 1920, and after serving one term refrained from 
seeking another elective office until 1932, when he was 
again chosen as State Senator from his district. He was 
still a member of the Senate when he died. Mr. Costello 
was also active in retail jewelry trade circles in this State 
and from April, 1924, until May, 1926, served as presi- 
dent of the Connecticut Retail Jewelers Association. He 
was likewise affiliated with many business and fraternal 
organizations in some of which he held office. 

Deceased is survived by two brothers, George F. and 


Michael E. Costello. 





Robert T. Crawford, 70, who conducted a jewelry 
business for many years at Temple, Tex., and then en- 
gaged in the wholesale jewelry trade at Houston, died 
recently at the home of a daughter at Dallas, Tex. Burial 
was at Houston. 
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Joseph R. Cooper 

East Orance, N. J., Feb. 20—Joseph R. Cooper, 61 
Glenwood Ave., this city, died suddenly on Monday 
morning, February 17. He was for over 30 years asso- 
ciated with THE JEWELERS’ CircuLar as head of the 
accounting department and assistant treasurer. 

Mr. Cooper was born December 23, 1872, in Brook- 
lyn, where he spent his early days and obtained his educa- 
tion. After leaving school he was for a’ time associated 
with a wholesale shoe concern and came to THE JEWEL- 
ers’ CIRCULAR in 1899, where he occupied a responsible 





position for many years. 

On June 23, 1898, Mr. Cooper married Clarissa L. 
Tritt and they made their home in Brooklyn until they 
moved to this city 15 years ago. 

After THr Jewevers’ CrrcULAR was purchased by 
the United Business Publishers, he was connected with 
the paper for a short time and then again became asso- 
ciated with his former employer, V. S. Mulford, in a 
confidential capacity. He was a man of unusually pleas- 
ing personality and made friends with all with whom he 
came in contact. He was a skillful musician and for some 
time played the pipe organ in a Brooklyn church. 

Christian Science funeral services were held at the 
Colonial Home, 132 Harrison St., this city, on Wednes- 
day afternoon, February 19, at 4 p. m. and the interment 
followed on February 20 at Mount Olivet Cemetery, 
Queens. 

Deceased leaves his widow, Clarissa, a brother, C. W. 
Cooper, one niece and one nephew. 


William L. Terhune 


PasADENA, CAL., Feb. 23 — William L. Terhune, 
founder of the Boot & Shoe Recorder, and father of 
Everit B. Terhune, president of THE JeEweters’ Cir- 
CULAR-KEyYsSTONE, died here today at the age of 86 
years. Mr. Terhune suffered a fall, fracturing his thigh, 
which finally resulted in his death. 

Mr. Terhune was born in Newark, N. J., in 1850, 
and while still in his “teens” launched his career in the 
publishing field when he became editor of an amateur 
paper, in which he later interested another youth of his 
own age, the late J. Blair Scribner of the House of 
Scribner & Co. Together they organized the first Na- 
tional Amateur Press Association and while still presi- 
dent of this organization, Mr. Terhune received an 
offer which proved a determining factor in his successful 
career. He made rapid strides in his chosen field of 
endeavor, his crowning success in this direction being the 
establishment of the Boot & Shoe Recorder, which he 
started in April, 1882, as an eight page paper. ‘Today 
this publication is recognized as the leader in the field 
which it serves. Mr. Terhune was also active in organi- 
zation work, founding several associations which still 
continue to exist. In 1909 he sold his interest in the 
Boot &¥ Shoe Recorder and retired. 

He is survived by his widow, Mrs. Isabelle McClure 
Terhune, one son, Everit B., two daughters, Mrs. Inez T. 
Carpenter and Mrs. Lillian T. Jordan, a brother, Joseph 
W., six grandchildren and three great grandchildren. 
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Silverware Specialists since 1869 


Announce A New Headliner 


1847 ROGERS BROS. 


ULTRA-FINE PLATE 













































Here’s real news... 
a gorgeous new pat- 
tern with exquisite 
carving of orange 
blossoms in the wed- 
ding ring manner... 
lacy loveliness of a 
bridal veil and delicate 


piercing never before 
attempted in_ silver- 
plate. 

eee 


FREE GIFT OFFER 
of beautiful serving 
pieces (serving fork 
and spoon) with a re- 
tail value of $4.50— 
from April 15th to May 
16th — with Lovelace 
sets. 
eee 


3 NEW STARTING 

" SERVICES ... sug- 
gested by women and 
by the trade... 


30 piece service 
for 6—$29.95 
40 piece service 
for 8—$39.95 
60 piece service 
for 12—$59.95 


| coe 


SPECIAL GIFT 
| CHEST in _ pastel 
| shades ... wholly in 
keeping with the 
beauty and elegance 
| of Lovelace. 
| 


14 Maiden 
} Lane 
| 1 West 
47th St. 
| New York, 
N. Y. 







PROMPT 
DELIVERY! 
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“LOVELACE” 


It’s new... 
It’s different... 
It’s the last word in 
Silver Plate design. 


It’s 1847 ROGERS BROS. 
INTERNATIONAL 
SILVER CO. latest 


and newest pattern. 





As one of the “Approved 
Wholesale Distributors,” we 
take pleasure in assuring our 
customers of the best of service 
on whatever your needs may 
be in 









Silverware 
Watches 
Clocks and 


Jewelry 
THE CLAUDE R. ROBINS CO. 


WHOLESALERS OF 
WATCHES JEWELRY 
AND SILVERWARE 


312 CHESTNUT STREET 
HARRISBURG, PENNA. 












































A. COHEN & SONS CORP. 
OFFERS 3 BIG 


MERCHANDISING SCOOPS _ 
ON | 


1847 ROGERS BROS. 


Ultra-fine Plate 


1. A brand new note in sil- | 
verplate .. . Lovelace | 
- +. With its exquisite | 
wedding ring carving of | 
orange blossoms and | 
delicate piercing pre- | 
viously found only inthe | 
most expensive sterling. | 
Gift of Serving Pieces | 
with every set of Love- | 
lace purchased from | 
April 15th to May 16th. | 
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2. 






3. Chest O’ Dreams with 
Fe three new and practical 
combinations ae | 
Y piece service for 6, 40 | 
Tl piece service for 8 and | 
y il 60 piece service for 12, | 
B ee containing twice the | 
Yj = i usual number of tea | 









e i spoons... made to re- 
f tail for $29.95, $39.95 and 
4 Z $59.95 respectively. 
EE } Our Policy of Con- | 
. trolled Distribution | 
means full protected | 
profit on every sale. 
Complete Stocks | 
Prompt Service 


A. COHEN & SONS CORP. 
584 and 586 Broadway 
NEW YORK, N. Y. 
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Solving Problems in Silverware Selling 
By Samuel N. Morrison 


? is quite true that no two selling situations are quite 
identical—human nature being as varied as it is—and 
merchandise in the jewelry store being almost as varied 
as human nature. But salespeople of many years’ experi- 
ence in large metropolitan jewelry stores, or in jewelry 
departments of department stores, can look back upon 
their experiences and notice the recurrence of certain 
situations again and again. From experiences with these 
situations, they have perfected methods of coping with 
the situations which over the long run seem to lead with 
greatest certainty to the desired objective—a concluded 
sale and a pleased customer. For the benefit of those 
jewelers and their salesmen whose volume of business has 
not afforded them the same backlog of innumerable con- 
tacts with a great many customers such as are encountered 
in volume selling, a few of the most interesting comments 
of these salesmen, and recitals of some of their actual 
experiences, is given for readers of THE JEWELERS’ 
CIRCULAR-KEYSTONE: 

One of the most frequent causes of lost sales arises in 
gift selling of silverware or jewelry, for the customer 
who has limited amount to spend for the gift. The gift 
in the jewelry store doesn’t look impressive enough for 
the amount to be spent. Here is how some salespeople 
have solved this problem: 

I tell the customer that a small gift, but of quality, 
is a compliment to the taste of the one to whom we make 
the gift, and reflects also the good taste of the giver. 
People are educated today, and they recognize a cheap 
gift for what it is—merely pretence—and many brides 
receive gifts which never find a place in their homes, 
being put away somewhere until thrown away. A 
good gift, like silverware (whether sterling or a good 
heavy plate), lasts—and is always a reminder to the bride 
of the occasion. 

* Even small items, if of good quality, can be attrac- 
tively packaged, showing personal interest on the part of 
the giver and making the gift look showy and important 
—even if it is only a half dozen teaspoons. The manv- 
facturers, too, now provide interesting package units 
which make such gifts showy and interesting. 

An almost identical problem arises where the customer 
is buying the merchandise for herself. Many customers 
complain that their money does not go far enough in the 
jewelry store—they lean toward the purchase of less ex- 
pensive and worthless articlese—or complain that the 
things which are offered them are “too plain.” 

When a customer leans toward the purchase of quite 
inexpensive merchandise which we do not carry, or which 
the customer should be discouraged from buying—and if 
her funds are limited—I suggest that she buy fewer 
pieces or less pretentious pieces, but of high quality. I tell 
the customer she can buy a little each month and will 
never miss it, and at the same time she will be adding to 
her set until she has a complete set of good weight silver. 

I tell the customer that you cannot tell the quality of 
silverware by looking at it. I tell her that, after all, she 
is buying something lasting, which will give her a great 
pride of ownership, and is well worth the difference in 
cost. 

Objections to the “plainness” of patterns arise also 
from those whose tastes have not been developed, or who 
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are ignorant of the traditions of silverware. Here are two 
interesting comments from salespeople: 

A customer had an early American dining room. On 
being shown a service suitable for the room, she objected 
to its plainness. I explained why the service is plain— 
the origin of the design—the difference between the pres- 
ent times and those of a century ago—told her a little of 
the history of Early American—a few remarks about the 
silversmith who created the original design. In that way 
I built up an appreciation in her of the tradition behind 
the silver, and she bought it thoroughly enthused. 

So many housefurnishings tend toward modernistic 
lines or streamline, as it were. Customers come in asking 
what type of patterns we can show to fit in with these 
surroundings and are disappointed when they see so small 
a selection of typically modern designs. When they ask 
why, I tell them that silver is something which is handed 
down from generation to generation. You want a pat- 
tern of lasting value—something that will blend not only 
with today’s furnishing, but the furnishings of ten and 
twenty or more years later! 

The customer who comes in intending to buy a lower 
priced article, must be handled with intelligence to guide 
her toward the higher priced things. Lack of finesse, or 
tact, will ‘stop’ the salesman in his tracks, before he even 
gets started. Here are a few helpful comments: 

If a customer asks for an article within a certain price 
range, I usually start by showing the customer something 
a little higher in price than the price she had intended to 
spend. We all know that we can always come down from 
a higher price. 

If a customer does not indicate the price she is willing 
to pay for an article, I generally start with articles of 
lower price and work upwards until I have shown the 
entire range, and then I begin to explain the difference 
in price—emphasizing the weight, and the design—at the 
same time impressing the desirability of owning something 
fine, which is in keeping with the furnishings and with her 
taste for finer things. 

The reason I start with lower prices first and work up 
towards the higher prices is because in that way I can 
show the differences in values without spoiling my later 
chances of perhaps selling the lower priced articles if cus- 
tomer cannot afford the higher priced ones. Each time I 
show a better quality, I have something new to say, which 
enhances the customer appreciation of the finer things— 
yet, at no time do I need to say anything unfavorable 
about the lower priced things. 





Booklet on Display Unit 


“Chase Shops” is the title of an informative booklet issued 
recently by the Chase Brass & Copper Co., Inc., showing photo- 
graphs of a display unit in which the merchandise is con- 
centrated in complete assortment and also containing sugges- 
tions for stores which wish to keep the line grouped together. 
The booklet will be sent on request. It includes perspectives, 
elevations and plans for constructing five different types of 
Chase display units, together with estimates of the cost at 
which each type can be built. The unit pictured in the booklet 
is installed in the company’s display rooms in Chase Tower. 
10 E. 40th St., New York, and was inspired by the success of 
“Chase Shops” in many large stores throughout the country, 
among them John Wanamaker, Philadelphia, and Marshall 
Field, Chicago. These stores found that their sales of the spe- 
cialty line were increased greatly by displaying it in complete 
assortment in an attractive setting and found it expedient to 
keep the complete line in stock throughout the year, according 
to the Chase Brass & Copper Co. 
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1847 ROGERS BROS. UUtra 











It's New—lIt's Gorgeous! It's the last 
word in Silverplate! Designed by a 
woman for the bride of today and 
tomorrow. Take advantage of the beau- 
tiful serving set valued at $4.50 to be 
offered as a FREE Gift to purchasers of 
Lovelace Sets from April I5th to May 
16th. Your orders will be filled promptly. 








os 


GERWE-FROHMAN Co. 





Approved Wholesale Distributors 


Also Distributors of 
ELGIN - 
18 West 7th St. 


HAMILTON - WALTHAM WATCHES 


Ohio 


Cincinnati, 











Lovelace 


with its Orange Blossom motif 
and delicate piercing, previously 
found only in the most expensive 
Sterling submits a brand 
new note in Silverplate and offers 


to you an entirely new sales 
appeal. 


It is the newest and latest pattern 


of 


1847 ROGERS BROS. 
Ultra-Fine Plate 


Our policy of Controlled Dis- 
tribution means full protection 
profit on every sale you make. 


As one of the Approved Whole- 
sale Distributors of the Interna- 
tional Silver Company products, 
we solicit your cooperation. 





E. W. REYNOLDS CO. 


Approved Wholesale Distributor : 


LOS ANGELES . : 


SAN FRANCISC 










































































THE 
SAMUEL 


WEINHAUS 


COMPANY 


WE PROUDLY ACCLAIM 


LOVELACE 


QUEEN OF SILVERPLATE 
PRODUCT OF INTERNATIONAL SILVER CO. 


This Lovely Pattern Has Just 
Been Announced and is Now 
Ready for Delivery. 


OUR STOCKS ARE COMPLETE 
OUR SERVICE PROMPT 


WRITE US 
720-722 PENN AVENUE, 
—_- 

















For the First Time 
— A Pierced Silverplate Design — 


L-O-V-E-L-A-C-E 


scion of the world’s foremost silverplate 
family 


1847 ROGERS BROS. 
ULTRA-FINE PLATE 


LOVELACE ... 
exquisite wedding ring carving of 
orange blossoms 
delicate openwork tracery of a bridal 
veil 
features of the most expensive ster- 
ling. 

SPECIAL GIFT OFFER ... 
serving spoon and fork in Lovelace 
FREE to purchasers of Lovelace sets 
from April 15th to May 16th. 

NEW CHEST... 


Chest O’ Dreams . . . an innovation in 
silverware containers . .. of grey, 
French blue and coral ... a 100% 
bridal chest. 


The Controlled Distribution 
policy means full protected 
profit on every sale. 


We shall be glad to render Prompt Service. 


ALEX SABIN & SONS, Ine. 
WHOLESALE JEWELERS 
20 East Broadway New York City 















Maiden Lane Outing Club Holds 12th Annual 
Winter Frolic 


The Maiden Lane Outing Club entertained 139 
members and guests at its 12th annual winter frolic held 
-Thursday night, Feb. 27, at Mecca Temple Casino, 133 
W. 55th St., New York. The affair this year took the 
form of a beefsteak dinner, at which Ross Donaldson, 
president of the organization, presided. 


As each diner walked into the hall, he found a place at 
one of the numerous tables placed around the hall. Dyr- 
ing the serving of the dinner, President Donaldson was 
presented with an attractive leather overnight bag, as a 
mark of appreciation for his efforts in behalf of the club. 
The presentation was made for the organization by 
Jerome Grant, secretary and treasurer. Each of those 
attending received a Morocco leather combination wallet 
and secretary case, as a souvenir of the occasion. 


The entertainment was provided by a troupe of pro- 
fessionals who presented six enjoyable acts of vaudeville. 

Those assisting President Donaldson on the committee 
for the affair were Sam Cohen, vice-president, Jerome 
Grant, Harry Lynch, Al Betz, Robert Quayle and A. Y. 
Ansel. 


Plans are now being made by Ben Biffar and his com- 
mittee for the annual summer outing of the club which 
will be held Saturday, June 6, at the Elks Club, Oak- 
wood Heights, Staten Island, N. Y. 





The Front Cover for March 


The idea for the cover design for the front cover of 
this issue of THE JEWELERS’ CIRCULAR-KEYSTONE was 
provided by G. Pohli, 10 W. 47th St., New York City. 
He drew his inspiration from the Hayden Planetarium 
at the American Museum of Natural History, New York, 
which is now attracting so much public attention. 





Jacques LeRoy, New York, Addresses Horological 
Guild of America 


BaALtimMorE, Mp., Feb. 19—Jacques LeRoy of New 
York, and chairman of the examining board and member 
of the executive committee of the Horological Institute 
of America, was the guest speaker at a meeting of the 
newly organized Horological Guild of Maryland, held 
last night in the Baltimore & Ohio railroad building, 
this city. W. C. Donnelly, chief of the time service de- 
partment of the B. & O. railroad, is chairman of the guild 
and presided at the meeting which was attended by more 
than 100 members and guests. 

Mr. LeRoy outlined the manner in which the Horo- 
logical Society of New York is operated and while others, 
he thought, could benefit by the experiences of the New 
York organization, he advised his listeners not to follow 
blindly the leadership of any local society or guild. “You 
will,” said Mr. LeRoy, “be able to avoid difficulties by 
knowing how similar situations were met by other organ- 
izations, but you will do the greatest good for the watch 
business if you will tackle in your own way the problems 
that must be solved.” The speaker offered the Maryland 
horologists other sound advice and at the end of his talk 
was given a vote of thanks. Another speaker at the meet- 
ing was Daniel Willard, Jr. 
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Sales of Jewelry Continue Uptrend Shown in 1935 


Even though distribution of jewelry in 1935 was sub- 
stantially larger than in the year preceding, marking the 
second successive annual increase, the widening consumer 
interest indicates an extension of the progress in 1936. 
The current year has opened with a definite trend toward 
the better qualities of merchandise in novelty jewelry, 
watches, silverware, and diamonds. The strong come- 
back of the latter, in the face of rising prices, resulted in 
imports of polished diamonds last year gaining 57 per cent 
over 1934, but were only about 30 per cent of the 1929 
total. 

With the rate of stock turnover ranging from 2.03 to 
4.01, as against an average of 1.86 for 1934, most of the 
retailers were able to strengthen their financial positions, 
and some recorded a profit for the first year since 1929. 
Based on the orders already booked by manufacturers and 
the commitments received by wholesalers, trade estimates 
have set 1936 retail volume of jewelry, silverware, clocks, 
and watches at $298,000,000, or an increase of about 25 
per cent over the 1935 sales of $238,000,000, which rep- 
resented an advance of around 30 per cent from the 1934 
total. 

While most of the manufacturers at the beginning of 
the year adopted schedules that exceeded the 1935 com- 
paratives, the silverware division was hampered in mak- 
ing forward plans because of the uncertainty regarding 
the probable trend of silver bullion quotations. Covering 
of spring requirements, as a whole, has been more gen- 
erous by 20 to 25 per cent than a year ago, with retailers 
displaying more willingness to buy merchandise, instead 
of requesting it on consignment, according to a survey of 
the jewelry trade which has just been completed by Dun 
& Bradstreet, Inc. 


1935 a Good Year for the Belgian Diamond Industry 


WasuincrTon, D. C., Feb. 25—From the standpoint 
of sales, 1935 was the most favorable year for the Belgian 
diamond industry since 1929, a report to the Commerce 
Department from the American commercial attache at 
Brussels states. However, it is pointed out that German 
competition prevented Belgian cutters from realizing nor- 
mal profits. 

A number of factors contributed to the improvement 
in this trade, according to the report. The economic 
recovery in the United States was perhaps the most favor- 
able influence on diamond sales, as Belgian dealers reported 
a very large demand for quality stones from American 
importers. Another factor was the apprehension of French, 
Dutch and Swiss regarding probable devaluation of their 
respective currencies which prompted increased purchases 
of diamonds, the public regarding these as a safe invest- 
ment, it was stated. 

The policy of the local diamond corporation, which 
continued to supply raw stones strictly in accordance with 
the demand for cut diamonds, kept a stability of prices 
all through 1935, the report declares. 

The Belgian diamond cutting industry, which started 
its recovery in 1934, enjoyed progressive improvement in 
the past year and-is anticipating continued progress dur- 
ing 1936, according to the report. 
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Love LACE 


brings an entirely new sales ap- 
peal with its orange blossom motif 
and exquisite piercing . . . . lovely 
as a bridal veil . . . . made possible 
only by the skill of 


1847 ROGERS BROS. 


International Silver Company Craftsmen 











EHIND LOVELACE there is 

marshalled an imposing sales 
array .... advertising nation-wide 
and powerful... . displays which 
you will find a godsend... . new 
sets at unparalleled values ....a 
double gift offer to assure more 
store traffic... . modern merchan- 
dising that means more business 
and more profits for you. 


Our stocks are complete 
We are at your Service 


MASCHMEYER-RICHARDS 
SILVER CO. 


Sterling Silver, Silver Plate 
Glassware 
SAINT LOUIS 


7th & LOCUST STREETS 
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L. LURIA & SON, INC. 


Approved Wholesale Distributor of 


1847 ROGERS BROS. 


ULTRA-FINE PLATE 


Present LOVELACE 
Newest Star in the Silverplate Field 


NEW PATTERN 


with exquisite wedding ring carv- 
ing of orange blossoms . . . 
selected by women from a wide 
variety of proposed and popular 
designs in a pre-testing survey. 


NEW GIFT OFFER 


perfectly matched serving spoon 
and fork in Lovelace (retail 
value $4.50) given Free from 
April 15th to May 16th with... 


NEW SETS 


30 piece service for 6 at $29.95 
40 piece service for 8 at $39.95 
60 piece service for 12 at $59.95 


NEW CHEST O° DREAMS 


grey, French blue and coral. . . 
an innovation in silverware con- 
tainers . . . truly a thing of 
beauty. 


Order Now to Insure Prompt Delivery 


L. LURIA & SON, Ine. 


"The Silver House" 


623 BROADWAY NEW YORK, N. Y. 














M O D E i N * L A SS | C With the Modern style assuming even greater importance in home furnishings 
MODERN CLASSIC Sterling is destined to reach new 


this Spring... 


STERLING 925/1000 FINE heights of popularity. If you are not one of our appointed retail distributors 


race Prey san of this famous pattern, write for full particulars, addressing Dept. J-3. 


ROGERS, LUNT & BOWLEN Silversmiths GREENFIELD, MASS. 





John W. Clark 


Denver, Coio., Feb. 22—Funeral services for John 
Wesley Clark, 84, of 3125 W. 21st Ave., for years a 
watchmaker and jeweler, who died Feb. 16 of pneu- 
monia, were held yesterday at the Young Mortuary un- 
der direction of a Masonic lodge. Burial was in Fair- 
mount Cemetery. Born in Spring Hill, Mo., Mr. Clark 
served his watchmaking apprenticeship in St. Joseph, Mo., 
and then came to Denver, where his father and brother 
were physicians. At one time he developed a trained 
animal act and traveled the Orpheum vaudeville circuit. 
Later he resumed his watchmaking business here. His 
widow, Mrs. Florence Clark, survives. 





Carl T. Thayer 


MINNEAPOLIS, MInn., Feb. 19—Carl T. Thayer, 74, 
a pioneer jeweler and watchmaker of this city, died yes- 
terday at his home, 3136 Pleasant Ave. He came to 
Minneapolis in 1880 from Jamaica, Vt., his birthplace. 
He was noted widely as an amateur photographer. His 
widow, Cora, State Regent of the D.A.R., two sons and 
two brothers survive. 





Jewelry Designs 


The designs of fine jewelry in this issue of THE 
JewELers’ CIRCULAR-KEYSTONE are shown through the 
courtesy of : Oscar Heyman & Bros., Christian A. Jakobb, 
“Jewelry Designers Guild of New York, Leys, Christie & 
Co., Louis N. Marx, J. Mehrlust and K. Mikimoto. The 
members of the Jewelry Designers Guild whose illustra- 
tions are shown are: D’Alessandro & Krug, Arthur 
Deutsch, Hugo E. Frenzke, Lucius Passavanti, G. Pohli 
and William Shearwood. 


“Lovelace” New Flatware Pattern Introduced by 
1847 Rogers Bros. 


A trade paper advertising campaign, coupled with a plan to 
contact 20,000 dealers by mail and personal calls by salesmen, 
is being used to introduce to the trade, Lovelace, a new flat- 
ware pattern in 1847 Rogers Bros., silverplate, produced by the 
International Silver Co. This new pattern will make its bow 
to the public in advertisements which will appear in the May 
issues of national publications, out about April 10. 

One of the ingenious methods used by the concern to intro- 
duce this new pattern to 20,000 dealers, mostly jobbers’ custom- 
ers, was to send to each a sample teaspoon, together with a 
pedestal display stand and an announcement. This promotional 
idea is being followed up by other literature and personal con- 
tacts by salesmen and will be climaxed by a national advertising 
release. Dealers will also send letters to their customers offer- 
ing them free, from April 15 to May 16, a serving fork and 
spoon in the Lovelace pattern, with the purchase of a set of 
this new flatware. 

The Lovelace pattern is distinguished by its wedding ring 
carving of orange blossoms and by a delicate piercing of the 
handles, heretofore only achieved in sterling silver. In intro- 
ducing this pattern, 1847 Rogers Bros. is presenting a new 
series of starting set combinations. The addition of extra tea- 
spoons to replace the butter knife and sugar shell, was decided 
upon only after an exhaustive survey was made. 

The “Chest O’ Dreams,” in which the Lovelace pattern is 
presented in a series of sets beginning with a 30 piece service 
for six, is a new type of silver container in a color scheme of 
French blue and coral. It is furnished free with sets. 

With the advent of this new pattern 1847 Rogers Bros. are 
also introducing an improved form of display inset, designed 
to give protection to silverware on display in chests. 
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PREVENTS SILVER TARNISHING 
for at least 3 months 


Thousands of jewelers now use Silver Sentry regularly and 
wouldn’t be without it. 


They place the open jars in their showcases along with 
newly polished silver and the silver remains bright and 
shiny, looking its most salable, day after day, week after 
week, without the slightest attention on their part. 


They write: “With your Silver Sentry our silver has now 
passed 2 months without the slightest discoloration.” 
“Send me one dozen Silver Sentry. It has proven most 
satisfactory.” “We have tried your Silver Sentry and found 
it very satisfactory.” % 


Silver Sentry is not a polish, not a lacquer and is not 
applied to silver. It is an odorless compound that absorbs 
the tarnish-causing gases of the air and thus prevents 
tarnish. 


A single jar works effectively for at least 3 months in the 
average silver chest or drawer area of 5x2x2, and costs only 
50¢. For the average showcase or display shelves, 3 jars 
are recommended. 


Stop polishing silver—prevent tarnish. And keep your 
silver looking its best every minute by using Silver Sentry. 
Try 3 jars. Send the coupon now. 


Carried by all leading jobbers. Order from your jobber or 
from us, giving us his name. 


(Patented) = RETAIL 50¢ 


~N 
SILVER ‘fl SenTAY 








Columbia Refining Ce., Long Island City, N. Y. : 
...Send me 3 jars of Silver Sentry (50¢ each) ‘ 
..-Please send me...... doz. of Silver Sentry, less regular trade discount and | 

bill me through my jobber. ; 


GR CRO ccc ce ccccdccdcccesececeeonuegueenees 64 ¥ehecgeneheauenesenanneen ‘ 
My address 
* My jobber’s name 
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Generous —Ashes Ol burned 
ciqarette must fall into the iray 


—( igarettes do not discolor. 


£65 — Sailboats [ia 5 — $3.00 | ist 
266 — Ducks 
t-o — Sailboats ia. pe SS even | ist 


: oe nn BITT ks — Hlustrated 


Hand Wrought \luminum by Wendell \ugust 





\\ al] A Show Rooms 
Vendell ucust Ores : 
New York — 1510 RE A Building 


Csrove City, Penna 
los aver oe 1375 Kenmore Avenue 
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Sell Fine China for 


New Homes 


By SIDNEY E. THOMPSON 








T has been interesting to the writer to read over a 

recent survey made by one of our largest daily news- 
paper groups, anticipating a house-building program which 
will come to the United States within the next two or 
three years, resulting from the cut in expenditures during 
our recent years of retarded business. 

Past cycles have shown that house building enters the 
cycle to complete and balance recovery and its influence 
is spread by the stimulation of almost all basic industries. 
This has already come about in England, aided by gov- 
ernment-subsidized building and some by private enter- 
prise, and it is now taking definite shape in this nation. 

The reader may ask: What has this to do with the 
china business? The answer is that it is up to the jeweler 
to get his share of the money that will be put into motion 
by this program. 

It was disappointing to note in the survey mentioned 
the small portion of funds allotted to china, glass, silver- 
ware, and lamps for a modest house in comparison with 
the amount spent for the same highly advertised items, 
which by intensive advertising and special payment plans 
the householder is educated to purchase. 

The writer in a previous article expressed his opinion 
of the value of the jeweler in the marketing of the better 
chinas and earthenwares. Because our people have com- 
menced buying finer things in the china and earthenware 
fields, this trend is going to receive greater impetus as a 
result of the country’s house-building program. 

How is the jeweler going to get his share and more 
of the vast sums that will be spent in the building and 
furnishing of homes, particularly in the supplying of fine 
china and earthenware table and decorative wares? 

He has two good prospects, the bride and the married 
couple who are leaving an apartment for a suburban 
home. The point is: Are you going to let the rug man 
and the furniture man get the long end of these available 
funds? Are you going to wait until the money is all spent 
on such furnishings as I have mentioned, then let them 
come to you and say they have nothing left after furniture 
and rugs and will have to do with a cheap set of china? 

It is up to you, Mr. Jeweler, to get in when the funds 
are available and let some of the other fellows wait. It is 
up to you to make your customers conscious of the neces- 
sity of fine tableware, and put it in ranking position in 
the social life of the home. When all is said, one of the 
most vital parts of the social life of one’s home is the 
dinner party. At no time can any host feel more satisfac- 
tion, elation, and gratification than when he is entertain- 
ing an interesting party of guests, knowing confidently 
that his china, crystal, and silver are fine, in good taste, 
and in keeping with his wine. 
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I wish to cite an instance which actually happened in 
my own experience within the last few years. A man of 
mature years and considerable means became engaged to 
an interesting woman of my acquaintance. She was pas- 
sionately fond of fine china, so, believe it or not, she 
bought her fine china first. Several years later when I 
was playing golf with her husband he said to me, “Do 
you remember getting M to put all that money in 
fine china?” I said “Yes.” “Well,” he said, “I rather 
felt at the time that she was taking me for a ride. Why, 
do you know, we paid more for our Spode china than for 
the dining room furniture and rugs! I never paid ‘atten- 
tion to china before in my life; however, we entertain 
possibly three or four times a week, and I don’t know 
anything that has given my wife and me more pleasure 
and joy than the possession of that china. The more we 
use it the more we appreciate it, and it has made both of 
us very critica! of some of our friends’ china who are not 
so fortunate as to possess Spode.” I could cite many 
other similar experiences. 

Keep in mind that your prospects do not have to be 
wealthy to enjoy fine things. It is appreciation you want; 
the bride or the newly married couple will sacrifice much 
to collect their fine Spode service piece by piece. Don’t 
overlook this end of your business. 

I know of one jewelry house that has today perhaps 50 
girls collecting Spode piece by piece for their hope chests. 
Very often customers may have the impression that the 
china carried by the fine jewelry store is beyond their 
reach. This can only be overcome by getting such people 
into your store and presenting to them the beauty of fine 
patterns and the gradual way, piece by piece if necessary, 
that china can be purchased. By this method appreciation 
and desire are created, and it is pretty nice business when 
a jeweler can have 25 or 50 customers purchasing every 
month one or more pieces of Spode. 


















Che Pairpoint Corporation, New Bedford, Mass. 


43-47 West 23rd St., New York City 
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FINE ARTS LINE. 


It will instantly appeal to your discriminating customers. 
conditions, and will pay substantial profits. 
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ba + oe 


Georgian Besign. Feature this latest PAIRPOINT creation. 


(A beautiful combination of Rock Crystal Engraved Glass and heavy silver plated frame) 





150 Post St., - - San Francisco 
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Best of all, it is priced in keeping with present-day 
Prices and illustrations submitted upon request. 
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FLOWER 


$9.00' doz. 


BRASS D 
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$36.00 doz. 
per or Chrome, $15.00 doz. No. 5072, Bud Vase (Right), 





THE EVEREDY COMPANY, Frederick, Md. 


EVERCRAFT GIFTS 
for GREATER SALES and PROFITS 
... This Easter and Spring! 






AND BUD VASES—No. 5070 (Center), 
Nos. 5076-77 (Left and Right End), Cop- 


No. 5075, Bud Vase (Left), $7.20 doz. 


PICTURE FRAMES—No. 5050 (right front), $10.50 doz. 
No. 5051 (right rear), $12.00 doz. No. 5052 (left 
rear), $7.20 doz. No. 5053 (left front), 

$9.00 doz. Each packed in gift box. 


SEE EVERCRAFT DISPLAYS 


New York—225 Fifth Avenue, Room 617 
Chicago—Merchandise Mart, Room 1596 


ESK LAMP 
—No. 5003—$21.00 doz. 
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You Can Sell Norma 
on 10-Day, Money- 
Back Guarantee 





To convince you that there 
are plenty of people who 
will gladly pay $3.50 for 
NORMA once they discover 
how handy and helpful this ingenious 4-color 
pencil can be, we now authorize dealers to sell 
NORMA on a 10-day, money- back- if-not-satis- 
fied GUARANTEE. 

Any NORMA returned to you under this 
guarantee will be replaced at our expense with 
new merchandise. 

For further details of NORMA’S unique Sales 
and Profit Building Plan, address: 





NORMA PENCIL CORPORATION 
150 Broadway, New York City 


Western 
Representative 
Fred L. Lee & Co. 
704 Market St. 
San Francisco, Cal. 
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ALUMINUM 


by 
EDWARD H. SYKES 





PRepreneantive jewelers throughout 
America have found that moderately priced gift wares 
sometimes prove an open sesame to the sale of more costly 
jewelry. 

During the depths of 1932 and 1933, so-called “‘novel- 
ties” tided many a jewelry business over, and even during 
the comparatively prosperous holiday business of last 
Christmas it was a well-chosen selection of items combining 
modishness with inexpensiveness that often had the great- 
est sales power. 

Mr. and Mrs. John Public, jewelers have discovered, 
are attracted to jewelers’ display windows; but those 
windows must have a price appeal as well as a “swank” 
appeal if Mr. and Mrs. Public are to be persuaded to 
enter the shop. 

Two fashionable retail jewelry stores of Pennsylvania 
are among the institutions which realize this demand for 
inexpensive merchandise of merit. They are the Grogan 
Co., Inc., of Pittsburgh and J. E. Caldwell & Co., Inc., 
of Philadelphia, both of which have sold quantities of 
hand-wrought aluminum flatware during the last year 
—besides other merchandise as well to new customers 
produced by the aluminum items. 

Aluminum-ware, therefore, has broken the bonds which 
tied it to cooking utensils, and has found a place in 
some of America’s leading jewelry stores. Its simplicity 
and artistic loveliness have caught the fancy of milady. 
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Above—A modernistic ash tray with forged appearance 


which combines utility and artistic merit. 


Left—A master forger beats sheet aluminum into a 


tortoiseback bird bath. 
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It is made in a smaller size for 
peanuts and pretzels. 


Trays, servers and -platters have been designed in 
forged aluminum for a dozen different purposes, some of 
them with fluted edges, and decorated with a scene of 
wild life, a leaf spray, or a marine view, in high relief. 

It was discovered that discriminating people readily 
accepted the craftsmanship, unusual qualities and color 
of the new offerings. It was also found that the aluminum 
articles could be used equally well in modern settings as 
in period settings, because the workmanship has a certain 
timelessness that harmonizes equally with strictly “last 
word” environments and with family heirlooms. 

The Grogan Co. has made a number of unusual window 
displays of this aluminum merchandise and also has given 
it a prominent place in its galleries. 

“Tt’s surprising how many people were attracted into 
our store as a result of these displays,’ Francis A. Keating, 
head of the Grogan Co., said the other day. 

“The merchandise came into the market at a time 
when pocketbooks, for the most part, were lean, and 
I know we have done thousands of dollars worth of 
business which we would probably not have done without 
this merchandise. 

“After all, we are interested in getting people into 
our store and it is then up to us to consummate the sale. 
That’s the main purpose of advertising and merchandise.” 

The Grogan Co. displayed the aluminum-ware in 
its windows, along with other merchandise, all during 
the holiday season. 

The introduction. of hand-wrought, forged aluminum 
to the jewelry industry is credited to Wendell August of 
Grove City, Pa. For 19 years, from 1911 to 1930, Mr. 
August was a superintendent and owner of coal mines in 
western Pennsylvania, and like many engineering-minded 
men Mr. August had a hobby—that of making forged 
ornamental iron work by hand in his spare time in the 
blacksmith shop at his mine near Brockway, Pa. He 
made the lighting fixtures for his home there. 

One day Mrs. August returned from Buffalo, N. Y., 

(Please turn to page 100) 
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The “Pasadena” 


Handsome dahlia motif, with fluted 
border embossment in ivory. Avail- 
able in open stock as salad or buffet 
service, with other matching items. 
The salad bowl fork and spoon set is 
priced for promotional selling. Write 
for prices on this outstanding line. 


EBELING & REUSS, INC. 


707 CHESTNUT ST. Ad PHILADELPHIA 


SINCE 1886 





€sr. 


Ro 
The Mark of Quality 
CHINA — GLASS — POTTERY — GIFTS 
e 
NEW YORK SHOW ROOM 


EMPIRE STATE BUILDING 
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Gift and Art Merchandise Exhibited at 
Three Shows Held in Chicago 


Cuicaco, Feb. 15—The three spring gift shows at 
which manufacturers and importers displayed gift and 
art merchandise at the Palmer House, Merchandise Mart 
and Morrision Hotel, in this city, came to a close last 
night. At the three shows, jewelers who conduct gift 
departments found many items which are certain to ap- 
peal to their customers. 

At the Eastern Manufacturers and Importers Exhibit 
held at the Palmer House were shown gift and artwares 
from all parts of the world. Ceramics from China, 
bronzes from Japan and an array of other merchandise 
from the four corners of the earth were also shown at the 
Merchandise Mart. At the Morrison Hotel more than 
50 manufacturers and importers from all parts of the 
country grouped together and exhibited gift merchandise 
which attracted many visitors. 

The arrays of quality merchandise seen at the three 
shows were complete and appealing while thé unusual ef- 
fects attained in the new pottery were intriguing. Fire- 
flash, a dull glowing maroon and a shining gunmetal are 
the year’s newest colors. A line of creamy white pottery, 
trimmed in turquoise attracted attention. There were 
also displayed hand-cast Madonnas and wall masks, as 
well as the routine vases and bowls. 

An appropriate summer gift item shown was a new 
freezer water pitcher which definitely solves the problem 
of keeping the ice from tumbling into a glass when pouring 
the water. This pitcher contains a long, removable glass 
tube in which the ice may be segregated. Another item 
of particular appeal was a line of clocks set in a solid piece 
of glass which also formed the base. ‘There were also 
displayed interesting chrome art pieces, pewter pieces 
trimmed with wood, articles of crystal, fabrics, porcelain, 
novelties, jewelry, furniture and a wide variety of appeal- 
ing creations particularly appropriate for jewelry store 
gift departments. 





Aluminum 
(From page 99) 


where she had purchased a bridge lamp, with a forged 
base, for $30. The price seemed extravagant to Mr. 
August, so he made a wager with his wife that he 
could make a dozen stands like the one she had purchased 
for the same amount of money. So he had “Tony,” an 
employee, make up several stands and keep a record of 
his time and the cost of materials. The result was that 
“Tony” turned out several stands at a cost of $2 each. 

As a result of this experience and his inherent hobby 
to “play with iron,” Mr. August soon turned his hobby 
into a flourishing business in the manufactiire of orna- 
mental iron works for decorative building purposes. 

It was about three years ago that a combination of 
circumstances I7d Mr. August to construct a set of 
hand-wrought aluminum gates for a large industrial con- 
cern. Shortly afterwards, he began experimental work on 
a line of merchandise suitable for the jewelry trade. 

The August forge’s entire list of products has developed 
from a tray sold several years ago in Kaufmann’s Gal- 
leries, Pittsburgh. To this day, not a power hammer has 
been heard in the plant—not a single press, bulldozer, or 
pneumatic drill of any kind. 
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Boston Gift Show 


To those looking at every indication and index of the 
new in art and gift goods, the Boston Gift Show at the 
Statler Hotel, Boston, Mass., the week of March 9, is a 
semi-annual event of utmost importance. It will open 
with colorful articles and artistic merchandise that will 
be shown in the East for the first time. For the initiate 
there will be articles of exceptional merit to be found in 
most every room and advance samples will be shown of 
what some manufacturers intend to produce for the com- 
ing spring and summer trade. 

The event, comprising as it does the opening of the 
exhibits from 9:00 A. M. until 9:00 P. M. each day, 
affords an incomparable opportunity to the buyers for 
observing almost all types of gift and art merchandise. 

Thousand of articles will be shown which space will 
not permit mention at this time, and exceptional displays, 
too, that will be worthy of more than honorable mention. 

To know what they are and where they can be bought 
is what the gift shows are for. ‘Therefore they are of 
the utmost importance for every retail jeweler to attend, 
and with the services of R. H. Leslie, merchandising ex- 
pert, to advise those desiring advice the opportunity is 
presented for a bigger and better business for the coming 
spring and summer seasons. 


American Watch Assemblers Association Elects 
Officers at Annual Meeting 


The American Watch Assemblers Association elected 
officers at the annual meeting of the organization held 
Feb. 11 at the Hotel Biltmore, New York. 

The officers chosen include, R. Gsell of R. Gsell & Co., 
president; H. V. P. Heinmuller, A. Wittnauer Co., first 
vice-president ; Oscar Lazarus, Benrus Watch Co., second 
vice-president ; Harold N. Gray, Gothic Jar Proof Watch 
Corp., treasurer, and Norman B. Morris of Norman 
Morris, secretary. 

Several reports were submitted, including one from 
George Gruen as retiring president and another from 
Roland Gsell as chairman of the tariff committee. Both 
reports reviewed the achievements of the last year. 

It was the unanimous agreement of the association that 
it join with the American Jewelers Protective Association 
in its fight against trade zones for jewelry and allied prod- 
ucts. 

The association also expressed its approval of one part 
and disapproval of another section of a bill which recently 
passed Congress and is now before the Senate. The part 
of the bill favored by the organization provides for the 
destruction of seized goods. On the other hand, the asso- 
ciation is just as vigorous in opposing that section of the 
measure dealing with the numbering of watch movements. 
The association maintains that the latter section of the bill 
is contrary to the agreement made recently between the 
United States and Switzerland. 


Paul R. Shepard 


Litre Rock, Ark., Feb. 19—Paul R. Shepard, 70, 
secretary of Charles S. Stifft Co., Inc., jewelers and a 
33rd degree Scottish Rite Mason, died at his home, 2510 
Battery St., shortly after midnight this morning after an 
illness of a few hours. He had been associated with the 
jewelry firm during his 35 years’ residence here. 
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for nearly Two Centuries 





“PINK TOWER” 


You expect to live with both a long, long time. 
Can you picture a more distinguished service 
to grace your table than Spode Pink Tower, 
especia'ly if the interiors of your new home are 
to be 18th Century or Early American? 


Its design is from an old sketch made on Josiah 
Spode's country estate and reflects all the 
mellow beauty of English rural scenes. A fine 
example of Spode printing in pink under the 
glaze onan ivory body. The shape is the quaint 
old Gadroon of Georgian days. 


Pink Tower will appear in House & Garden in March 
Full stock carried in New York City 


Sole Importers and Distributors 


COPELAND & THOMPSON, INC. 


206 FIFTH AVENUE, NEW YORK 














THE ARMOUR ALUMINUM LINE 


THIS 
FAMOUS 
LINE 
HAS 
MANY 
NEW 
NUMBERS 
THIS 
SEASON 


On display at our showrooms and at the Boston Gift 
Show, Hotel Statler, March 9th to 13th, and the 
Philadelphia Gift Show, Hotel Adelphia, March 23rd 
to 27th. 


Descriptive Price-List Will Be Sent On Request 


A. STANLEY BRUSSEL 


225 5TH AVE., NEW YORK CITY 





No. 870 


Nineteen Inch Platter 
Pie Crust Edge—Swan Decor. 


i Pacific Coast Representative 
i HENRY C. HUBLEY, 1261 MAR VISTA AV. 








PASADENA, CAL. 





























WE SAY..... 






Nos. 3451, 3452—Imported Pottery Candy Boxes, 
6” diam., $7.80 per Doz. 


No. 3450—Same as 3451, with 3 compartments, 
larger size (7¥%2” diam.) , $12.00 per Doz. 


No. 3457—3-Piece Console Set, $9.60 Doz. sets. 


See us at the Show — Write for Catalogues. 
Over 2000 new gift items on display. 


EDWARD P. PAUL & CO., Inc. 


(Established 1898) 
1133 Broadway 


COMPARE! 


New York, N. Y. 





~— — 
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New York Gift Show Sets Sales and Exhibit Records 


The 13th semi-annual New York Gift Show, held 
under the sponsorship of the National Gift and Art Asso- 
ciation, which came to a close Feb. 28 at the Hotel 
Pennsylvania, set new records for exhibits of this kind. 

Boasting of the greatest number of exhibitors ever to 
be represented in the series of shows thus far held, this 
one occupied three entire floors at the Hotel Pennsyl- 
vania, where over 300 exhibitors displayed artwares and 
homefurnishings. The number of buyers attending this 
show is also said to have established a record, while sales 
reported reached a new high. Manufacturers report in- 
creases from 10 to 50 per cent over orders taken at any 
show in the past. 

The variety and quality of merchandise shown at this 
exhibit by the hundreds of concerns represented was un- 
usual. Much of it was new and in large part was de- 
cidedly appropriate for gift departments in jewelry 
stores. The wide assortment of attractive imported and 
domestic items was acknowledged by many buyers as a 
good sign of a returning demand for quality merchandise, 





James Hamblet Institute of Time Founded at Luncheon 
in New York 


An event of importance to the watch industry took 
place on Friday, Feb. 21, at the Hotel Waldorf-Astoria, 
New York, when, at the invitation of the Gruen Watch 
Co., 35 representatives of leading transportation and in- 
dustrial concerns gathered at a luncheon to pay tribute to 
the late James Hamblet, who was largely instrumental in 
the creation and adoption of time zones and standardized 
time in the United States. 

Lieut. Louis deGarmo, of the United States Naval Air 
Service, acted as chairman for the occasion, and C. H. 
Carroll, assistant general manager of the Western Union 
Telegraph Co., delivered the tribute to the late Professor 
Hamblet. Lieut. Commander Frank Hawks, famous avi- 
ator, and Dr. Clyde Fisher, astronomer and director of 
the Hayden Planetarium, also spoke on correct time. 

Among those who were present at the luncheon to 
honor Prof. Hamblet were John A. Appleton, general 
manager, Pennsylvania Railroad; Benjamin S. Katz, 
president, Gruen Watch Co.; John Millen, Radio Cor- 
poration of America, and others representing N.B.C., the 
Mutual Broadcasting System, United States Lines and 
the French Lines. 

The luncheon also marked the inception of plans for 
“The James Hamblet Institute of Time,” which will 
coordinate time activities in all industries in which time 
plays a vital part. The Gruen Watch Co. is sponsoring 
the Institute, and the executive committee includes Lieut. 
Commander Frank Hawks, Clyde Fisher, Benjamin S. 
Katz and C. H. Carroll. 

James Hamblet, who took a leading part in the estab- 
lishment of standard time in the United States and 
founded Western Union Time Service, was born in Bos- 
ton, Mass., June 16, 1824. His first position was with 
a firm of astronomers and after spending several years in 
the manufacture of electrical apparatus and telegraph 
instruments he became affiliated with E. Howard & Co., 
Boston clockmakers. In 1877 he became interested in 
plans to establish a time distribution service. He remained 
active in time service throughout the country until his 


death on Jan. 2, 1900. 
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Motion Picture Offers Jewelers Opportunity for 
Promoting Sales 


’ 


“Rhodes, the Empire Builder,” the Gaumont-British 
movie depicting the life of Cecil John Rhodes, who made 
a fabulous fortune in the Kimberley diamond fields, offers 
retail jewelers several opportunities for effective “‘tie-ups” 
when it is exhibited in their communities. 

Enlarged “‘stills” (obtained through the local exhibitor ) 
may be used as a background for a window display of 
jewels. One Fifth Avenue jeweler mounted a photo- 
graph showing Rhodes silhouetted against a map of South 
Africa and a photograph of a diamond mine, both en- 
larged excerpts from the motion picture, against a blue 
velvet drape, which backed an exhibit of three diamond 
bracelets and a pair of diamond clips. 

Replicas of 15 of the world’s most famous diamonds 
will go on tour with the movie to be shown in the theater 
lobby or in a cooperating jewelry store. 

A preview of the movie at a dinner of the Adventure 
Society in the Ritz-Carlton Hotel, Feb. 25, was featured 
by a fashion and diamond parade in which manniquins 
displayed jewels valued at $1,000,000, loaned by Trabert 
& Hoeffer, Inc., jewelers, 407 Park Ave., New York. 
Paramount, Metrotone and Pathé newsreel photographs 
were taken. 

Harry Hansen, book reviewer of the New York W orld- 
Telegram, advised listeners-in on a nation-wide radio broad- 
cast to read “Cecil Rhodes,” by Sarah Gertrude Millin, and 
John Hayes Hammond’s autobiography, to familiarize 
themselves with the colorful environment where the movie 
was filmed. 


Bradley Polytechnic Institute Receives Time Hourly 
Direct from Arlington 


Peoria, Itt., Feb. 25—-Word comes from George J. 
Wild, dean of the horological department of Bradley, 
concerning a new time signal receiver which has been de- 
veloped by the electrical department in that institution. 

The receiver picks up the signals direct from station 
NAA, the U. S. Navy station at Arlington, Virginia, 
which sends time signals every hour except 9 and 11 a. m. 
and p. m., E. S. T. 

The development work was done by F. E. Dace, head 
of the electrical department at Bradley. Mr. Dace says 
that the design and construction of an adequate receiver 
to provide loud speaker operation on the long waves and 
low power used by NAA presents several difficult prob- 
lems not ordinarily encountered in the regular broadcast 
radio receiver. The amplification required is tremendous, 
yet when such is secured, problems of stability are en- 
countered. Much experimentation has been done and 
the problem has been solved with success. The Peoria 
institution receives accurate time hourly as a result of this 
work. 

The receiver has five modern tubes, which give loud 
speaker operation. It measures 8 inches high, 7 inches 
deep and 14 inches long. Housed in a black crackle finish 
metal cabinet, it presents a nice professional appearance. 
and is easy to operate. 


Jewelry Taxes 
WasHincTon, D. C., Feb. 25—In January the 


Bureau of Internal Revenue collected jewelry taxes. 


amounting to $521,296.84 compared with $344,807.96 


collected in the same month of last year. 
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QUALITY 





& FINE CHINA 


PATTERN JOSEPHINE ON 
OUR NEW WINIFRED SHAPE 
A Deep Rich Maroon Band with 
Laurel Leaf in Coin Gold 


Now Available from 
New York Stock 


Please write for sample 


THE ROSENTHAL CHINA CORPORATION 
149-151 Fifth Ave., New York City 
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HAND HAMMERED ALUMINUM 


BRASS AND COPPER 


Fashioned By 


The Minute Man of Lexington 





17 18 
or Salad Bowl “re 18) IO” GIB... .ccccces $3.00 
Fray &) Rent ccharesicpepss veces ech ecee 2.50 | 
Muffin Cover (19) 8” by 3/2” high..........---- 2.50 | 





30 4 30 
45 21 46 
Square Tray (4) 16”, %” et” ci cesdueteuseeweee $3.00 
Candlestick (30) Base 5” dia., each.............. 1.75 
Three-legged Bow! at)” 6” dia, A ee 


Bread and Butter Plates (45 & 46) 6” dia........ 


All items are genuine hand made. We have 
many other designs not shown such as Salad 
Sets, Desk Sets, Smoking Sets, etc. 


ILLUSTRATED CATALOGUE ON REQUEST 


EDWARD J. CADIGAN, Inc. 
230 Fifth Avenue, New York.N. Y. 





| bright and cheerful. 











The Business Angle of a 


Gift Department 
By R. H. LESLIE 


N considering a gift department, a 

jeweler might think that a gay col- 
or scheme would make the department 
But stop and 
consider that it is not the decorative 
scheme, but the merchandise, which is 
going to make a “go” of the gift de- 
partment. The color scheme is of im- 
portance only insofar as it serves as 
the proper, but subordinated, setting 
for your merchandise. That involves 
a consideration of what color scheme 
will prove to be the best “neutral” 
background, so to speak, also what 
color scheme is best suited to bring 
out the architectural features of your 
gift department to best advantage, al- 


| though this is of secondary impor- 


tance. 


The gift department fixtures should 
be planned with care. Remember 
that the fixtures, like the color scheme, 
are but the background for merchan- 
dise. Before deciding upon the fix- 
tures, plot the interior arrangement 
of the department. Figure out in ad- 
vance just how you are planning to 
display your merchandise. Do not 
simply go ahead and buy showcases, 
tables, display stands, etc., and then 
expect that by simply “juggling” them 
around, some here and some there, 
that they will miraculously place 
themselves just right, and that the 
problem of display fixtures is thus 
solved. Because you have happened 
to see some clever display stands in use 
in a certain shop, it is no sure sign 
that they will prove equally effective 
or useful in your gift department. 


And here, let me tell you, and with- 
out attempting to discourage you, is 
where your real problem begins. I 
do not mean by that that it is a diffi- 
cult problem to solve, but what I do 
mean is that it is a matter which de- 
mands a great deal of consideration, 
especially if this is your first venture 
in this line of business. In fact, it is 
not a bad idea to first serve an ap- 
prenticeship by only having a very 
small gift department in your shop. 
You have no idea what an insight 
even a brief experience of this sort 
will give you in buying gift merchan- 
dise. It will not only familiarize you 
with the general and special run of 
gift merchandise, but it will teach 
you many things about conducting a 

(Please turn to page 105) 
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PERIOD REPRODUCTIONS 
in GLASS, PORCELAIN or METALS 
IN STOCK OR MADE TO ORDER 








Nos. 920—3534—18%%”—Astral Brass, 
Glass Lamp. 








No. 4024—4”— Wines in Blue, Green or J 
Over Crystal Cut Grapes.............. $9.00 Doz. 

No. 4020—144%4”—Decanters in Blue, Green or 
Ruby Over Crystal Cut Grapes........ $8.00 Pair 


Marble & 
re $16.00 Ea, 


No. 1140—10”—-Cut Crystal Horn of Plenty. In 


Gilded Ram’s Head on Marble Base $32.00 Pair 
No. 2953—4%” Dia. Crystal Star Curtain Tie 
BE’ vst eharstcvstivereeseceaveucses $2.50 Pair 
No. 2951—2%” Dia. Crystal Star Curtain Tie 
BE kee cece douesecvereccecesncees $0.75 Pair 


See our line at the Hotel Statler, Boston, 
March 9 to 13, or visit our New York 
show room. 


Catalog on Request 


PERIOD ART REPRODUCTIONS, INC. 


19 West 24th St., New York 

















DIRECT IMPORTERS 


ANTIQUE SILVER VICTORIAN PLATE 
OLD SHEFFIELD PLATE 
SHEFFIELD REPRODUCTIONS 


in a wide price range—sensibly priced 
We solicit your inquiries 


See our exhibit at 


NEW YORK GIFT SHOW 


Room 427, Hotel Pennsylvania 
February 24th to 28th, inclusive 


N. BLOOM & SON, LTD. 


42-44 W. 48th St., New York 
15 Norton, Folgate, London 
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The Business Angle 
(From page 104) 


gift department in your store, and, of 
special importance, something about 
dealing with the buying public. In 
this last instance you will probably 
gain information that will surprise 
you. You will learn that those to 
whom you have been selling jewelry 
for many years will prove to be a 
very different proposition to handle if 
you are not careful to purchase dif- 
ferent merchandise from that sold in 
cheap stores and at bargain sales in 
department stores. 

You should study purchasing for 
months before you start buying. Read 
all the gift trade journals in sight 
and make frequent visits to the gift 
shows, where you will always find a 
jewelers’ headquarters with merchan- 
dising experts from THE JEWELERS’ 
CirCULAR-KEYSTONE ready to assist 
you in buying. You should also, by 
this time, have it definitely fixed in 
mind about what items you want to 
carry in your gift department. And 
let us hope that you have early 
reached the decision that you will have 
only quality goods in your gift de- 
partment. You will find that, in the 





Hine 
Old English Siluer 


SHEFFIELD PLATE 
AND 


REPRODUCTIONS 





I. FREEMAN & SON, INC. 
444 Madison Ave. 
New York 
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long run, it does not pay to add all 
the less expensive novelties of the 
hour, as they come along. Of course, 
a.summer or a winter resort jewelry 
shop is expected to carry many such 
items, and finds it profitable to do so. 

The matter of selecting merchan- 
dise is really the most important of all 
the business angles under considera- 
tion. For, if you don’t select the 
right kind of stock you most certainly 
cannot make a success of your gift 
department, for customers will not 
patronize a shop where they cannot 
find what they want, and no custom- 
ers mean no business. 

But here is one point to remember: 
Don’t buy the same item over and 
over again. However well they may 
go for some time, remember that your 
customers demand newness, original- 
ity and variety, and ‘be sure that you 
have these. The old “stand-by” items 
that you may have depended upon for 
some time may, of a sudden, become 
old “stand-around” items instead. So 
be continually on the lookout for the 
new and novel items which will fit 
in well with the type of merchandise 
that your customers demand. And in 
the beginning stock up light on every- 
thing. Later, when you know about 
where you stand relative to your cus- 
tomers’ likes and dislikes, you can 
stock up more heavily on some items, 
when it seems well to do so. But all 
the time you must have in the back 
of your mind the question, ‘““What do 
my customers demand, and am I sup- 
plying that demand?” ‘That, then, is 
the business angle of your merchan- 
dising problem. 

Another thought that should also 
be continually in your mind is rela- 
tive to your gift department drawing 
all the trade possible. Also of quite 
as much importance is the question, 
How can I increase my businéss? 


There are a number of factors that | 


enter here. Yet in the main there 
are two factors that keep your trade 
and increase it also. These are (1) 
the right kind of merchandise, and 
(2) the right kind of publicity or 
advertising. We have already taken 
up the subject of “right” merchan- 
dise. And as for publicity or adver- 
tising, that is a big and broad subject, 
even when applied to only a small 
gift department. To get the right 
business angle on this you have to 
consider the matter as carefully as 
you did your selection of merchandise. 
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NOR-DIC LINE 


of 
Modern Pewter 
combined with 


Blonde Wood 





No. N-6—Five pcs. Coffee Set with 

Natural Wood handles 14” Natural 

Wood Tray—Eight cup capacity. 
List price $21.50 complete 


No. N-10—Something entirely new 
and original in a centerpiece—7” 
Pewter Ball with seven ply natural 
wood arms forming candlesticks. 
List price $27.00 


No. N-17—Nine Pes. Punch or Tom 
and Jerry Set—Handles and Tray in 
Natural Wood—Twenty-five cup ca- 
pacity. List price $33.50 


Presented by 


ROBERT P. PIERCE 


Room 1532, Merchandise Mart 
CHICAGO, ILL. 




















T h E l I ib il ‘ § & K a a t is an old adage applied figuratively to 


many things. We use it here with reference to the jewelry business in your community, 
for we are quite certain that you would like to get such a share. In order to do so you must be prepared for 
the consumer demand at all times with a clean fresh stock of merchandise, containing a generous amount of 
the new and “‘wanted” items. If you are one of the many thousands of Retail Jewelers who depend on BALL 
for the “latest”... who depend on BALL to stock the “right” merchandise ... who depend on BALL for 


fast “‘streamlined” service . . . you need not worry about business— you will get ‘THE LION’S SHARE!” 


THE BALL COMPAHY © CHICAGO 


WHOLESALE JEWELERS © GARLAND BUILDING e@ 58 EAST WASHINGTON STREET 
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Horological Conference Held in New Y ork 





Uniform Standard of Attainment for Watch Repairers Approved at 
Joint Meeting of Horological Institute of America and Horo- 
logical Society of New York—Banquet an Enjoyable Feature 


Horologically speaking, the joint con- 
ference and banquet held in New York 
on Feb. 4 and 5 by the Horological So- 
ciety of New York and the Horological 
Institute of America ushered in a new 
era in the jewelry industry. This was the 
first time that the Horological Institute of 
America met in conference with a local 
watchmakers’ society, and the occasion 
brought together the leaders of the na- 
tion’s watch industry. Distributors of 
watches and watchmakers’ supplies were 
also represented by authorized spokesmen 
for manufacturers, importers and whole- 
sale and retail jewelers. 

The reason for bringing together the 
representatives of the watch business was 
briefly stated by President Herman 
Schlacht of the New York Society, who 
said: 

“Damage being done annually by in- 
competent watch repairers amounts to 
many millions of dollars. It already has 
decreased the sale of better grade 
watches because poor repair work results 
in higher priced watches giving no better 
service than cheap ones. At this confer- 
ence, we want to begin applying the 
remedy for this deplorable condition. This 
must be done by concerted action by 
watch manufacturers, importers, retail 
jewelers, repairmen and the public.” 

The conference on Tuesday night 
was attended by about 300 representa- 
tives of the watch business. Mr. Schlacht’s 
opening statement, in which he sum- 
marized the aims and work of the New 
York Society, was followed by an ad- 
dress by President Harrison F. Babcock 
of the Horological Institute of America. 
Mr. Babcock stressed the fact that the ob- 
jectives of organizations like the New 
York Society are the same as those of the 
Horological Institute, and pledged the 
institute to cooperate to the fullest extent 
Mm accomplishing these ends. 

The subject of the conference was “A 
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Bigger and Better Watch Business.” In a 
general outline submitted by William 
Wagner a brief plea was made to those 
present to evolve and carry out a plan 





Herman Schlacht, President, New York Society 


that will “give a good watch a chance.” 

Edward H. Hufnagel, vice-president of 
the Horological Institute, urged whole- 
hearted support of that organization by 
all branches of the watch business, and 
spoke in favor of upbuilding the endow- 
ment fund started several years ago. 
Jacques LeRoy, chairman of the institute’s 


certification committee, explained the 
benefits derived from certification of 
watchmakers. 

Manufacturers’ viewpoints were pre- 


sented by Howard L. Beehler, Research 
Department, Hamilton Watch Co.; J. 
Freistadter, technical director, Waltham 
Watch Co.. and W. H. Samelius, dean 
of the Elgin Watchmakers College. Harry 
Ulmer of the A. Wittnauer Co. spoke 
from the importing and distributing view- 
point. Spokesmen for retail jewelers in- 
cluded William D. McNeil, president of 
the American National Retail Jewelers’ 
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Association; Kenneth I. Van Cott, gen- 
eral manager of Marcus & Co.; Phineas 
Peters, chairman of the executive board 
of _ Retail Jewelers’ Associations of 
Greater New York; H. Goldschmidt, 
president of the Metropolitan Retail 
Jewelers’ Association, and a number of 
others. Much interest was shown in a 
cartoon presented by Mr. Goldschmidt. 

R. Salomom, former president of the 
New York Society, and I. Lemer, a 
skilled repairman, presented the- view- 
point of the man at the bench, while 
Major Paul Chamberlain spoke from the 
standpoint of the public. 

The open forum indicated that men 
in all branches of the watch business are 
aware of the existing deplorable: condi- 
tions, and bespoke strong support for the 
Horological Institute of America and 
local horological .societies in a campaign 
for trade betterments. The session con- 
tinued until midnight, and was~ con- 
cluded with the unanimous adoption of 
the following resolution: 

We, members of the watch and jewelry in- 
dustry, assembled here tonight in joint confer- 
ence of the Horological Institute of America 
and the Horological Society of New York, rec- 


ognizing the need of a standard of attainment 
for watch repairers, do hereby adopt the 


following: 
Resotvev: (1) That there be established a 


minimum uniform - standard of attainment for 
watch repairers; 


(2) That the standard established by the 
Horological Institute of America in the certifica- 
tion of watch repairers be made that standard, 
and that we urge all other organizations con- 
nected with the watch business to adopt this 
standard. 

Meetings were held jointly and sepa- 
rately on Tuesday and Wednesday by the 
executive committees of the Horological 
Institute and the New York Society. Ac- 
tion was taken at these meetings to pave 
the way for even closer cooperation be- 
tween the two organizations. To this end 
changes are to be made in the constitu- 
tion of the Horological Institute at the 
annual meeting in Washington on May 18. 

These proposed changes provide that 
active members of local societies and 
guilds, approved by the institute, may be- 
come active members of the H. I. A. by 
paying $2 a year; local societies may be- 
come sustaining members of the Institute 
upon payment of the regular membership 
fee of $10, or by presenting the applica- 
tions of 10 or more of its members for 


























Attention! ALL Jewelers! "Mond 
Here’s Your Offer! 


Modern Appeal 
New... Ring Gage 


. . - [The Accurate, Simple, 
. . . Smart Device for Sizing 
. . . Ring and Finger 






Protective 


Cover... 
M® JEWELER, this is your season for wed- A chromium finish com- 
ding rings and solitaires. Show you are as pact and handy scale and 
d th t . 1 dienl U highly sensitized magni- 
modern as the smart new jewelry you display. Use cit Gam, ot ta Te 
this new, accurate device — approved by all who Eliminates fitting and try- 


i. : '" 
see it. ing—operates at once! ! 


Madam—Just put your finger 
in here—and the size comes 
out there! 

—and it is right the first time! 


YOUR customer puts her finger in the top loop— 
press the button at the side—the ring closes gently 
until it fits the finger—indicating on the surface the 
actual, correct size. To measure a ring—slip it be- 
tween the two protruding posts—press the button and 
presto! you have the actual size. To release, press 
button again—without annoying your customers or 
guessing. 








500 Dealers 
bought On OUYLr fashioned set of rings. 


Throw away this old- 





Introductory Offer !! 


They tell us the Ring Gage is an instant sensational 
success. Customers recognize this modern device 
as indicative of the jeweler’s reputation! Join the 
progressive band of jewelers in your community. 


ersfinger / 


Don’t stick 
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{@ 


your custom- ‘2s 
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io 
thru these vs 
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Xe 


old Pane ~© 
loned gad- OR 
gets. Xe age 


Be Modern—wUse 
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Money Back in 10 days Ring Gage! 
if not satisfied! 
Sp e ci al OF er Send Check or Money Order 
- oe —— new ~ 3: 50 JAY ELL ENGINEERING CO., INc. 
et ae ni eae 1440 Broadway, New York City 
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active membership, and members in good 
standing in local societies and guilds that 
are sustaining members of the H. I. A. 
shall be eligible to active membership in 
the Institute at $2 a year. 

The Institute has decided that it will 
stamp cards issued to members to show 
whether the holder is a member, a certi- 
fied watchmaker or a junior watchmaker. 





The Dinner-Dance 
The climaxing event of the two-day 
gathering was the dinner-dance held 
Wednesday night, Feb. 5, in the Hotel 
McAlpin, New York. The affair, at- 





Harrison F. Babcock, President, H.I.A. 


tended by approximately 300 members 
and guests of both the New York organ- 
ization and the H.I.A., was a fitting con- 
clusion to what many considered one of 
the most productive and inspiring con- 
ferences of horologists ever held in this 
country. 

There were numerous short addresses, 
followed by a program of entertainment 
and dancing. One of the pleasing fea- 
tures of the night’s activities was the 
presentation of an engrossed scroll to 
E. H. Hufnagel, past president of the 
H.LA. The scroll gives praise to Mr. 
Hufnagel’s interest and activities in the 
H.I.A., and was presented by Harrison 
F. Babcock, recently elected president of 
the national organization. 

Herman Schlacht, president of the Hor- 
ological Society of New York, opened the 
speaking program and, after welcoming 
those present, introduced William Wag- 
Ner as the toastmaster. He commended 
the members of both organizations for the 
achievements of the preceding two days 
and felt assured that what had been ac- 
complished would not only serve to ele- 
vate the standards of the watch business 
but at the same time would afford greater 
Protection to the buying public. 

_The first speaker presented was Har- 
rison F. Babcock, president of the H.I.A., 
who expressed the hope that such con- 
ferences as the one sponsored by the na- 
tional and New York organizations would 
be continued. Edward H. Hufnagel, past 
head of the H.I.A., prophesied a greater 
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growth for the association under the 
present administration than it has ever 
enjoyed. The belief that this conference 
was and will continue to be productive of 
good was expressed by John J. Bowman, 
treasurer of the H.I.A. and chairman of 
its educational committee. 

Other speakers who talked in a similar 
vein included William Donnelly, second 
vice-president of the H.I.A.; Dr. Ralph 
E. Gould, of the Bureau of Standards and 
corresponding secretary of the national 
organization; William D. McNeil, presi- 
dent of the American National Retail 
Jewelers’ Association; Howard L. Beehler 
of the Hamilton Watch Co.; J. Freistadt- 
er of the Waltham Watch Co., and Ken- 
neth I. Van Cott, general manager of 
Marcus & Co. Following these brief 
addresses many notables in watch circles 
were introduced, a few of them being 
Ferdinand Hashka, Major Paul Chamber- 
lain, Jacques Le Roy, B. Mellenhoff, R. 
Salomon, Phineas Peters and others. 

At the conclusion of these introductions 
the scroll was presented to Mr. Hufnagel, 
after which the diners were entertained. 
The first performer was Miss Harriet 
Donnelly, daughter of William C. Don- 
nelly, who entertained with several grace- 
ful dances; Gertrude Neggesmith, dimin- 
utive tap dancer; Miss Florence Haibis, 
operatic singer. Miss Etty Gellerman ac- 
companied Miss Haibis at the piano, both 
being present through the efforts of M. 
Aschendorf of the New York organiza- 
tion. Another entertainer was Samuel 
Eskanasi, who gave several vocal selec- 
tions. Following this program of enter- 
tainment, dancing was enjoyed. 

Mrs. Jacques LeRoy, wife of Jacques 
LeRoy, chairman of the examining board 
and member of the executive committee 
of the H.I.A., was hostess to the visiting 
officers of the national organization and 
their wives at a breakfast served Wednes- 
day morning, Feb. 5. 





Cleveland Jewelry Concern Wins Suit 
Involving Loss Under Block Policy 


In an action, involving a clause in a 
jeweler’s block policy, instituted by the 
Bowler & Burdick Co., jeweler, Cleve- 
land, Ohio, against the Home Insurance 
Company of New York, the Appellate 
Term of the New York State Supreme 
Court, recently sustained a previous de- 
cision of the Municipal Court upholding 
the claims of the plaintiff. The suit was 
started in 1932 when the insurance com- 
pany refused to pay for the loss of a ring 
sustained by the Cleveland jewelry con- 
cern. 

It was maintained by the complainant 
in the Municipal Court that a ring had 
disappeared from its stock about Sept 
15, 1931, and after investigation by the 
concern it was inferred that the missing 
article had been stolen, possibly by a 
supposedly prospective customer. The 
Cleveland jewelry house claimed it noti- 
fied its agents in New York of the loss, 
stating that the ring had “mysteriously 
disappeared” from stock. 

After making a checkup, an adjuster 
for the insurance company, it was charged, 
assured the plaintiff that he would make 
a report to the insurer. Relying on this 
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statement, the assured filed no formal 
verified proof of loss within the 60-day 
period specified in the policy, but at the 
end of this period received written notice 
from the insurance company that the 
claim was rejected on the alleged grounds 
that it was an unexplained shortage with- 
in the meaning of Exception K of the 
policy. 

This clause reads as follows: 

“No claim shall attach for any unex- 
plained shortage, or for any shortage in 
goods claimed to have been forwarded 
in a package when the package is re- 
ceived by the consignee in apparent good 
order with seals unbroken; or for the 
loss to or damage to goods when sent by 
any express line ‘C.O.D.,’ with the privi- 
lege of inspection by the consignee befere 
delivery to him.” 

When suit was brought by the Bowler 
& Burdick Co., represented by Morris L. 
Levine, attorney, 233 Broadway, New 
York, two defenses were interposed, name- 
ly, failure to file a verified proof of loss 
and that the loss, being an unexplained 
shortage, fell within the exception con- 
tained in Clause K of the policy. The 
result was a verdict by jury in favor of 
the jewelry concern which was awarded 
a judgment of $806, with interest and 
costs of $175. 

The judgment of the lower court in 
favor of the Bowler & Burdick Co., which 
was appealed by the insurance company, 
was afterwards affirmed without decision 
by the Appellate Term of the New York 
Supreme Court. 


Adolph L. Hodes 


Funeral services for Adolph L. Hodes, 
retired New York diamond merchant, 
who died Feb. 4, were held Thursday, 
Feb. 6, at the Riverside Memorial Chapel, 
76th St. and Amsterdam Ave. Burial fol- 
lowed in Riverside Cemetery, Rochelle 
Park, N. J. 

Mr. Hodes, who was 67 years old, had 
been engaged in the diamond business in 
New York for more than 40 years before 
he retired about six years ago, because of 
failing health. Since that time the busi- 
ness has been conducted by a son Alfred 
L. and daughter Marion, who will con- 
tinue to operate it in the future. 

Besides the son and daughter, the de- 
ceased is survived by his widow, Mrs. 
Jeannette Hodes and two sisters. 


Gem Enthusiasts Attend Lecture 
at Boston na 


Boston, Mass., Feb. 7—The Boston 
Study Group of the Gemological Institute 
of America met at the Boston Society of 
Natural History on Tuesday night, Feb.4. At 
this meeting there was presented an edu- 
cational feature demonstrating methods of 
distinguishing synthetics from genuine 
stones, accompanied by a talk by Dr. 
Edward Wigglesworth. 

All members of the Central New 
England Guild of the A. G. S. were 
guests as also was Prof. Alonzo Quinn 
of Brown University. 
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Better Quality Merchandise” } 


Hl L ++ Says Joseph Hirsch, of Schwartz Bros., New York J 


| mi shelw WE ouniiling beer. ? 


‘ “Customers Today Ask for 
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Joseph Hirsch, of Schwartz Bros., 580 Fifth Ave., New York City, is requested by a customer to show *‘ something better.” 


NE of the best signs that the ‘good old 
days’ are coming back,’’ says Joseph 
Hirsch, manager of Schwartz Bros., 580 Fifth 
Avenue, New York City, “‘is the demand for 
higher priced, better quality jewelry. In watches, 
in rings, even in such incidental items as costume 
jewelry, this trend is increasingly evident.” 
Here is a typical 1936 selling experience. In 
your watch sales, follow the trend of the day. 
Sell UP—not DOWN. You'll find vour cus- 
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tomers willing and ready to pay a little more 
for Hamilton beauty, quality, dependability. 
The Hamilton Watch Company is backing you 
with the most powerful advertising campaign 
in its history, and protecting you with the new 
Hamilton Plan of Controlled Distribution. Build 
for the better reputation that Hamilton sales 
will assure you. Ask to see the full Hamilton 
line of smart 1936 watches. Hamilton Watch 
Company, Lancaster, Pennsylvania. 
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N.E.M.J. and S.A. Holds Annual Banquet 





Dinner at Providence-Biltmore Best Attended Affair 
in Nearly 10 Years—Governor Theodore F. 
Green of Rhode Island Addresses Diners 


ProvipENcE, R. I., Feb. 15—The annual 
banquet of the New England Manufac- 
turing Jewelers’ and Silversmiths’ Asso- 
ciation held in the Colonial Ball Room of 
the Providence-Biltmore Hotel tonight 
brought together the largest gathering of 
members and guests of the organization 
that has responded to these events in 
nearly 10 years. Covers were laid for 400 
and every seat was occupied. 

An excellent dinner, a curtailed speak- 
ing program and a high-grade entertain- 
ment provided a most delightful evening. 

Seated at the president’s table were: 
President Sturgis C. Rice, Toastmaster 
Clarence M. Dunbar, His Excellency 
Theodore Francis Green, Governor of 
Rhode Island; Honorable James E. 
Dunne, Mayor of Providence; Honorable 
Frank R. Sweet, Mayor of Attleboro; 
Major Ernest Santangini, aide-de-camp 
to Governor Green; Past Presidents 
Henry G. Thresher and William T. 
Chase; Albert R. Plante, president of 
the Providence Chamber of Commerce; 
Lester W. Nerney, president of the Attle- 
boro Chamber of Commerce; James E. 
Gheen, humorist; Rabbi William G. 
Braude; Sigmund Cohn, president, and 
W. Waters Schwab, vice-president of the 
Jewelers’ 24 Kara: Club of New York 
City; Carl F. Lawton, of Boston, presi- 
dent of the Retail Jewelers’ Association 
of Massachusetts and Rhode Island; How- 
ard L. Carpenter, president of the Na- 
tional Wholesale Jewelers’ Association 
and vice-president of the Jewelers’ Board 
of Trade; William D. McNeil, president 
of the American National Retail Jewelers’ 
Association; Henry R. Arnold, vice-presi- 
dent of the Boston Jewelers’ Association; 
Edward O. Otis, Jr., executive secretary, 
and A. Graham Shields, chairman, of the 
local association. 

An informal reception was held in the 


: 
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foyer from 6 o’clock until 7 when the 
dinner was served. Red and green fur- 
nished the color effect, colored electric 
bulbs outlining the president’s table while 
dark red roses furnished bouquets for 
the tables and boutonnieres for the diners. 

The invocation was given by Rabbi 





Sturgis C. Rice, President 


William G. Braude of the Temple Beth- 
El, this city, and during the serving of 
the dinner an orchestra rendered classical 
and popular selections. 

The extempore numbers by a quartet 
of vocalists—Nelson Fontaine, Archibald 
Silverman, “Bill” Gow and “Bill” Orms- 
bee—furnished a pleasing diversion and 
received hearty applause. 

The postprandial program was opened 
by a brief address of welcome by Presi- 
dent Sturgis C. Rice, who expressed the 
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Group photograph showing some of the 400 members and guests who attended the banquet at Providence 
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pleasure of himself and the committee at 
the large number present and stated that 
it had not been the intention of the com- 
mittee to arrange a long program of 
speech making, but that a vaudeville en- 
tertainment of unusual excellence had 
been secured which it was thought would” 
be more satisfactory than formal ad- 
dresses. He then introduced Clarence M. 
Dunbar, vice-president of the association, 
as toastmaster. 

Although Governor Green and Mayars 
Dunne and Sweet were on the program as 
the speakers, the former was the only one 
of the trio to address the association, the 
other two being obliged to retire before 
their place in the exercises was reached. 
Besides Governor Green, James E. Gheen, 
prominent after-dinner speaker, told en- 
tertaining stories. 

In opening his remarks Governor 
Green paid a high tribute to the Rhode 
Island School of Design “for making 
many notable improvements in the field 
of jewelry designing” and credited the 
institution, which he said was “one of 
the six best in the country,” for giving 
manufacturing jewelers of the area 
“many fine artistic ideas.” The jewelry 
manufacturers of Providence, the Attle- 
boros and other parts of New England 
have long since recognized that the “pub- 
lic taste for jewelry can be heightened 
from the cheap and gaudy to the good and 
simple, and have put quality into their 
craftsmanship.” 

“You know that there is nothing evil 
about mass production,” said the Gov- 
ernor. “We are learning to manage bet- 
ter. We have learned that it is just as 
easy to turn out a million beautiful forks, 
for instance, as it is to make a million 
horrible ones—probably easier. We have 
here in Rhode Island an unsurpassed heri- 
tage in fine workmanship which may well 
serve as an example and inspiration in 
these modern times. It will be for you to 
create. We must all hope that industry 
will have the opportunity to make the 
world a better-looking place in which to 
live and to the manufacturing jewelry in- 
dustry not a small part of such a prospect 
is entrusted.” 








CONFIDENCE. . 





Regardless of the amount involved, every transaction, to 
be satisfactory, must be based on mutual confidence. In 
selling and buying old jewelry, optical goods, scrap, filings 
and sweeps, this holds especially true. We value highly 
the good-will of our customers and pledge continuance of 
a smelting and refining service which rests upon the corner- 
stone of Confidence. 


ALL SHIPMENTS ARE HELD 
INTACT UNTIL OUR ESTIMATE IS APPROVED 


THE K & L STAMP OF PURITY ON FINE | 
METALS HAS EARNED UNIVERSAL CONFIDENCE 


Kastenhuber & Lehrfeld 


24 JOHN ST. 


NEW YORK 


Strictly Smelters and Refiners of Precious Metals——NOT Manufacturers of Jewelry 








ARE COLLAR BUTTONS COMING BACK? 





Are you waiting for collar buttons to come back, while allowing good profitable 
business that is rightfully yours go to other channels? Millions of dollars 
are spent yearly for Silver Polish. Are you getting your share? A good 
Silver Polish is a profitable item to stock, because customers prefer to buy 
it where silver is sold. You can get that business with Mirpo because it 
is the best. We guarantee the sale of Mirpo. Try it. Place an order for 
Mirpo today through your wholesaler or direct. 


1 gross $36.00 1 dozen $3.25 
Ya gross 18.90 Resale price 50¢ 


MIRPO PRODUCTS MFG. COMPANY 


LaPorte, Indiana 

















SPECIAL VALUES 


SPECIAL VALUES for March and April. FINISHED BALANCE STAFFS for 
Swiss and imitation Elgin and Waltham watches. 3000 GROSS in stock, 150 
models. PER DOZEN, not less than a dozen of a size or model, 25¢, PER 
GROSS. .$2.50, 25 GROSS at $2.25 per gross, 50 GROSS at $2.00 per gross, 
100 GROSS at $1.75 per gross. Any models or sizes desired not less than 
one gross of a model or size. 

Also STEMS for Swiss watches, PER DOZEN..25¢, PER GROSS. .$2.00, 12 
GROSS at $1.50 per gross. 

ASSORTMENTS OF FINISHED BALANCE STAFFS OR STEMS 
WITH DESCRIPTIVE CHARTS: For BULOVA watches from Baguette 
to 10/2 ligne,12 separate models, 3 DOZEN. .$1.00, 6 DOZEN. .$1.75. 
For (A.S.) watches from Baguette to 10!/2 ligne, 12 separate models, 
3 DOZEN. .$!.00, 6 DOZEN. .$1.75. For GRUEN watches from Bagu- 
ette to 10!/2 ligne, 12 separate models, 3 DOZEN. .$1.20, 18 separate 
models, 4!/, DOZEN. .$1.80. 

ASSORTMENTS OF FINISHED BALANCE STAFFS FOR SWISS 
WATCHES WITH DESCRIPTIVE CHARTS: 36 separate models from 
5 to 13 ligne, | GROSS. .$3.60. 36 separate models from 13 ligne 
to 16 size pocket watches, | GROSS. .$3.60. 24 separate models for 
Swiss watches from 2!/2 ligne Baguette to 13 ligne, 6 DOZEN. .$2.00. 
24 separate models for Swiss Baguette watches from 2!/, to 42/3 
ligne, 6 DOZEN. .$2.25 

Superior quality of JEWEL SCREWS, tempered and polished, from Baguette to 
10!/. ligne Swiss watches, 12 separate sizes. Exact measurement to 1/100 of a 
millimeter, | GROSS. .$1.25. Also from Baguette to 16 size pocket watches, |8 
separate sizes, 18 DOZEN. .$1.85. 

All assortments are boxed in durable and attractive cabinets each size and 
model partitioned and containing celluloid rust-proof bottles. 


HOLE JEWELS for Swiss watches, assorted from 4/4 to 10/2 ligne. PER 
GROSS. .$1.50, or from 10/7, to 12 size pocket watches at $1.25 per gross. 


PLATE JEWELS, garnet, of a high-grade quality for Swiss watches from 104 
ligne to 16 size pocket watches. PER GROSS assorted. .$2.00. 


HAIR SPRINGS, colleted, for Swiss watches, assorted from 4!/4 to 10/2 ligne. 
PER DOZEN. .$1.25. 


A SPECIALLY PRICED assortment of popular sizes and models in CROWNS, 
white, yellow and chromium finished from Baguette to 10!/, ligne. A box 
containing 100 crowns. .$1.15. 


Shipped C. O. D. or against payment advance. 
Postage charged. 


H. KURI - 37 Maiden Lane - New York, N. Y: 


(Established since 1916) 
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Retail Jewelry Census Progressing 


WasnincTon, D. C., Feb. 17—The re- 
tail jewelry census is progressing rapid- 
ly, states a Government report just re- 
leased. By registered mail, handled with 
all the dispatch and precaution accorded 
the most valuable of papers, reports on 
the 1935 operations of individual jewelers 
in all parts of the country are now pour- 
ing into the Philadelphia headquarters 
of the Census Bureau. 

Census reports, continues the Govern- 
ment release, are inspected and assem- 
bled, analyzed and converted into com- 
posite statistics, shown in tabular and 
graphic forms, from which needed in- 
formation may be obtained as to various 
phases of American business. From the 
moment a census report is obtained from 
a jewelry firm, the information is care- 
fully handled in a systematic and ex- 
peditious manner. Its confidential nature 
is carefully guarded. 

Only sworn employees of the Bureau of 
the Census are permitted to examine the 
individual returns. No access to them is 
permitted under the law, not even to 
other governmental agencies, and no in- 
formation is ever disclosed which would 
reveal any facts or figures in the returns. 





Herman H. Bloedel 


MILWAUKEE, Wis., Feb. 1—Herman H. 
Bloedel, 64, president and treasurer of 
Bloedel’s Jewelry, Inc., 200 E. Wisconsin 
Ave., the oldest jewelry business in Mil- 
waukee, died here recently. He had been 
ill since July, when he suffered a nervous 
breakdown. 

A life resident of Milwaukee, Mr. 
Bloedel became associated in his youth 
with the jewelry firm which his father, 
Adam, had founded in 1868, and suc- 
ceeded to its presidency upon the death 
of the latter in 1921. He was active in 
Masonry. 

Two sons, Walter A. and Henry R., 
will continue the business. In addition, 
his widow, Mrs. Adele Franck Bloedel; 
three daughters and two sisters survive. 





Kansas City, Mo., Wholesale House 
Celebrates 50th Year in Business 


Kansas City, Mo., Feb. 3—The Ed- 
wards-Ludwig-Fuller Jewelry Co., whole- 
sale jewelry house, is celebrating its 
fiftieth year of business activity in this 
city. Incorporated Jan. 22, 1886, as the 
S. D. Mills Jewelry Co., by Simeon D. 
Mills, manufacturing jeweler, who came 
here from Brooklyn, N. Y., this business 
has gone through many changes, but in 
the meantime has developed into one of 
the most widely known wholesale houses 
in the trade. 

George H. Edwards became affiliated 
with the firm on Jan. 20, 1888, and with 
Henry F. Sloane developed a wholesale 
business. When Mr. Mills died in 1890 
the business was taken over by Mr. Ed- 
wards and Mr. Sloane and thereafter 
became known as the Edwards & Sloane 
Jewelry Co. In 1895 Noble R. Fuller 
joined the business and in 1900 Leo H. 
Ludwig became affiliated with the or- 
ganization. Mr. Sloane retired in 1907 
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and shortly after the business became 
known as the Edwards-Ludwig-Fuller 
Jewelry Co., which name it still retains. 
The present officers are George H. Ed- 
wards, president; Richard Dix Edwards, 
son of the former, vice-president, and 
Noble R. Fuller, secretary and treasurer. 
Mr. Ludwig left the business in 1929, 
becoming associated at that time with 
the C. & E. Marshall Co. as its Kansas 
City manager. 





G.1.A. Announces Junior Gemologists 


The Gemological Institute of America 
announces that examinations which con- 
stitute the second step toward the Certi- 
fied Gemologist title have been success- 
fully completed by John S. Kennard, 
Boston, Mass.; Edward F. Herschede, 
Cincinnati, Ohio; Dorothy Sartori, Spo- 
kane, Wash. 


Waltham Watch Co. Files Protest 
Under Provisions of Tariff Act 


WasuHincTon, D. C., Feb. 17—Protest 
has been filed by the Waltham Watch 
Co. under the provisions of Section 
516(b) of the Tariff Act of 1930 against 
the liquidation at the port of New York 
of an entry of round metal disks intended 
for use as watch plates after further proc- 
essing. 

The Commissioner of Customs has noti- 
fied all collectors to suspend liquidation 





at all ports pending judicial determina-. 


tion of classification and rate of duty. 





Louis Bitzer 


GREENFIELD, MaAss., Feb. 19—Louis 
Bitzer, 71, widely known watchmaker and 
jeweler, died at his home here, yesterday, 
after an illness of a week. 

Mr. Bitzer was born in Germany, Jan. 
1, 1865, and came to this country with his 
parents when only six years old. His first 
home was in Turners Falls and his en- 
tire life was spent in that place and 
Greenfield. For a number of years he 
had conducted a watch repairing and 
jewelry shop in this town. 

He is survived by his widow, Christina, 
and two daughters. 





Gem & Pearl Dealers Association, Inc., 
Distributes Handy Book 


The Gem & Pearl Dealers Association, 


Inc., 608 Fifth Ave., New York, has just - 


distributed to jewelers in all parts of 
the country a pamphlet on “Some Facts 
About Precious Stones.” This booklet, is- 
sued by The Diamond, Pearl and Precious 
Stone Trade Section of the London Cham- 
ber of Commerce, should prove particu- 
larly useful to retail jewelers. 

The Gem & Pearl Dealers Association, 
Inc., still has a number of copies on hand 
and, until they are gone, will be glad to 
send one to anyone on request. 





A thief early one morning recently 
threw a brick through the show window 
of the Cocke Co. jewelry store at 531 
W. Broad St. Richmond, Va., and 
escaped with seven watches and two 
gold bracelets. 
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@ IF you feature Lovelace as 
thousands of‘other Retail 


Jewelers will do this Spring... 


AND you depend on BALL 
for complete stocks of Love- 
lace and fast “streamlined” 


service... 


THEN you will get the “Lion’s 


Share” of the silverware busi- 





ness in your community... 
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Cincinnati Wholesalers and Manu- 
facturers Launch Campaign 


Cincinnati, On10, Feb. 15—An effort 
to build up the Cincinnati Wholesale 
Jewelers & Manufacturers Association 
into an effective trade organization has 
been started under the regime of Edwin 
B. Jacobs, recently elected president. All 
members of the association, as it is now 
constituted, have been placed on the mem- 
bership committee with two members each, 
being assigned one definite prospect. 

E. C. Brunst, credit manager of the 
Gruen Watch Co., is chairman of the ex- 
ecutive committee with Mr. Jacobs, Albert 
Wallenstein and Arthur Hirschfield as- 
sisting him. There are 15 possible mem- 
bers in Cincinnati, and efforts are being 
made to add their names to the roster. 

Greater activity within the association 
is slowly being built up through the 
weekly luncheon table meetings on Tues- 
days at the Hotel Gibson. The drive 
that is being put on is “to change the 
Cincinnati association from a purely social 
organization to a business group that will 
mean something to the trade,” according 
to Mr. Brunst. He said the Cincinnati 
group could become as effective in a 
smaller way as the 24 Karat Clubs of 
other cities. 


Style and Design Trend Discussion at 
Providence Opens Series of Lecture- 
Meetings of N. E. M. J. & S. A. 


Provipence, R. I., Feb. 12—A large 
gathering of members of the New En- 
gland Manufacturing Jewelers and Sil- 
versmiths Association, representing man- 
ufacturing jewelry concerns of this city 
and the Attleboros, accompanied by their 
salesmen, designers, patternmakers and 
others, was present at the Rhode Island 
School of Design last night, at a meeting 
sponsored by the association, to listen to 
a discussion of the trends of jewelry 
styles and designs, led by Levon Babayan, 
Parisian style and design expert. 

Sturgis C. Rice, president of the asso- 
ciation, in a brief address of welcome 
opened the meeting, stating that it was 
one of a series planned for the benefit of 
the members and looking to the general 
improvement of the industry. 

Holding that if the manufacturing 
jewelers in Rhode Island and other New 
England centers are to maintain their 
positions as the leading manufacturers 
of medium and low-priced jewelry, Mr. 


Babayan said, they must devote more 


attention to the latest designs to har- 
monize with styles and textures in 
women’s clothing. So far as materials for 
the production of jewelry and costume 
ornamentation are concerned, metal is 
still in the forefront, he said, but the 
“horse to watch” is leather which has 
already gained a conspicuous place in 
the style trend, with calf, suede, kid and 
pigskin all popular in Parisian offerings. 
He said that the clip retains its hold as 
the outstanding item in the line of cos- 
tume jewelry and will continue to do so 
for a considerably longer period, al- 
though the brooch, the bar-pin and the 
cuff-bracelet are rapidly and _ steadily 








gaining in popularity and will soon be- 
come dangerous rivals. 

Mr. Babayan called particular attention 
to the rapid gain that is being made 
through designers reverting to plant life 
for inspiration and pointed out that with 
the already established popularity of 
flowers and stylized floral designs there 
is a growing vogue for berries, fruits and 
their leaves. 

John J. Collins, of the Ostby & Barton 
Co., chairman of the association’s com- 
mittee on style and design, introduced as 
speakers Royal B. Farnum, director of 
the Rhode Island School of Design, and 
Edward O. Otis, Jr., executive secretary 
of the association. 








National Association of Credit 
Jewelers Changes Convention Dates 


The National Association of Credit 
Jewelers, which previously announced 
that its annual convention would be held 
Sept. 7, has altered its plans and instead 
will convene Sunday, Monday, Tuesday 
and Wednesday, Sept. 20, 21, 22 and 23, 
at the Hotel Sherman, Chicago. There 
will be no business meeting on Sunday, 
but exhibits of those desiring them, will 
be open. The Board of Directors will 
meet at noon on Sunday for lunch. The 
three-day business sessions will be con- 
cluded with a banquet on Wednesday 
night. 





Guilds and Study Groups of A.G.S. 
Plan Activities for March 


Many guilds and study groups of the 
American Gem Society have scheduled the 
following activities for March: 

The Boston Study Group: meets Tues- 
day night, March 3, at the Boston Society 
of Natural History, under the leadership 
of Dr. Edward Wigglesworth. 

The Metropolitan Chicago Chapter 
meets Tuesday night, March 3, at the 
Pittsfield Building, with Dr. A. J. Wal- 
cott. Corundum will be discussed and 
studied with the use of instruments. 

The Cincinnati Study Group, Wednes- 
day night, March 11, at the University 
of Cincinnati, with Professor Otto Von 
Schlichten. 

The Northern Ohio Study Group, Fri- 
day night, March 13, at the Case School 
of Applied Science, Cleveland, with Pro- 
fessor Richard L. Barrett. 

The New Jersey Study Group, Friday 
night, March 13, at the Douglas Hotel, 
Newark, under the leadership of Dr. 
George T. Faust. 

The Eastern Pennsylvania Study 
Group, Thursday night, March 19, at the 
Academy of Natural Sciences of Philadel- 
phia, with Dr. Samuel G. Gordon. 

The Wisconsin Study Group will meet 
on Thursday night, March 19, at the 
Pfister Hotel, Milwaukee, under the lead- 
ership of Dr. A. J. Walcott. 

The Washington, D. C., Study Group, 
Monday night, March 23, at the Raleigh 
Hotel, with Dr. W. F. Foshag. 

Plans are now being considered for the 
organization of a Study Group in At- 
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lanta under the leadership of Dr. A. ¢ 
Hawkins, former leader of the New Jer. 
sey Study Group. Information regarding 
this group may be obtained through L. B. 
Littlepage of Maier & Berkele, Inc., At. 
lanta. 





Trio of Daring Bandits Leisurely . 
Rob New York Jewelry Store - 


A record for deliberateness in the hold- 
up of a metropolitan jewelry store may 
have been made Lincoln’s Birthday after. 
noon when three “gentlemen bandits” 
with nerves as icy as the weather, took 
possession of the Madison Jewelry Store, 
Inc., at 1194 Madison Ave., New York. 

They “took over” the store for 45 
minutes, in which time they packed eight 
diamond-studded watches valued at $35 
to $225 apiece, 180 rings ranging from $2 
to $250 in value and two sterling silver 
toilet sets into a large brief case which 
one of them carried. 

While they were at work four women 
and a man came into the store. All were 
greeted by one of the thugs, who stood at 
the door, and forced into a rear room, 
where they were tied with rope and 
guarded by another of the gang, who pre- 
viously had handcuffed the proprietor, 
Isaac Oberman, and his 21-year-old 
daughter, Marion. 

Miss Oberman had just entered the 
store and was taking off her coat when a 
man walked in and asked to see a foun- 
tain pen. Suddenly he whipped out a 
gun and at the same time his two com- 
panions rushed into the store. “Behave 
yourself,” the leader told her, “and you 
won't get hurt.” 

The thugs then ordered her father, who 
was in the front of the shop, to open the 
safe, in which most of the more valuable 
stock was stored. Then Miss Oberman 
and her father were hustled into the rear 
room where their hands were manacled 
behind their backs and their mouths were 
taped. 

At the end of 45 minutes the leader of 
the gang called “O. K., George,” to the 
man guarding the prisoners and the 
burglars left after warning their victims 
not to cry out. Miss Oberman, however, 
managed to get to the front of the store 
and knocked off the telephone receiver 
from its hook with her manacled hands. 
Policemen in radio cars were soon at 
the store, but by that time the thugs had 
vanished. Mr. Oberman said that the 
stolen jewelry, totaling about $7,000 in 
value, was uninsured. 





Joshua M. Bragg 


MeprForp, Mass., Feb. 14—Funeral ser- 
vices were held here yesterday for Joshua 
Merrill Bragg who was in the jewelry 
business with A. Stowell & Co., Inc., 24 
Winter St., Boston, for 40 years until 
his retirement in 1932 and who died 
Monday at his home, 14 Thatcher St. 

He was born in New York in March, 
1865, lived there and in Chicago during - 
his early life, and came to Boston after 
finishing school. His wife, Anna Fisk 
Bragg, died 18 years ago. He was a mem- 
ber of Mount Herman Lodge of Masons 
at Medford and Boston Commandery, 
Knights Templar. 
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Annual Banquet of Boston Jewelers’ Club 





Forty-Eighth Gathering of Organization Held at Copley-Plaza Hotel 
Enjoyed by 392 Members and Guests 


Boston, Mass., Feb. 10.—For 48 years, 
through periods of depression as well as 
prosperity, the Boston Jewelers’ Club has 
never missed holding an annual banquet. 
This year the gathering was held on the 
evening of Feb. 8 at the Copley Plaza 
Hotel and was attended by 392 members 
and guests, who participated in one of 
the most enjoyable affairs the club has 
ever sponsored. Genuine New England 
hospitality made everyone feel at home 
and the program was carried out from 
start to finish with no break in the plans. 

The guests of the evening were at a 
long table overlooking the banquet hall, 
and when everyone had found his ap- 
pointed place the room was darkened 
and a spotlight focused on the Stars and 
Stripes at one end of the room as every- 
body stood at attention while the or- 
chestra played the National Anthem. 
Following the invocation by the Reverend 
J. Nicol Mark, President James Kingman 
welcomed the members and guests, and 
the orderly serving of a fine menu pro- 
ceeded. 

During the dinner the orchestra ren- 
dered a number of selections and there 
was a great deal of visiting from table 
to table in continuation of the renewal 
of friendships which had occurred prior 
to the beginning of the banquet. 

The spotlight was again brought into 
play as the waiters served the ice cream, 
and then President Kingman presented 
Bartley J. Doyle, perennial toastmaster. 
“B. J.” finally succeeded in obtaining 
comparative quiet and in his inimitable 
style started the postprandial part of the 
program by introducing the guests of 





the evening at the head table. He then 
called for a silent tribute to the memory 
of departed members of the club who had 
died during the past year. 

The toastmaster next introduced a num- 





James Kingman, President 


ber of banqueters prominent in the man- 
ufacturing, wholesale and retail branches 
of the jewelry and allied trades and 
proceeded to deliver a short address 
sparkling with wit and humor. 

The program of entertainment, the 
theme song of which was the “Gay 
Nineties,” brought the banquet to a close 





at about 11 P.M. The entertainment in- 
cluded “heavy” dancing and specialty 
numbers. : 

The souvenirs of the banquet were 
modernistic electric clocks. 

Officers of the club are James King- 
man, president; Henry R. Arnold, vice- 
president, and Albert R. Kerr, secretary? 
treasurer. Mr. Kerr had charge of the 
banquet details. 

The directors are Arthur M. Horne, 
Carl F. Lawton, Harold A. Martin, 
James H. Parks and William L. Stone. 

A. Sweetland was chairman of the re- 
ception committee, assisted by N. Alberts, 
E. C. Cotter, S. S. DeYoung, A. F. Gou- 
dey, L. C. Graham, W. J. Harber, S. W. 
Higgins, E. B. Horn, C. O. Housman, 
A. S. Kelley, E. W. Kirby, Harold Page, 
David Percival, Jr., E. C. Read, Geo. 
Schuetz, B. D. Shreve and F. T. Widmer. 

The guests listed at the head table 
were: E. A. Bigelow, James Parks, 
George A. Leahey, Jr., U. S. N.; Carl 
Lawton, Frederick R. Kellar, vice-presi- 
dent of the club; Col. William H. Wilson, 
U. S. A.; William D. McNeil, president 
of the American National Retail Jewel- 
ers’ Association; Rev. J. Nicol Mark, 
Admiral Walter R. Gherardi, James 
Kingman, president; Frederick W. Cook, 
Major-General Fox Connor, Bartley J. 
Doyle, toastmaster; Sigmund Cohn, pres- 
ident of the Jewelers’ 24 Karat Club of 
New York City; Captain Jesse B. Gay, 
U. S. N.; Lieutenant J. Tremble Brown, 
U. S. A.; Sturgis C. Rice, president of 
the New England Manufacturing Jewel- 
ers’ & Silversmiths’ Association; W. L. 
Stone, and Albert R. Kerr, secretary. 





Some of those who were in attendance at the annual banquet of the Boston Jewelers’ Club 
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Canadian Jewelers Elect Officers 
and Hear Reports at Convention 
in Montreal 


MonTrEAL, CAN., Feb. 5—The 18th an- 
nual convention of the Canadian Jewel- 
ers Association, which attracted about 
250 delegates from all parts of the Do- 
minion, came to a close today in the 
Mount Royal Hotel, this city. The ex- 
hibits, numbering about 50 in all, were 
shown on three floors of the hotel, where 
a variety of watches, silverware, dia- 
monds, jewelry and a group of replicas of 
famous diamonds, made of glass, were 
displayed. 

One of the first acts of the delegates 
was to elect a new slate of officers for 
1936. They are as follows: Julien Schwob, 
Montreal, honorary president; M. T. 
Ellis, Toronto, president; A. J. Roden, 
Toronto, vice-president; O. B. Allan, 
Vancouver, second vice-president and 
John McKnight, honorary treasurer. 

The new board of directors is made 
up as follows: Representing retailers— 
R. M. Tod, J. B. Gray, J. V. Anderson, 
J. A. MacKenzie, C. E. Cole, E. H. New- 
man, G. G. Nettleton, D. E. Hutchison, 
W. A. Sansburn, Omer Roy, A. E. Mur- 
ray, G. A. Hault, C. E. Johnston and 
Alfred Hand; for wholesalers—R. E. 
Day, G. W. Barrington, R. T. Cooper, 
A. M. Harvey, F. R. Holdsworth, J. T. 
Kennedy and Gordon Smellie; for manu- 
facturers—C. F. Brorkes, W. Walton, D. 
DeGraw, B. Ekbald, H. Levy, I. Lorie 
and F. McConnell. 

Manufacturing and wholesale jewel- 
ers should leave consumer trade to the 
retailer because it belongs to him, stated 
M. T. Ellis, newly-elected president, in 
his presidential address at the banquet 
last night which closed the first day’s 
session. “The jewelry trade as a whole,” 
he said, “is founded on public trust. 
This was a heritage inherited from its 
predecessors. Anything which jeopard- 
izes this trust, therefore, should be 
eliminated.” 

Mayor Camillien Houde was the guest 
of honor at luncheon. Alderman W. S. 
Weldon extended greetings to the trade 
at the banquet after A. E. Murray, con- 
vention chairman, had welcomed the 
visitors to Montreal. 

The new president outlined two ideas 
which he believed should always be kept 
in the forefront of the trade—loyalty to 
traditions which were founded on public 
trust, and cooperation between the three 
groups. Retailers, he stated, owed it to 
the manufacturers and wholesalers to 
make the best possible uses of the aids 
they created. In turn, those two classes, 
he said, should leave consumer trade to 
the retailers. Another point which 
merited some consideration, he remarked, 
was the purchase of imported merchan- 
dise. He felt that jewelry which is pro- 
duced in Canada should always have 
preference over that brought in from 
abroad. 

F. A. Monk, M. L. A. for Jacques 
Cartier, stated that the jewelry trade 
offered an example of how groups could 
work together for the purpose of better 
understanding. 








Stuart H. Lees, of Hamilton, former 
president of the association, expressed the 
belief that the trade faces “a better day” 
but he thought that jewelers as a whole 
did not do enough advertising, in its 
various forms, to attract public attention. 

Clarification of the tariff in regard to 
importations containing precious metals 
is considered desirable by the jewelry 
industry of Canada, according to a 
recommendation passed at the closing 
session today, when reports were re- 
ceived from the wholesale, manufactur- 
ing and retail sections. The report of 
the manufacturing section included a 
recommendation for the appointment of 
a committee to study the tariff in regard 
to importations containing precious 
metals and to see that, where possible, 
the tariff is clarified. 

It was also suggested that the re- 
appointment of an appraiser for customs 
items in the jewelry and allied trades 
is necessary. The association gave some 
thought to the question of misleading ad- 
vertising dealing with watch repairs 
which is inserted in the press of Canada. 
Members were advised to take up this 
matter with the newspapers in their own 
territory and it was suggested that the 
association forward resolutions to the 
various journals throughout the country 
expressing their disapproval of this type 
of advertising. 

The association received an invitation 
from the British Columbia Jewelers’ As- 
sociation to hold the next convention 
there, but no decision will be made until 
the autumn. 

Luncheon was held in the Mount Royal 
Hotel today and M. Charbonneau spoke 
briefly in French and English. C. T. 
Evans, secretary of the American Na- 
tional Retail Jewelers Association, ex- 
pressed the thought that it would be in 
the interests of jewelers in’ Canada and 
the United States if conventions could 
be held simultaneously at a border point 
where they could intermingle and ex- 
change ideas. 

The convention closed tonight with a 
cabaret. 





Imports and Exports of Watches 
and Clocks During December 


WaAsHINGTON, D. C., Feb. 14—Prelimin- 
ary figures on the imports and exports 
of watches and clocks during December, 
1935, have just been released by the 
Bureau of Foreign and Domestic Com- 
merce. The importations of watches and 
watch movements during that month 
totaled in value $294,235, with Switzer- 
land sending us $291,789 of the entire 
amount. 

Watch parts sent to this country dur- 
ing December were worth $46,409, with 
jewels for movements reaching an in- 
voiced value of $109,602. In the same 
month clocks and _ clock movements 
brought here were valued at $6,069 
while clock parts were worth $9,168. 

Listed among the exports for Decem- 
ber were watches with jewels valued at 
$1,726, while watches without jewels 
sent to other countries were invoiced at 
$6,111. Parts of watches exported were 
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valued at $13,361, with Canada ranking 
as our best customer for this class of 
merchandise, taking parts worth $11,618, 

Among other exports in the same month 
were one-day alarm clocks invoiced at 
$25,176; mantel novelty and wall clocks, 
$3,348 and other clocks and parts (ex- 
cept electric), $18,873. 





Charles Arkin 


Hammonp, Inp., Feb. 7—Charles Arkin, 
68, proprietor for the last 48 years of 
Arkin’s Jewelry Store, 439 State St., who 
died Saturday, was buried Tuesday in 
Elmwood Cemetery. Services were con- 
ducted by Rabbi Maurice A. Hirschburg. 
He was a member of Masonic orders. 

His widow, three daughters, two sons, 
two sisters and a brother survive. 





Cease and Desist Order Issued 
Against New York Concern 


WasuincTon, D.C., Feb. 17—The In- 
ternational Sheffield Works, Inc., 22 W. 
27th St., New York, engaged in the sale 
of silverware, or silver-plated ware, has 
been ordered by the Federal Trade Com- 
mission to cease and desist from the use 
of a trade name which includes the 
word “Sheffield,” until it actually manu- 
factures and sells silver products pro- 
duced by the copper-rolled plate process, 
generally known as “Sheffield.” 

The respondent corporation is directed, 
under the order, to cease representing 
in any manner, or suggesting directly 
or indirectly, that its product is “Shef- 
field,” unless it is manufacturd by the 
copper-rolled plate process which origin- 
ated in Sheffield, England, and shows the 
place of origin. 

This proceeding was not contested by the 
respondent, which consented to issuance 
of the order. 





Empire State Association Will Meet 
May 28-29 at Rochester 


ALBANY, N. Y., Feb. 10—The New 
York State Retail Jewelers’ Association 
will hold its 27th annual convention at 
Rochester, May 28-29, the group’s execu- 
tive committee decided at a mid-winter 
conference held here yesterday. Invita- 
tions from Albany and Rome were also 
considered. 

E. M. Baringer, Gloversville, associa- 
tion president, announced plans for a 
series of jewelers’ meetings in eight or 
ten Empire State cities at which he will 
speak in the association’s interest. The 
committee endorsed efforts to strengthen 
the association membership rolls. 

William D. McNeil and Charles T. 
Evans, New York, president and secre- 
tary of the American National Retail 
Jewelers’ Association, were guests. Com- 
mittee members attending were: Jacques 
LeRoy, New York, vice-president; E. 
Lathrop Sunderlin, Rochester, secretary; 
Russell E. Brigham, Oneonta, treasurer; 
Leroy M. Campbell, Canandaigua; Wil- 
liam G. McDougall, New York; Frederic 
W. Roedel, Utica; Arthur B. Frost, 
Syracuse; John N. O’Dea, Buffalo, and 
Samuel Feldman, Brooklyn. 
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Bronx Jewelers and Guests Dine and 
Dance at Anniversary Celebration 


The Bronx Retail Jewelers Association, 
celebrating its 20th anniversary, enter- 
tained 300 members and guests at a ban- 
quet and ball held Sunday night, Feb. 
16, in the north ballroom at the Hotel 
Astor, New York. A brief speaking 
program followed the dinner, after which 
awards were made to many of the diners 
and then dancing was enjoyed until a 
late hour. 

Although announced for 6 o'clock, the 
dinner was not served until more than 
an hour later, but in the meantime those 
attending utilized the delay to exchange 
greetings and to renew old friendships. 
Entering the banquet hall each lady re- 
ceived as a souvenir of the occasion, a 
cut glass perfume set of two bottles and 
a tray, while the men were given foun- 
tain pens inscribed with the organization’s 
name. As the final course of the dinner 
was to be served the hall was darkened 
and to the strains of a lively march, two 
waiters carrying a huge birthday cake, 
illuminated with 20 candles, walked 
around the tables followed by other 
waiters bearing trays of ice cream, each 
mounted with a single candle. The scene 
was impressive and was loudly applauded 
by the audience. 

As chairman of the Arrangement Com- 
mittee for the affair, William Schnider- 
man offered a cordial greeting and hearty 
welcome to those attending and after ex- 
pressing his appreciation to the other 
members of his committee presented 
David H. Greenberg as toastmaster. A 
brief summary of some of the association’s 
accomplishments in its 20 years of ex- 
istence was offered by Mr. Greenberg, 
who followed his congratulations to the 
organization by presenting President 
George Korsunsky. 

In a brief address President Korsunsky 
expressed his appriciation to the members 
for their cooperation in the affairs of the 
association and at the same time urged 
a continuance of this practice, stating 
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that only by wholehearted cooperation 
can any organization succeed. He out- 
lined the purposes of the association, stat- 
ing specifically what it has done and 
what it is doing and what it further hopes 
to accomplish. The speaker pointed out 
that some jewelers had the mistaken con- 
ception that the only reason for the ex- 
istence of this and similar organizations 
was to hold social affairs and it was 
with the idea of dispelling this opinion 
that he emphasized the importance of 
associations such as the one of which he 
is the president and the good they ac- 
complish in the fields they serve. 

Another interesting speaker was 
Phineas Peters, chairman of the Execu- 
tive Board of Retail Jewelers Associations 
of New York and president of the Brook- 
lyn Retail Jewelers Association. He ex- 
tended the best wishes of the other retail 
jewelers’ organizations of the Metropolis 
to the Bronx association and expressed 
the hope that it would continue to grow 
in numbers and importance. The speaker 
also denounced the excise tax which re- 
tailers are being compelled to pay and 
pledged his continued efforts to having 
this tax removed. 

Louis Cutler, newly elected president 
of the New York Jewelers Benevolent 
Association was presented as the con- 
cluding speaker. He stressed the humane 
aspect of trade and fraternal associations, 
pointing out how such bodies promote a 
spirit of helpfulness and brotherly love 
and at the same time bring closer together 
men engaged in the same lines of en- 
deavor. He commended the Bronx group 
on its 20th birthday and bespoke the 
wishes of his organization that the former 
will continue to enjoy many more years 
of usefulness. 

After the toastmaster introduced a 
number of visiting association officers, 
several valuable and useful articles were 
distributed after which the jewelers and 
their friends enjoyed dancing. 

Assisting Mr. Schneiderman on the 
Arrangement Committee were: A. J. 
Bluming, S. Baker, I. Chernick, I. Geffen, 


Members and guests present at the 20th annual banquet of the Bronx Retail Jewelers Association 
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S. Hahn, I. Hirschhorn, G. Korsunsky, 
H. Korsunsky, B. Kurtzman, J. Menczer, 
Murray Max, H. Reibstein, M. Reibstein, 
A. Siegel, J. Sells, J. Stein and J. L. 
Schwarz. 





Gem Imports in December 


WaAsHINGTON, D. C., Feb. 17—Figures 
just released by the Bureau of Foreign 
and Domestic Commerce, indicate that 
in December, 1935, there was a falling 
off in,the imports of diamonds, both cut 
and rough, of slightly more than $400,- 
000, when compared with the previous 
month’s shipments to this country. How- 
ever, when compared with the imports 
in the corresponding month a year previ- 
ous a gain of more than $725,000 is re- 
ported. 

During December, 1935, imports of 
diamonds, cut but not set, totalled $1,- 
356,292. In the same month shipments 
of rough to this country were valued at 
$252,541, making a total for December 
of $1,608,833. In the corresponding month 
of 1934 the cut diamonds imported were 
worth $860,942 while the rough was 
valued at only $19,123. 

As usual Belgium was our best source 
of supply for cut diamonds sending here 
this type of merchandise worth $1,041,153. 
Netherlands was our second biggest 
shipper of cut, but ranked first in supply- 
ing this country with rough or uncut 
diamonds. Its shipments of the latter 
class of goods totalled $88,048 for the 
month. Glaziers’ diamonds _ received 
here in December were invoiced at $584,- 
$26. 

The imports of pearls in December 
totalled $21,719, while in the same 
period rough precious and semi-precious 
stones sent here amounted to $952. 
Precious and semi-precious stones, cut, 
but not set, received here in the same 
month had an invoiced value of $148,074. 
Among other imports were imitation 
gems (except opaque) worth $176,003 
and opaque gems and imitation pearls 
appraised at $1,712. 











INTERESTING PICTURES IN THE MONTH'S NEWS 
















This exhibit made at the jewelry store of 
Square Deal Miller, Inc., Detroit, Mich., 
was voted one of the prize winners in the 
recent window display contest held by the 
Bulova Watch Co. 








\\ Rie ey j 


po NE A Os 











Back view of watch Abraham 
Lincoln bought for his bride 
in 1841. The watch was 
shown last month in an ex- 
hibit of “The Life and Time 
of Abraham Lincoln,” at the 
Lincoln Hotel, 44th St. and 
Eighth Ave., New York. The 
exhibit was held for -the 
benefit of the Madison 
Square Boys’ Club. 





Globe Photos 

A medal struck in memory 

of King George by the Birm- 

ingham firm of Turner & 

Simpson. The obverse side 

bears a portrait of the late 
King. 





















Left—H.R.H. The Prince of Wales 
(now King Edward the VIII) talk- 
ing with Ernest H. Bennett of The 
Jewelers’ Circular-Keystone staff. 
The photograph was taken during 
the most recent visit of the former 
Prince to the United States. 


Below—Cooperating with a 
: New England grocery con- 
. cern, the Shreve, Crump & 
Low Co. made this effec- 
tive display in the window 
of its store at 330 Boylston 
St., Boston, Mass. The table 
was set for an after-theatre 
house party and the fact 
that real food was used in 
the display was something of 
a departure for a jewelry 
store. 
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Georgia Retail Jewelers Will Convene 
in Rome, April 27 and 28 


AttanTa, GA., Feb. 6—The 17th an- 
nual convention of the Georgia Retail 
Jewelers’ Association will be held this 
year in Rome, Ga. The meeting will be 
held for two days, Monday and Tuesday, 
April 27 and 28. 

Frank Maier, of the Maier & Berkele 
Co., Savannah, is president of the organ- 
ization, William Burdeil of Schweigert’s, 
Augusta, vice-president and E. A. Mor- 
gan of this city, secretary and treasurer. 





Dr. Paul F. Kerr Lectures Before 
New York Chapter, A.G.S. 


Members of the New York Chapter of 
the American Gem Society, listened to an 
interesting lecture on “Gems” presented 
Tuesday night, Feb. 4, by Dr. Paul F. 
Kerr, at his laboratory in the Schemer- 
horn Building, Columbia University, 
New York. 

The lecture was attended by 23 mem- 
bers who heard Dr. Kerr explain the 
physical properities of gems, means of 
testing them for hardness, their specific 
gravity, specific gravity balances, mag- 
netism, heat conductivity, fluoresence, 
optical properties and optical classifica- 
tions. He also explained and illustrated 
how gems can be “finger-printed” by 
means of the X-ray. By using various 
instruments and chemicals the speaker 
was able to illustrate his remarks. 

After Dr. Kerr was given a rising 
vote of thanks for his lecture those pres- 
ent were permitted to use any of the 
instruments in the laboratory to test 
stones, which many of the members had 
brought with them. The chapter is 
planning for lecture-meetings possibly in 
March and May and an excursion to the 
Smithsonian Institute at Washington in 
April. 


Officers Installed by New York 
Jewelers Benevolent Association 


A drive for 150 additional members 
during the New York Jewelers Benevo- 
lent Association’s 50th anniversary year 
was announced Feb. 4, at the Hotel Mc- 
Alpin, when recently elected officers 
of that organization and the newly 
formed ladies’ auxiliary were installed. 

Founded in 1887 and chartered the 
following year, the association now has 
350 members, while the two months’ old 
auxiliary has 50. The golden anniver- 
sary celebration will be deferred until 
the night of Feb. 21, 1937, when more 
than 1,000 members and guests will at- 
tend a dinner and dance in the grand 
ballroom of the Hotel Astor, according 
to the anniversary committee, of which 
Morris Sherry is chairman. 

Sydney Berman, past president, in- 
stalled the following officers, of which 
all but Louis Cutler, Adolph Pusrin and 
Rudolph Belivan hold over: Mr. Cut- 
ler, president; Harry Wittman, vice- 
president; David Massover, treasurer; 
Harry Lewis, financial secretary; Arthur 
Bergman, recording secretary; Barney 
Deskin, sergeant-at-arms; Max Wolf, 
Max Cutler and Mr. Belivan, trustees; 
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and committee chairmen, Louis Fried- 
lander, by-laws; Mr. Pusrin, entertain- 
ment; Joseph Goldman, membership, and 
Hyman Dubrowin and Max Pruzansky, 
sick and distress. 

First officers of the auxiliary, installed 
by Louis Cutler, are: Mrs. Arthur Berg- 
man, president; Mrs. Sydney Berman, 
vice-president; Mrs. Milton W. Stern, 
recording secretary; Mrs. J. Leonard 
Levere, financial secretary; Mrs. Joseph 





Louis Cutler, President 


Goldman, treasurer; Mrs. A. Osman, 
sergeant-at-arms, and committee chair- 
men: Mrs. A. Antoville, publicity; Mrs. 
H. Friedman, membership; Mrs. O. 
Charles, by-laws; Mrs. D. Cohen, sun- 
shine fund, and Mrs. A. Rolnick, enter- 
tainment. 

Herman Diamond, 1003 Flushing Ave., 
Brooklyn, who for 40 years has been a 
member of the organization, was pre- 
sented a certificate of life membership. 
Entertainment and dancing, under ‘Mr. 
Sherry’s direction, followed the meeting. 





Atlanta, Ga., Jewelers’ Guild 
Elects Officers 


ATLANTA, Ga., Feb. 6—H. Armin 
Maier, Jr., of the Maier & Berkele Co., 
has been elected president of the Atlanta 
Jewelers’ Guild, succeeding Ernest P. 
Tomlinson in that office. 

Other officers elected were Henry 
Bookout, vice-president, and E. A. Mor- 
gan, treasurer. 





Peter Henry 


CincinnaTI, Onto, Feb. 11—One of the 
picturesque figures in the jewelry trade 
of Cincinnati passed on recently in the 
death of Peter Henry, retired watch case 
manufacturer. 

He was born in Cincinnati 85 years ago 
but lived in Campbell County, Ky. He 
established the watchcase firm of Peter 
Henry & Son many years ago, but re- 
tired some time back. The business is 
being carried on by Arthur P. Henry, a 
son, in the Glenn building, 5th and Race 
Sts. The successor and another son, 
Walter F. Henry, and a daughter, Mrs. 
Clara Grau, all of Cincinnati, survive. 

The retired watchcase maker was ac- 
tive in Masonry and masonic services pre- 
ceded funeral services at a funeral home 
in Walnut Hills. Burial was in Spring 
Grove Cemetery. 


119 





Long Island Retail Jewelers Dine and 
Dance on Second Anniversary 


The Long Island Retail Jewelers As- 
sociation celebrated its second birthday 
Sunday night, Feb. 2, with a banquet 
and ball held at the Hotel McAlpin, 
New York. The affair was attended by 
more than 200 members and guests and 
representagyves of many of the retail 
jewelers’ organizations in greater New 
York. 

In the absence of William Wagner, 
executive secretary of the Credit Jewel- 
ers Association of New York, Phineas 
Peters, president of the Brooklyn Re- 
tail Jewelers Association, acted as toast- 
master. Among the speakers were H. 
Goldschmidt, president, Metropolitan Re- 
tail Jewelers Association; George Kor- 
sunsky, president, Bronx Retail Jewelers 
Association and Sydney Berman, presi- 
dent, New York Jewelers Benevolent As- 
sociation. While the dinner was being 
served and at various times during the 
speaking exercises, entertainment was 
provided for the enjoyment of the diners. 
After a number of awards were made to 
some of those present, dancing was en- 
joyed until an early morning hour. 

The officers of the association are 
Bennet H. Schwartz, president; Edward 
F. Wagner, vice-president; David Sha- 
piro, treasurer; Norman C. Hein, sec- 
retary and Benjamin Friedman, financial 
secretary. These officers, together with 
the following members, served on the 
various committees in charge of the af- 
fair, E. Werner Gross, Edward Pavlik, 
Adolph Brookman, Archie DeVenuto and 
William Holt. 





Jewelry and Silverware Imported 
and Exported in December 


Wasuincton, D. C., Feb. 13—Jewelry 
and silverware imported and exported 
during the month of December, 1935, 
are listed in a preliminary report issued 
recently by the Division of Foreign 
Trade Statistics of the Department of 
Commerce. In that month shipments of 
gold and platinum jewelry into this 
country had a total value of $1,750, with 
France sending $1,618 of the entire 
amount. Cheap jewelry received here 
in the same month was invoiced at $14,- 
759. Japan was our greatest source of 
supply for this type of merchandise, 
sending here cheap jewelry worth $3,816, 
with China ranking a close second with 
shipments to this country valued at $3,- 
226. 

Also during December we received 
from other countries silverplated hollow- 
ware and flatware totalling $32,562, 
while all other silverplated articles, ex- 
cept cutlery, listed as imports were 
worth $2,855. 

Fine jewelry exported from the United 
States in December of last year was 
worth $1,360, while all other . jewelry 
sent from here was invoiced at $55,096. 
Shipments of sterliag silver to other 
countries amounted to $3,544, silver- 
plated ware $14,836 and all other arti- 
cles, including gold and pewter $8,146. 






































ONSISTENCY... 


Thou Art a Jewel 
Shakespeare 


It is a jeweler who holds the record for consistency in 


advertising. In our first issue of 1869, and ever since then, 
year after year, month in and month out, the advertising 
message of L. & M. Kahn & Company has appeared without 
interruption in every issue of this publication. 











(|) JEWELERS’ CIRCULAR-KEYSTONE 


A CHILTON PUBLICATION 


239 West 39th Street 


67 YEARS 


3274 Consecutive Issues 
IN ONE PUBLICATION 
An Unbeaten Record 


The third generation—Mr. Walter L. Kahn—is now associ- 
ated with his father, Mr. Walter N. Kahn, in turn successor to 
his father, Mr. L. Kahn, and his uncle, Mr. M. Kahn. What 
a splendid tribute to the consistency of the Kahn family in the 
business of their love and inspiration. 


What a demonstration and proof of justified confidence in 
constructive publishing principles. Isn’t it worth our while 
to talk about and be proud of this record? 


Jewelers’ Circular-Keystone is the leading and authoritative 
publication of the jewelry field. It penetrates into every 
worthwhile corner of the industry with a “Sterling Fine” paid 
circulation representing “925/1000” coverage of the purchas- 
ing power of the jewelry trade. 


Make this your main principle of advertising. Let your ad- 
vertising message be consistent—for consistent results cannot 
be expected except from consistent efforts. 
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Jewelers Security Alliance Elects 
Officers at Annual Meeting 


Officers were elected at the 53rd an- 
nual meeting of the Jewelers Security 
Alliance, held Friday afternoon, Jan. 31, 
at the organization’s headquarters, 15 
Maiden Lane, New York. Members of 
the executive committee were also se- 
lected for 1936 and in a report presented 
by Frank T. Sloan, president, the past 
year’s activities of the Alliance were 
summarized. 

With one exception all officers were re- 
elected, they being as follows: Frank T. 
Sloan, of Sloan & Co., president; Henry 
Abbott, of the Calculagraph Co., first 
vice-president; Arthur Lorsch, Albert 
Lorsch & Co., second vice-president, and 
Walter Eitelbach, Walter Ejitelbach & 
Co. third vice-president, who succeeds 
Emil W. Kohn. Henry C. Barthman, of 
William Barthman, was again chosen 
treasurer, while James H. Noyes was 
reelected to serve his 39th consecutive 
year as secretary. 

Those picked as members of the execu- 
tive committee are Herbert H. Dilling- 
ham, Victor A. Lambert, M. D. Roth- 
schild, Nathan J. Stern, Otto D. Wormser 
and Raymond C. Yard. A. L. Brown 
was reappointed auditor for the year. 

An interesting report submitted by 
President Sloan indicated that attacks on 
members of the Alliance during 1935 
fell off about one third, when compared 
with the previous year. These attacks 
were made on approximately six per 
cent of the members and the losses suf- 
fered were proportionately less than in 
1934, 

Jewelers not members of the organiza- 
tion experienced a considerable increase 
in attacks during 1935, remarked Mr. 
Sloan, who at the same time placed their 
losses, based on incomplete reports, at 
approximately $734,725. 

During the year the Alliance paid 37 
rewards for the arrest and conviction 
of 44 thieves, one of the crooks being 
killed resisting arrest. Citing other 
facts to show the advantage of belong- 

- ing to the organization, President Sloan 

also impressed on the members, un- 
fortunate enough to be held up or robbed, 
the importance of identification of the 
thieves. “Never mind the make or color 
of their guns,” he said, “but try and 
remember their size, color of hair and 
eyes, nationality and look for scars, 
moles or some peculiarity of voice.” 





Armed Bandits Rob New York 
Jewelry Store 


Four men, three of them armed, held 
up the jewelry store of H. Lewkowitz, 
Inc, 288 Grand St., New York, about 
9.30 o’clock the night of Feb. 5 and es- 
caped with loot valued by Sam Scheirr, 
Manager, at $60,000. Three employees 
and four customers were held at bay in 
the center of the store to prevent any of 
them contacting burglar alarms while one 
of the robbers gathered together the 
jewelry displayed in the window. 

Mrs. Lewkowitz, widow of the store’s 
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founder, was a witness to the hold-up and 
fainted. The two other employees on duty 
were Charles Scheirr and Harry Lieber- 
man, clerks. 

The first of the bandits, who had visited 
the store previously, entered alone and 
asked to see a wedding ring, which he 
had looked at two weeks before and on 
which he had paid a $10 deposit the pre- 
vious night. He presented a numbered 
receipt showing the deposit and was 
examining the ring when his confederates 
entered, displaying revolvers. They were 
in the store eight minutes. 

Three of the bandits were described as 
about 5 feet 8 inches tall and between 30 
and 33 years old. One wore a gray tweed 
overcoat. They left the store so leisurely 
that their get-away attracted no attention 
by people on the street. The stolen jewelry 
was said to be insured. 





Associations Announce Convention 
Dates 


With the usual winter banquet season 
in the trade coming to an end this 
month, retailers and horologists all over 
the country are now preparing for their 
annual conventions. Several associations 
have already held these annual meetings, 
but not until the Spring and Summer 
months will most of the remaining con- 
claves be staged. The following dates 
have been selected: 

Texas-Louisiana—Hotel Baker, Dallas, 
Tex., March 9 and 10. 

Minnesota—Minneapolis, April 5 and 6. 

Oklahoma—Biltmore Hotel, Oklahoma 
City, April 12 and 13. 

Georgia—Rome, April 27 and 28. 

United Horological Association of 
America—Hotel Sinton, Cincinnati, April 
27, 28 and 29. 

Tennessee Watchmakers and Jewelers 
Association —-Andrew Jackson Hotel, 
Knoxville, May 3, 4 and 5. 

Illinois—Decatur, May 3, 4 and 5. 

Michigan—Hotel Olds, Lansing, May 
10, 11 and 12. 

Horological Institute of America— 
Washington, D.°C., May 18. 

New York—Rochester, May 28 and 29. 

American National Retail Jewelers As- 
sociation—Hotel Waldorf-Astoria, New 
York, week of Aug. 24. 

National Association of Credit Jewelers 
—Hotel Sherman, Chicago, Sept. 20, 21, 
22 and 23. 


—— —— 


Boris Lyman, Brooklyn Retail Jeweler, 
Killed Resisting Bandits 


Boris Lyman, 68, was shot to death 
in his jewelry store, 288 Saratoga Ave., 
Brooklyn, N.Y., about 7.30 o’clock the 
night of Feb. 13, when he resisted the 
attempts of two bandits to rob him. 

Shouting “Police! Robbery! Stickup!” 
Mr. Lyman bolted for the door instead 
of obeying the thugs’ instructions to put 
up his hands and enter a rear room. One 
of the men fired, the bullet striking the 
jeweler near the heart. 

The gunmen then scooped up a quanti- 
ty of jewelry, hurdled Mr. Hyman’s 
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body, which had fallen across the door- 
way, and fled on foot through a rapidly 
gathering crowd. An onlooker pursued 
them for a distance. Police picked up two 
revolvers nearby, presumably dropped by 
the robbers as they ran. 

Meager descriptions of the assailants 
were obtained from two youngsters who 
said they saw the robbery and from one 
or two men who observed their flight. 
Apparently they were between 20 and 27 
years old, wore dark clothing and one 
bore a brief case. 

Mr. Lyman was born in Russia. He 
opened a jewelry store in 1924 at St. 
Mark’s Ave. and Saratoga Ave., then 
was in business at Pitkin Ave. and Herzl 
Ave., and for the last nine years had 
been located at the Saratoga Ave. ad- 
dress. 

Survivors are his widow, Mrs. Eva 
Lyman; a son, Albert, and four daughters. 
Funeral services were held Feb. 16 and 
burial was in Montefiore Cemetery. 





Louis M. Starr 


Funeral services for Louis Morris Starr, 
67, one-time president of the former re- 
tail and importing jewelry and silver firm 
of Theodore B. Starr, Inc., and widely 
known as a gem expert, were held Feb. 
10 at Central Presbyterian Church, New 
York. Burial was in Ridgefield, Conn. 

Mr. Starr, who died Feb. 6 at his home 
in Palm Beach, Fla., after a brief illness, 
was the son of Theodore B. Starr, who 
founded the business at 18 John St., New 
York, in 1862. The firm of Starr & 
Marcus was founded in 1864 and con- 
tinued at 22 John St. until 1877, when 
Theodore B. Starr purchased his part- 
ner’s interest and removed to 206 Fifth 
Ave., on Madison Square. 

In 1907 Theodore B. Starr’s sons incor- 
porated the business and in 1911 removed 
to Fifth Ave. and 47th St. The Reed & 
Barton Corp., Taunton, Mass., purchased 
the stock in 1918 and continued the busi- 
ness for several years. 

Mr. Starr was president of the First 
National Bank of Ridgefield for five 
years, at one time was a director of the 
Second National Bank, New York, and 
was a director of the Institute for Crip- 
pled and Disabled, New York. 

Survivors are his widow, the former 
Miss Emmeline J. Danforth; three daugh- 
ters and a brother, Howard W. Starr of 
New York. 


Platinum Market 


Platinum prices, as of Feb. 24, 1936, were 
officially quoted as: 


Ge avécvusescisadectboancdsacesdnadt $35.00 
Containing 5% Iridium...........ses++0 36.00 
Containing 10% Iridium................ 37.00 
THREE d ceratecccsqebanssncégadeutaeel 60.00 
PaRRGE 2.0. csccccccnccesseceses 24.90-25.00 





Prices of Silver Bars 


U.S. 
Government New 
London Assay Sell- York 
Date Official ing Price Official 

i. Se Aer 19 xe 44% 
2 19 cea 443 
;, 3 See 19 ouae 44 
;. > see 197 ee 44 














High Class 
Salesman Wanted. 


Leading Swiss importer 
has opening for top- 
notch salesman with es- 
tablished record and 
experience. Only one 
accustomed to volume 
business need apply. 
Excellent proposition 
for right party. Give full 
details in first letter, 
stating territory cov- 
ered. All replies will be 
held in strict confidence. 


Address “‘A., 4029’ 
Care 
Jewelers’ Circular-Keystone 
239 W. 39th St., New York 











MARCASITE JEWELRY 


by ISKIN 





QUALITY— SERVICE — 
WORKMANSHIP 


Send for our new cata- 
logue of brooches, rings, 
bracelets and tieholders. 


HARRY ISKIN 
109 S. 8th St. 
Philadelphia 


New York Office: 
48 West 48th St. 


Los Angeles Office: 
649 S. Olive St. 




















Nebraska Retail Jewelers Hear Ad- 
dresses and Elects Officers at 
Convention in Lincoln 


LincoLn, Nes., Feb. 13—The Nebraska 
Retail Jewelers Association ended its 
two-day convention here yesterday with 
the election of officers and the selection 
of Omaha as the 1937 convention city. 
Attendance at the sessions was some- 
what smaller than usual due to the ex- 
tremely unfavorable weather conditions, 
but despite this fact an instructive and 
enjoyable program was pursued. 

At the closing business session yester- 
day Glenn R. LeRoy of Fairbury was 
named president to succeed Harry E. 
Wolfe of Nebraska City, J. W. Davis of 
York, formerly secretary, was named 
vice-president, and C. J. Stiastny, Lin- 
coln, secretary-treasurer. Members of the 
executive committee are Oscar Homan, 
Omaha; John LeRoy, Scottsbluff, and 
William Putters, Norfolk. 

The visiting jewelers were welcomed 
to this city Tuesday afternoon by Mayor 
C. W. Bryan, with John LeRoy of Scotts- 
bluff responding for the association. In 
his address as president, Harry E. Wolfe 
expressed optimism for the future. 

Discussing “Past and Future Trends of 
the Jewelry Business,’ Oscar Homan, 
president of the C. B. Brown Co., Omaha, 
pointed out that while jewelers, along 
with other business men, were feeling 
the return of better times, there prob- 
ably would not be any sudden rise in 
the price of precious stones. He does an- 
ticipate, though, a gradual rise and an 
improvement in business. 

Joseph P. Byrne, Omaha, spoke on 
“The Retail Jeweler’s Problems as 
Seen by the Wholesaler,” expressing the 
hope that business would return to a 
basis where manufacturers will sell only 
to wholesalers and the latter dealing only 
with the retailer. 

“Modern Methods of American Watch 
Distribution” was the subject of a talk 
by J. L. Keenan, of the Hamilton Watch 
Co., Lancaster, Pa. 

At a smoker and “get acquainted” 
meeting held in the Garden Room of the 
Hotel Lincoln, Tuesday night, Walter 
Gardner, president of the Lincoln Re- 
serve Officers Association, presented a 
patriotic address on Abraham Lincoln. 
At this affair the local jewelers were hosts 
to the visiting delegates and exhibitors. 

Other convention speakers were W. G. 
Drosten, St. Louis, Mo., regional vice- 
president of the American National Re- 
tail Jewelers Association, who discussed 
the “Activities of the National Associ- 
ation,” Professor F. C. Blood, of the Col- 
lege of Business Administration, Univer- 
sity of Nebraska, whose subject was 
“Modern Retailing,” and W. H. Samelius, 
dean of the Elgin Watchmakers College, 
whose two addresses on “The Watch 
Escapement” and “High Lights of the 
Elgin Factory” were illustrated. 

The closing event of the two-day meet- 
ing was a dance, floor show and Dutch 
dinner, sponsored by the Ku-Kus, a group 
made up of wholesalers and manufac- 
turers attending the convention. 
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TROPHIES 
tor CHAMPIONS 








No. 1216-8 


For excellence in design, accurate 
detail and natural sport action, 
select your awards from our cata- 
log No. 27, which will be sent 
dealers upon application. 


F. H. NOBLE & CO. 


. MANUFACTURERS 
535-559 W. 59th ST. CHICAGO, ILL. 











UNREDEEMED 


ELGIN and WALTHAM 
WATCHES 


Open Face 
7 Jewel, 16 Size 


$4.00 


(With new White 
Fancy Engraved 
case.) 


Same in 15-Jewel 
$5.00 


Same in 17-Jewel 
$6.00 





(; -J ewel eevee $4.00 
15-Jewel..... 
17-Jewel..... 


Same in 12 size 
with a beautiful 
Fancy Silver Dial 


Also fine unredeemed Railroad Watches 
similarly priced. 


25% with order, balance C. O. D. 
Cash Buyer of Unredeemed Pledges 


WEKSLER an GOODMAN, Inc. 


Successors to 
PAUL ROSENBERG 
5 South Wabash Avenue 
CHICAGO - 
Ae A RARE RNR 
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NEW YORK: 


Jewelry News of the Metropolitan District 


The Continental Diamond Ring Co., 
has opened new offices at 2 W. 46th St. 


Henry Israels & Co., Inc., diamond im- 
porters, have opened new offices at 2 W. 
46th St. 


K. Mikimoto, formerly at 551 Fifth 
Ave., is now located in new quarters in 
Suite 2006, International Building, Rocke- 
feller Center, 630 Fifth Ave. 


The Maiden Lane Outing Club will 
elect officers at the annual meeting of 
the organization to be held at 1 p.m., on 
Friday, March 13, in 9 Maiden Lane. 


The Apex Watch Case Co., 228 E. 
45th St., will be located, after March 10, 
in new and modern quarters in the Crys- 
tal Building, 801 Second Ave., corner 
43rd St. 


John Carmody, an expert jeweler of 
this city, left Feb. 20 for Los Angeles, 
Cal., to join an old friend, Albert Hard- 
ing, in the manufacture of high-grade 
jewelry. 

Philip Luria, president of L. Luria & 
Son, Inc., 623 Broadway, sailed for 
Europe Feb. 5, on the Majestic. While 
abroad he will visit London, Paris and 
Palestine. 


Joseph D. Little, for the past five years 
associated with Schofield & Co., Balti- 
more, Md., has returned to New York 
and is now connected with the Maiden 
Lane store of the International Silver Co. 


Henry Miller of Miller & Veit, im- 
porters and cutters of diamonds, 630 
Fifth Avenue, sailed Feb. 21 on Ile de 
France for a purchasing trip to the dia- 
mond markets of Amsterdam and Ant- 
werp. 


Philip Luria, president of L. Luria & 
Sons, Inc., 623 Broadway, sailed Feb. 5 
on the Majestic for an extended vacation 
which he will spend in Palestine. Mr. 
Luria expects to be gone for several 
months. 


The annual meeting of the Jewelers 
Fraternal Association will be held in 
Room 1305 at 9 Maiden Lane on Thurs- 
day March 12. The session, at which 
officers will be elected, will open at 
1.30 p.m. 


Jean’s Curio Shop, jewelers and silver- 
smiths, 1287 Sixth Ave., has recently been 
incorporated and in the future will be 
known as Jean’s Curio Shop, Inc. Mrs. 
Esther Mayer is president and Armand 
M. Guior, treasurer. 

The Elgin National Watch Co. will 
celebrate the 72nd anniversary of its 
founding by moving its New York sales 
and display office to space leased in the 
International Building East, Rockefeller 
Center, 636 Fifth Ave. 


Miss Ruth Reyman, daughter of the 
late I. Reyman, former jeweler, of Port 
Chester, N. Y., and of Mrs. Florence I. 
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Reyman, recently became engaged to Dr. 
Nathaniel Tafer, son of Mr. and Mrs. 
Marcus Tafer of Brooklyn. 


Miss Jessie Blumenreich, head of the 
flatware department of L. Luria & Sons, 
Inc., 623 Broadway, was married recently 
to Joseph Rosenzweig, a lawyer of this 
city. After a honeymoon the bride has 
returned to her duties with the Luria con- 
cern. 


R. L. Lewis, who until about 15 years 
ago was associated with the local office 
of B. A. Ballou & Co., as a salesman, 
died Feb. 17 at his home, 23 Bridgham 
St., Providence, R. I. He was a member 
of the Jewelers Fraternal Association of 
New York. 


The annual beefsteak dinner for mem- 
bers of the Jewelers 24 Karat Club of 
New York City, will be held some time 
in April at the Hotel Warwick, 65 W. 
54th St. The exact date is expected to be 
announced shortly by Fred Croselmire, 
chairman for the affair. 


A. Sverdlik of Robinson & Sverdlik, 608 
Fifth Ave., has returned from the gem 
markets of Europe and reports that gem 
stones are very much in demand. 
Prices, stated Mr. Sverdlik, are somewhat 
higher and while abroad he noted a ten- 
dency toward color in jewelry. 


Renovations to the offices of the Wil- 
liam V. Schmidt Co., Inc. at 22 W. 
48th St., which have been increased by 
750 square feet of floor space, are ex- 
pected to be completed March 15. The 
enlarged quarters of the Schmidt con- 
cern will contain five private offices. 


Louis Parker of the Parker Watch Co., 
580 Fifth Ave., sailed recently on the 
George Washington for an extended 
visit to the concern’s European plants. 
He will devote his time primarily to 
working with the mechanical men in per- 
fecting new movements for the Parker 
line. 


A. D. Leveridge of the firm of A.: D. 
Leveridge, diamond importer, 607 Fifth 
Avenue, expects to return to this country 
March 3 on the Berengaria. He visited 
Amsterdam and Antwerp, making a short 
stay in the latter city to supervise the 
completion of certain cuttings now in pro- 
duction. 


Monroe Engelsman has moved from 9 
Maiden Lane to more spacious quarters 
in the Sheldon Building, 68 Nassau St., 
where he will resume the manufacture, 
exporting and importing of products for 
jewelers. Mr. Engelsman announces that 
he has Joseph Cardilli associated with 
him. 

According to an announcement made 
last month, A. Edward Fisher and Henry 
Israels have formed a partnership under 
the name of A. Edward Fisher & Co., 

(Please turn to page 124) 
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CHINESE GEMS Co, 


JADE ENC. 


and other Semi- 
Precious Stones for 
Compacts, Bags, 
Picture Frames and Boxes. 





Stone Ornaments for Lamps 


20 West 47th St., New York 
IMPORTER — WHOLESALER 


REPAIRING 


and Engraving on Jewelry and 
Silverware of Every 


Solky Bros., Inc. 


142 Fulton St., New York 


EXPERT REPAIRS 


SI LV ERBRWARE 
Greatest Care Given to Heirlooms 
No job too small or too much trouble 


217 E. 38th St. 


Diamonds, Pearls, Precious, 
Synthetic & Imitation Stones 


S. NATHAN & CO., Ine. 


71-73 Nassau Street, New York 
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Same Day Service GUARANTEED 


DIAL REFINISHING 


All jobs leave our shop same day received 
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and Platinum Ring 
Mountings and Wed- 
ding Rings to Whole- 
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LOUIS KOPPEL 


126 MAIDEN LANE 
NEW YORK, N. Y. 


asic REFINISHING 


WATCH AND CLOCK 


HIGH GRADE EUROPEAN METHOD 
24 Hour Service 


Write for Price List 


ROYAL DIAL & REFINISHING CO. 
116 NASSAU ST. NEW YORK, N. Y. 
SOLE DISTRIBUTORS OF 
E. MATHEY-TISSOT & CO. 
NORMIS 
CHRONOMETER CYMA 
WATCHES CLOCKS 


NORMAN M. MORRIS 
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608 FIFTH AVE. 
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Fine Watch Repairing for the Trade 
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Ww E will convert your old move- 
ments into stylish watches! 
Repair them, put them in new cases and dials 
at the lowest possible prices. Any kind of a 
watch case supplied. 

We carry a full line of rebuilt watches at 
reasonable prices. 


NU-ERA WATCH CASE co. "S.C! 
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91 E. Kinney St., Newark, N. J. 











| . 
DINiIKS 
- ar 


STERLING 








New York Notes 
(From page 123) 


Inc., at 2 W. 46th St. The new concern 
will specialize in the production of dia- 
mond rings for the instalment trade ex- 
clusively. 

Joseph Flum and William Hornig, for- 
merly sales representatives of the De 
Luxe Clock & Mfg. Co., Inc., have formed 
the Florn Co., with offices and show- 
rooms at 1123 Broadway. This new or- 
ganization will engage in business as 
manufacturers and distributors of novelty 
gift items and clocks. 

At the fortieth anniversary dinner held 
recently in this city by the National As- 
sociation of Manufacturers, a listing of 
“One Century Old” N.A.M. ‘members 
was announced, including the names of 
the following silver concerns: R. Wallace 
& Sons Mfg. Co., the Gorham Mfg. Co. 
and the Reed & Barton Corp. 


Beth Weissman, importer of interior 

decorations and gifts, 49 W. Twenty- 
third St., has returned from a five weeks’ 
trip to the Middle West and the Coast. 
She passed three weeks on the Coast 
and attended the Lamp and Gift Show 
at the Hotel Biltmore, Los Angeles. She 
is leaving for Europe shortly on her an- 
nual buying trip. 
’ Sigfrid Strommer, president of the 
Watch-Motor Mainspring Co., 145 Hud- 
son Street, announced last month that 
H. J. Lutz, formerly with Sandvick Steel, 
Inc., has been appointed assistant man- 
ager of the concern. Expansion in the 
firm’s business during the past few 
months necessitated the appointment, ac- 
cording to Mr. Strommer. 

Ernest Pritchard, well known in the 
fine jewelry business, is now connected 
with Cartier, Inc., 653 Fifth Ave. Mr. 
Pritchard was previously affiliated with 
Marcus & Co., and Dreicer & Co., both 
of this city. Before coming to the United 
States he was general manager at Rio de 
Janeiro for Mappin & Webb who have 
branches in many countries, with head- 
quarters in London. 

Miss Izabel Coles, jewelry designer of 
this city, spoke Tuesday afternoon, Feb. 
11, before the members of the Art Depart- 
ment of the Hackensack Women’s Club, 
Hackensack, N. J. Miss Coles discussed 
modern jewelry designs and illustrated 
her address with several pieces of jewelry 
she designed. Individuality in jewels, the 
designer pointed out, is as important as 
in gowns, remarking that she designs 
jewelry to correspond to the personality 
of the buyer. 

Jean R. Graef, Inc., agent for the watch 
factories of Girard Perregaux and the 
Mimo Watch Co., moved last month from 
21 Maiden Lane to larger and more at- 
tractive quarters in Room 1308 at 15 
Maiden Lane, The new offices were of- 
ficially opened Feb. 4 when Mr. Graef 
and his associates acted as hosts to many 
members of the trade who called during 
the day. The firm was the recipient of 
many telegrams and messages of con- 
gratulation and numerous floral offerings. 

A. Shapiro & Son, manufacturers of 

(Please turn to page 125) 
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SCHICKSNAPS 


To] >) 
PLATINUM 
CULTURED 
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HARRY C. SCHICK, INC - NEWARK,N. J. 


WE PAY 
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Weight and Karat Test Guaranteed 
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149 Canal St. NEW YORK 
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Hand made genuine French Marcasite 
Brooches in various designs and in com- 
binations with Agate, Carnelian & Jade. 


Arrangements made for sample orders 


JEWELRY CREATIONS, INC. 
Manufacturers 
117 W. 48th St. New York 








RCH CROWN TAGS 


CELLULOID — METAL — PARCHMENT 
Send for Catalog Illustrating 
Our New Improved Line 


18 Crawford St. Newark, N. J. 











A Modern Case and Dial 
to fit every Movement! 


We Repair and Rebuild 
all kinds of Watches. 


All Work Guaranteed 
S. SCHWARTZ 
64 W. 48th St., New York, N.Y. 

8% L. 10 Kt. R.G.P. Case & Dial $1.35 
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ng Traveling and Boudoir Clocks 
complete Leather Case Service 
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TRADE WATCH REPAIRING 
All Work Guaranteed One Year. 


Write for Price List 


GEDDES & CRAMER 
1113 Chrisler Ave., Schenectady, N. Y. 
Service That Satisfies 
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NOVELTY WATCHES 
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48 W. 48th St. New York 
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Low-Priced Line. 

7 Jewels—Popular Sellers. 
Fully Guaranteed 
Write for free Catalogue 
No. C-3 


BRENET WATCH CO. 
266 W. 40th St., New York 


PLATING 


Silverware Repaired and Refinished 
Equal to New—Clocks Gold Plated 
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JOSEPH RUBIN ELECTRO PLATING CORP. 
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watches and jewelry, 37 W. 47th St., an- 
nounce that they have been succeeded by 
A. Blumstein, formerly of 125 Canal St., 
but now located at 37 W. 47th St. This 
change, which became effective Feb. 1, 
applies only to New York and vicinity as 
the Shapiro concern will continue to main- 
tain its Los Angeles office. Harry Shapiro 
will remain in New York until May 1 
and after that date will join the Los 
Angeles office, which at the present is be- 
ing handled by A. Shapiro. 


Jack J. Felsenfeld, 15 Maiden Lane, 
spoke recently before members and guests 
of the Reading (Pa.) Rotary Club on the 
cultured pearl industry. Mr. Felsenfeld 
has been presenting similar talks before 
various organizations in many cities. 

Judge Coxe in the United States Dis- 
trict Court, this city, recently entered a 
final consent decree in favor of the Wreal 
Cravat Holder Co., Inc., and The Baer & 
Wilde Co., against the Imperial Mer- 
chandise Co., New York. The action was 
similar to many filed by these plaintiffs 
against concerns charged with infringing 
a patent on a cravat holder, covered by 
patent letters 1,865,995. Im entering the 
decree Judge Coxe sustained the plain- 
tiffs and adjudged that the defendant had 
infringed upon the patent involved. The 
court also granted a restraining injunc- 
tion against the defendant. 


The Diamond Dealers Club, Inc., with 
headquarters at 93 Nassau St., will cele- 
brate its fifth anniversary with a banquet 
on Saturday night, March 7, in the grand 
ballroom of the Hotel Pennsylvania. At 
a meeting held recently the following of- 
ficers were elected to serve for 1936, 
Harry Sigman, honorary president; Jo- 
seph Dehan, president; Sol Brandes, vice- 
president; Maurice Kornreich, treasurer 
and Arthur Wiener, secretary. The di- 
rectors selected include, Max Jellinek, 
Samuel Silverstein, Harry Neumark, Sol- 
oman Joel, Nathan Israel, Samuel Zack- 
heim, Nicholas Ray, Edward Kittay, 
Jack Birnbaum, Philip Horowitz and 
Paul Berman. 


The annual meeting and election of 
officers, followed by installation cere- 
monies, a dinner and entertainment, were 
held Wednesday night, Feb. 19, at the 
Clock Restaurant, 107 W. 43rd St., by the 
Associate Jewelers, Inc. All of the of- 
ficers were reelected including Jacques 
Japka of LaFrance Jewelry Co., presi- 
dent; Morris Rikles, first ‘vice-president; 
Morris Rubin, second vice-president; 
David Schapiro, secretary and Isadore 
Tenen, treasurer. Elected to the board 
of directors were the following: W. Chal- 
son, I. Gratz, T. Malkin, D. Schenker, 
D. Weinman, M. Lieberman, Mr. Flyer, 
A. Osborne, M. Miller, B. Kolson and 
Mr. Fleiderbaum. President Japka pre- 
sided at the meeting and dinner and the 
guests were Tobias Berger, attorney for 
the organization, and Arthur Bergman, 
honorary member of the association and 
recording secretary of the New York 
Jewelers Benevolent Association. About 
50 members and guests attended. 
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Antique English Silver 
Old Sheffield Plate 


Victorian Silver and Plate 
If there is anything in our line 
that you need at any time we will 
be pleased to send a selection on 
approval—without obligation. 

“We sell to the Trade only” 


MICHAEL FEINBERG, Inc. 
15 West 47th St. New York 














Send us your Old Stock of Unsalablo Watches 





We will Rebuild them . 


b . Repair them and fit 
them into Modern, Latest 


Design Cases. Natural 


Gold Color, Stainless Steel or Chrome with at- 
tractive Dials to match, as Low as $2.25 Complete. 
35 Years in the Trade 

1. KUNNEL 
2 WEST 47th STREET 


NEW YORK 









THE BEST YEAR 
SINCE 1929— 


"Business in 1935 was in general 
better for the jewelry manufac- 
turer. Manya —— has poured 
these sweet wo te our ears, 
“the best year aimee 1929.” 
WE take pride that, in a small way, we are 
a part of this industry. Our fine gold, pure 
platinum, and 10% iridium —— have gone 
into the nes & ie Sees oe les, and our 
refining of filings, sweepings, and scrap m 
_ — to bolster the prosperity of the 
jeweler. 
Checks sent promptly 


LAMBROS & MERKT 
Smelting & Refining 
15 John St. New York, N. Y. 








DIAMOND WATCH $24.95 





No. 719/20 7% L—i4K—17J—20 DIAMONDS 
Exact Size Shown 
LOUIS WATCH CO.., Inc. 


116 Nassau Street, New York 
Factory: Bienne, Switzerland 














GEM-STONES 
By G. F. Herbert Smith 


An Interesting 
Authoritative Book 
Comprising 40 chapters and many 
diagrams, plates and tables by an 
outstanding authority. Over 300 
pages. Price $3.00. 


THE JEWELERS’ CIRCULAR— 


KEYSTONE 
239 W. 39th St., New York 










































































































[ wien TO BUY 





PARK AVE. 


ANCHESTER 
SILVER COMPANY 


LAND 











G. H. FRENCH & COMPANY 


© HO 
NORTH ATTLEBORO - MASSACHUSETTS 


Send for Latest Catalog 








SPECIAL OFFER 


Try Pernet, the perfected liquid silver polish en- 
dorsed by manufacturer and retailer. itera 
trial sample bottle pestpaid for 2¢, “stamps or, 
coin, te cover cost of mailing, together with 
prices and discounts. 


8 U R- M ER Rechatine ts. Y: 











4UTTLe 


ARISTOCRATIC 
STERLING 


st GB 
— 








A superior polish — bocked 
by over o century of experi- 
ence in the manufacture of 
fine silverwore For use ond 


TAWA 
POLISH 


( Cc 
df < 
v/ r . ‘wacky 
Veo. iT 
VERSM 


resole—borrels to 3 oz. jors. 


REED & BARTON Taunton, Mass. 











| conducted by 











DUB-L-LOK 
WORKS AUTOMATICALLY 





ELLS MFG.CO.“70"° 











Massachusetts School of Optometry 
INCORPORATED 
Standard Three-Year Day Course 
Post Graduate and Special Courses 
Arranged 
For further information address: 


1114-1118 BOYLSTON STREET 
Boston, Massachusetts 














PROVIDENCE: 


Happenings in the New England Territory 


Mr. and Mrs. Edgar Brunschwig sailed 
Feb. 14, on the steamship Volendam, for 
an extended European trip. 

President Edmund C. Mayo of the Gor- 
ham Mfg. Co., and Mrs. Mayo, are spend- 
ing a few weeks at Camden, S. C. 

Bernard Boas has been elected presi- 
dent and general manager of the J. A. 
Foster Co., retailer. 

Arthur J. Maker has been elected to 
office in Massasoit Encampment, Inde- 
pendent Order of Odd Fellows, at War- 
ren. 

Benjamin Sohn, 97 Pratt Street, has 
filed a statement at City Hall, of owner- 
ship of the Art Jewelry Co., 158 Pine 
Street. 

The Imperial Pearl Co. has removed 
its offices and plant from 14 Blount Street 
to larger and improved quarters at 7 
Beverly Street. 

Raymond E. Ostby, of the Ostby & 
Barton Co., with Mrs. Ostby, have re- 
turned from a several weeks’ sojourn at 
the Cloister, Sea Island, Ga. 

Frederick B. Thurber, president of the 
Tilden-Thurber Co., sailed Jan. 29 on the 
Manhattan from New York for a several 
weeks’ business trip in Europe. 

Henry A. Jackson, for many years as- 
sociated with the local manufacturing 
jewelry industry, until his retirement, died 
recently at his home in this city. 

The Roger Williams Engraving Co., 
43 East Avenue, Pawtucket, is owned and 
Robert G. Stockman, 1 
Mashapaug Street, Providence. 

Arthur S. Bishop died recently at the 
age of 77 years. He was a member of 
the Bishop Co., North Attleboro, and was 


| well known throughout the jewelry trade. 


The W. & H. Jewelry Co., 158 Pine 


| Street, this city, has announced the ap- 


pointment of John M. Tonry, with offices 
in New York, as its eastern representa- 
tive. 

Louis A. Ham, for a number of years 
employed at the Gorham Mfg. Co., pre- 
vious to which he conducted a jewelry 
burnishing establishment for several years, 
died Feb. 1. 

Smoke did several hundred dollars’ 
damage to the stock and store of Emil 
J. Vaine, retail jeweler, during a recent 
fire in the American Block, Main Street, 
Woonsocket. 

Serious damage was done to the store 
and stock of the Star Jewelry Co., re- 
tailer, 46 Summer Street, Pawtucket, 
Louis Lapray & Son proprietors, on Feb. 
11, by fire, water and smoke. 

Elliott Paris, for several years con- 
nected with Cohn & Rosenberger, has been 
appointed general manager of the C & G 
Mfg. Co., manufacturer of rhinestone 
and costume jewelry and novelties, 61 
Peck Street. 

Among the nominees for delegates to 
the State Constitutional Convention called 
for March 10 are: Vincent Sorrentino and 
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William <A. Shawcross of Providence; 
Russell Grinnell of Exeter and Edward 
B. Hough of Warwick. 


Fire, smoke and water caused damage 
amounting to nearly $10,000 to the stock, 
fixtures and building of the Yanow Co,, 
Inc., Main Street, Woonsocket, recently, 
The fire started in a workshop at the rear 
of the company’s jewelry store. 


Alois Gustave Buyens, Belgian sculptor 
who gained world-wide fame after his 
work at the Chicago World’s Fair of 
1890, and for many years a creator for 
Tiffany & Co., New York, died at his 
farm in Richmond, R. I., Feb. 12, in his 
93rd year. 

Francis J. Curley, former designer and 
modeler for the International Silver Co., 
Meriden, Conn., from 1922 to 1929, and 
for 20 years previously similarly asso- 
ciated with the Gorham Mfg. Co., this 
city, died recently at Meriden, aged 72 
years, following a protracted illness. 


The police of Fall River, Mass., believe 
that they have solved the robbery of the 
retail jewelry store of George C. Paradis 
on the night of Dec. 5, 1923, by the ap- 
prehension of a man, 39 years old, who 
was arraigned in District Court, Feb. 18, 
and held for action by the grand jury. 

Ralph S. Hamilton, Jr:, president-trea- 
surer of Hamilton & Hamilton, Jr., Inc., 
and Mrs. Hamilton, sailed recently for 
Rio de Janeiro. They will visit the prin- 
cipal places on both the East and West 
coasts of South America, returning to 
the Canal Zone for a short time, and then 
sailing for California. They will return 
home some time in May. 

Edward O. Otis, Jr., executive secre- 
tary of the New England Manufacturing 
Jewelers’ and Silversmiths’ Association, 
represented the manufacturing jewelry 
industry at a luncheon at Turks Head 
Club on Feb. 13, sponsored by the 
Providence Chamber of Commerce in the 
interests of the observance of the city’s 
Tercentenary celebration. 

Twenty-seven manufacturing jewelry 
and silverware plants in Rhode Island 
reported 4554 persons on their payrolls 
at the close of December, according to 
the monthly summary issued by the State 
Department of Labor on Jan. 30. This 
was a decline of 13.2 per cent as com- 
pared with the month of November, but 
2.5 per cent better than the corresponding 
month of 1934. This decline is a sea- 
sonable one and the fact of an improve- 
ment over a year ago is taken as an op- 
timistic indicator for the current year. 





SPECIAL ORDERS 
ING IN SILVER AND SILVER 


PLATE 


* TUTTLE * 
SILVER CO. 








REPRODUCING, FINE REPAIR- 








107 W. Canton St., Boston, Mass. 
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BYARD F. BROGAN 
Manulacturer of Distinctive Diamond 
Mountings and Wedding Rings 


805 Sansom Street Philadelphia 








We Are Authorized 
Distributors for 
TELECHRON & REVERE 
Electric Clocks 
SETH THOMAS CLOCKS 
WESTCLOX PRODUCTS 
INGERSOLL PRODUCTS 
Jos. B. BECHTEL & COo., INC. 


729 Sansom St., Philadelphia 


ll orders for these items in the 
tales Rotation as Received 








Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS 
JEWELERS AND ENGRAVERS 


‘§ Broad and Somerset Streets 
“a PHILADELPHIA, PA. 














THIMBLES—TIE CLIPS 
IDENTIFICATION WRISTLETS 





Simons Bros. Company 


269 So. Oth St. 


Z'RNKILTON 


CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 
F. X. ZIRNKILTON = Piitavetnt 


PHILADELPHIA 


Philadelphia 

















DIAMONDS 
WEDDING RINGS 


Manufacturers of the Best in Wedding 
Rings for Nearly a Century 


ALFRED HUMBERT & SON 
117 So. 10th St. Philadelphia 








MOUNTINGS 
OF RECOGNIZED MERIT 


FuLMeER & GiBBons, INC. 
117 So. 10TH St. PHILADELPHIA 








BOWMAN 
Technical School 


for S for 
Watchmakers 
Engravers, Jewelers 
Write for free book ‘Your Future and Our Seheol.” 


JOHN J. BOWMAN, Direetor 
Bowman Bidg., Lancaster, Pa. 
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PHILADELPHIA 


Louis Sickles, 1015 Chestnut Street, left 
Feb. 12 on a month’s cruise to the West 
Indies. 

Henry Maybaum of M. Sickles & Sons, 
left Feb. 15 on an extended trip through 
the South. 

William Gsand, formerly at 23 S. 
Eighth Street, has moved into new quar- 
ters in 1 S. Eighth Street. 

Willard Sickles of M. Sickles & Sons, 
904 Chestnut Street, sailed Feb. 19 on the 
Kungsholm on an 18-day cruise to the 
West Indies. He was accompanied by 
Mrs. Sickles. 

William S. Waples of Williams & 
Waples, 729 Sansom Street, was married, 
Feb. 8, to Miss Marion Cavanaugh. The 
couple are now on an extended honey- 
moon by automobile to the Pacific Coast. 

Bruce Gordon, son of the late Max 
Gordon, was married, Feb. 2, to Miss 
Evelyn Iskin, daughter of Harry Iskin, 
well known manufacturing jeweler. Mr. 
and Mrs. Gordon will reside at 5922 
Walnut Street. 

Philip Kind of S. Kind & Sons, 1110 
Chestnut Street, has been named co-chair- 
man of the Mercantile Division of the 
United Campaign, organized to raise $4,- 
488,000 for the Community Fund of 
Philadelphia and vicinity and the Fed- 
eration of Jewish Charities. 

Fred T. Barry, for 40 years affiliated 
with the jewelry business as a traveling 
salesman, died Feb. 21 at his home in 
Germantown, after a long illness. Mr. 
Barry was 65 years old and his last con- 
nection in the trade was as Western rep- 
resentative for the Ziruth-Burgess Co., 
Newark, N. J. He was a member of the 
Brotherhood of Traveling Jewelers and 
the Jewelers Fraternal Association of 
New York. 





Samuel R. Jaques 


Trenton, N. J., Feb. 18—Samuel R. 
Jaques, retired jeweler and clock expert 
of this city, who died at his home, 231 
Academy Street, last Friday, was buried 
in the Bordentown Cemetery yesterday. 
Funeral services were held here with the 
Rev. Alexander Fraser of the First Bap- 
tist Church, Bordentown, officiating. 

Mr. Jaques was born in Bordentown, 
Jan. 8, 1847, and soon after the close 
of the Civil War came to Trenton. He 
became a member of the firm of Cook 
& Jaques, listed in the early city direc- 
tories as “jewelers and horologists.” The 
firm specialized in selling and repairing 
timepieces and for many years supplied 
clocks to the railroads coming into this 
city. They also provided the clocks used 
in practically all of the public buildings 
in Trenton. 

In 1911 his partner, E. R. Cook, died, 
and about five years ago Mr. Jaques re- 
tired. Mr. Jaques was a bachelor. 





New Enterprises 
O. R. Erickson has opened a _ watch- 
making and jewelry business at 6 W. 
Central Boulevard, Villa Park, Ill. For 
the last six years he had conducted a 
similar business from his home, 310 S. 
Princeton Avenue. 
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C. Wentworth, who conducted a jew- 
elry repair business in Puyallup, Wash., 
during the last nine years, opened a 
jewelry store Feb. 1 in space leased from 
the Potlatch Mercantile Co., Potlatch, 
Idaho. 

Adam Cairo, for 14 years in the em- 
ploy of Harry Rayman, Inc., jewelers, 
12 S. Fourth Avenue, Mount Vernon, 
N. Y., has opened his own jewelry busi- 
ness at 43 Fourth Avenue, Mount Ver- 
non, under the title, Adam—Jeweler. 

Jean Nay, formerly associated with the 
jewelry store of Isaac H. Barnes, Green- 
field, Ind., has opened a watch repair 
and jewelry shop at 12 S. ‘State Street 
in that community. 

A jewelry business, to be known as 
Sterken-Durel, Inc., was opened Feb. 15 
at 126 Baronne Street, New Orleans, La., 
by Charles T. Sterken and Emmet A. 
Durel. 

R. J. Vierthalter, former manager of 
the watch repair shop in the department 
store of the Boggs & Buhl Co., has 
opened a shop in the United States Mar- 
ket House, Pittsburgh, Pa. 


C OOPER 
‘vou ae 


SINCE 1907 


SPECIAL ORDER WORK—REPAIRING 
711 SANSOM ST. PHILADELPHIA 

















ee nin ste ELL 
For American ont Sete Watches 


“> 
CROSSCURVED 


LIKE 
THE EAGLES WINGS 
They have MORE POWER 


WATCH-MOTOR MAINSPRING CO+- 


145 HUDSON STREET NEW YORK-N-Y: 















ELGIN & CYMA 
—— WATCHES 


LOUIS SICKLES 


1015 Chestnut St., Philadelphia, Pa. 
“Wholesale Distributors to the Trade” 











OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SWEEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from all parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awaiting your OK. 


EMPIRE SMELTING & REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 

















WHERE TO BUY 








WOLFSON & GRAU 
Manufacturing Jewelers 


Our Specialty 
Diamono Sertme ano Speciat Orver Worx 
Warten ano Jeweray Repainine 
Eweravine ano Canvine of Aut Kinos 
Arso Stampme of Leatner Goons 


416 CLARK BUILDING 


1918 PITTSBURGH, PA. 1935 








REPAIRING 
JEWELRY & SILVERWARE 


PLATING 
GOLD—SILVER—RHODIUM 


ENGRAVING 


SPECIAL ORDER WORK 
HEEREN & COMPANY 


Successors to Heeren Bros., Company 
140 8TH ST., PITTSBURGH, PA. 








EXPERT REPAIRS 
Jewelry of Every Description 
DIAMOND SETTING AND ENGRAVING 
DOERNBERGER & MUCK 


406 Pittsburgh Life Bldg. Pittsburgh, Pa. 








JEWELERS’ SUPPLIES 
DISTRIBUTORS OF 
Genuine Factory Materials. 
Watch Glasses, Tools, Findings, Etc. 
Optical Findings. 
MARTIN GLUCK & SONS 
718 Penn Ave. Pittsburgh, Pa. 








WE OFFER 
ALL THAT'S NEW IN— 


ELGIN 
WALTHAM 
WESTCLOX 
INGERSOLL 

SETH THOMAS 

INTERNATIONAL SILVER PLATE 

COMMUNITY PLATE 
KADETTE RADIOS 


WHOLESALE DISTRIBUTOR TO THE 
TRI-STATE DISTRICT 


SAMUEL 


WEINHAUS 


COMPANY 
720-722 PENN AVE., PITTSBURGH, PA. 











William J. Kappel, president of the 
William J. Kappel Co., is sojourning in 
Florida. 


Emanuel Grafner, of Grafner Bros., 
and Mrs. Grafner, are vacationing at 
Miami Beach, Fla. 


S. A. Meyer, Washington, Pa., jeweler, 
was in Pittsburgh recently replenishing 
stocks for his three stores. 


Paul S. Hardy, president of the Hardy 
& Hayes Co., Wood St., has recuperated 
from a recent illness. 


R. M. Brown, retail jeweler, Morgan- 
town, W. Va., was in Pittsburgh recently 
buying Spring merchandise. 


Harry Landaw, of Landaw Bros., Penn 
Ave., has returned from New York where 
he consummated Spring purchases. 


Emil Freyer, president of the Samuel 
Weinhaus Co., and Mrs. Freyer, have 
joined the Pittsburgh colony at St. Peters- 
burg, Fla. 


Clyde G. Mortimer, Heeren & Co., 8th 
St., reports a large volume of incoming 
orders during the first six weeks of the 
New Year. 


Samuel Wolfe, Frankstown Ave. re- 
tailer, who has been confined to Mon- 
tifiore Hospital because of illness, is re- 
cuperating at his home. 


Bert S. Kunselman, of J. R. Reed & 
Co., Penn Ave., has returned to work, 
having recovered from injuries received 
in a fall at his home. 


J. R. Ridie, representing the R. Wallace 
& Sons Mfg. Co., Wallingford, Conn., 
called upon the local trade with a new 
line of Spring merchandise recently. 


Dave Weis is on an extended road trip 
for Grafner Bros. William Grafner, son 
of the founder of the company, has been 
absent from the store, due to illness. 


Robert Culver of the New York office 
of the Elgin National Watch Co. and 
William Davis of Stern & Stern, also of 
New York, called on the trade recently. 


Harold Dauber, district representative 
for the Western Clock Co., is convales- 
cing from a recent injury at his home in 
the Wendover Apartment, Squirrel Hill. 


I. E. Boucher, general manager of the 
Waltham Watch Co., Waltham, Mass., 
and L. R. Olsen, manager of the Cin- 
cinnati office, were recent Pittsburgh 
visitors. 


C. Glenn Sipe, Jr., of the House of 
Sam F. Sipe, Wood and Diamond Sts., 
who has been seriously ill from pneu- 
monia, is convalescing and will return to 
the store shortly. 


D. H. De Nardo, well-known Braddock, 
Pa., retailer, has been exhibiting a watch 
in his store which belonged to the late 
Knute Rockne, noted football coach. The 














(Please turn to page 129) 
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PITTSBURGH: 











GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 


SPECIALIZING 


DIAMONDS 


818 LIBERTY AVE., PITTSBURGH 








Easter Gifts 


BRIGHT NEW COLORED 
NOVELTIES IN 


Compacts 
Costume Jewelry 


Ladies’ Hand Bags 


M. BONN CO. 


713 PENN AVE. PITTSBURGH, PA. 











FOUNTAIN PEN SERVICE STATIO 


f- JL A446 WORK GUARANTEED: 


SIMGER PIN: GUT SHOP TRIS bee rbe 
WRITE FOR PRICE LIST ON 
Repairing of Pens 
Engraving Names by Machines 
Gold Stamping on Leather 


























—— and SILVER 


Scrap and Wastes 
IPURCIHASIEID 


Highest cash rates, by as- 
say or over the counter. 
Get cash for your scrap 
promptly. This is the only 
complete gold refinery op- 
erated in this section of 
the country. 


GOLD, SILVER, PLATINUM, alloys 
end KARAT GOLDS, etc., furnished. 


VERNON-BENSHOFF CO 


Clark Building _— Pittsburgh, Pa 
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Pittsburgh Notes 
(From page 128) 


watch is the one worn by Rockne when 
he crashed in an airplane accident. 


Sam Goodman, McKeesport retail 
jeweler, has been removed from Colum- 
bia Hospital, Wilkinsburg, to his home 
where he is now recuperating from in- 
juries sustained in. an automobile acci- 
dent. One leg is still in a plaster cast. 


Traveling men for the local jewelry 
jobbing houses were delayed in getting 
started on the road with new Spring 
lines, due to the severity of the weather. 
Henry Brooks and Joseph L. Menner, Jr., 
of the Samuel Weinhaus Co., finally left 
after a week’s delay. 


‘ William Race, assistant to the presi- 
dent of the International Silver Co., 
Meriden, Conn., was a recent Pittsburgh 
visitor. Mr. Race was rather optimistic 
regarding future business conditions in 
the jewelry trade and expressed the 
opinion that there is a definite trend 
toward higher priced merchandise, the 
demand in recent years for less expen- 
sive goods having been fairly well ab- 
sorbed. 


The Retail Merchants’ Council of 
Pittsburgh, which is affliated with the 
Chamber of Commerce of this city, held 
an important meeting Feb. 10 at the 
Chamber, at which time the new by-laws 
were carefully considered. The council, 
according to Jack Roberts, is setting up 
an organization to fight increased state 
and Federal taxes. The jewelers are 
represented by Glenn Keating and Paul 
§. Hardy, in addition to Mr. Roberts. 


A. Lippard, who operates Alvin’s 
Jewelry Shop, 1008 Liberty Ave., was 
robbed in a novel way Feb. 10. A Gov- 
ernment business agent had just spoken 
to Mr. Lippard when a Negro, to whom 
the jeweler had been showing a tray of 
diamonds, valued at $300, walked out of 
the store, leaving eight vacant places in 
the tray. Mr. Lippard chased the in- 
truder, but could not catch him. He tele- 
phoned the police, but when they arrived 
Mr. Lippard was in more trouble. In 
hurrying from the store he had forgotten 
his keys, and when the police arrived he 
was locked out. 


CINCINNATI 


Maurice Solomon, recently elected pres- 
ident of the Town Crier, received the 
condolences of his friends because of the 
death of his father, Charles Solomon, on 
Feb. 15. Mr. Solomon is survived by his 
widow, two daughters and two sons. 


A. W. Kampf, president of the Greater 
Cincinnati Retail Jewelers’ Association, 
is endeavoring to have the organization 
resume its monthly meetings. The ses- 
sions usually are stopped just before the 
holiday season and resumed in February 
or March. 


Mrs. Katherine S. Bennett, wife of 
Clifford S. Bennett of the Frank Her- 
schede Co., jeweler, died recently at 


THE JEWELERS’ CIRCULAR—KEYSTONE 
for March, 1936 








Good Samaritan Hospital. Mrs. Bennett 
was a soprano soloist and prominent in 
music circles, having been treasurer of 
the Matinee Musicale Club. 


John W. Wirth, Beechhurst, L. I., N. Y., 
joined the Gruen Watch Co., and will 
represent the firm in Alabama, Florida, 
Mississippi, Tennessee and part of Ken- 
tucky. Mr. Wirth was connected for 
about 11 years with the Harvey Clap Co. 
Later, he was associated with a retail 
jewelry company for several years. 


Fred G. Gruen of the Gruen Watch 
Co. took part in the opening of the jewel- 
ry store of Max Strasburg in Hollywood, 
Calif., although he did not leave Cin- 
cinnati. Mr. Gruen pressed a Western 
Union switch at the Queen City head- 
quarters which turned on the lights of 
Strasburg’s jewelry enterprise in the pic- 
ture city. Members of the film colony at- 
tended the opening of the store. 


Mrs. Elizabeth L. Swigart, 70, who 
held the title of president but was not 
active as such in the E. & J. Swigart Co., 
dealer in jewelers’ supplies and optical 
goods, was found dead in bed at her 
home, 1003 Dana Ave., Avondale, Feb. 
15. Services were held at the Avondale 
Presbyterian Church, Feb. 17. Mrs. Swi- 
gart became president of the concern in 
1908 when her husband, Eugene Swigart, 
died. 


The corporate background of the Creutz 
plating firm in the Walsh Building, 
Third and Vine Streets, has been changed 
from a partnership to a corporation. 
Creutz Platers, Inc., is the new title of 
the firm, which was founded more than 
25 years ago by the father of Larz and 
Otto Creutz, who have been carrying on 
the business under the name of the 
Creutz Plating & Mfg. Co. The company 
applied for a charter as Creutz Platers, 
Inc., with Larz Creutz, William R. Ben- 
ham and Katherine Smith as the incor- 
porators. Capital is $25,000. 


William W. Oskamp, president of the 
Oskamp Nolting Co., and E. Gordon Os- 
kamp, head of the former Oskamp Jewel- 
ry Co., were named executors of the es- 
tate of their mother, Mrs. Adele Werk 
Oskamp, who died New Year’s Day. Mrs. 
Oskamp left an estate estimated at $340,- 
000 in personal property and $833 in real 
estate, willed to her husband, three sons 
and two daughters, but William S. P. 
Oskamp, husband, died some time ago, 
as did a son, W. Herbert. The executors, 
Mrs. Adele O. Ryan and Mrs. Elsa O. 
Bishop, will share the estate. 


Joseph F. Pieper, well known to the 
jewelry trade of this section for many 
years, has joined the William F. Shumer 
& Son organization, which will operate 
in the future as Schumer & Pieper, Inc. 
They have doubled their office and fac- 
tory space on the fourth floor of the 
Higgins Block. Mr. Pieper’s father 
started a jewelry business in Covington, 
Ky., just across the Ohio River, over 70 
years ago, and after his death Mr. Pieper 
and his brothers conducted the business 
until two years ago. For four years he 
was mayor of the city, his term expiring 
the first of this year. 
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Abraham Harris 


Abraham Harris, until his retirement 
in 1915 a member of the firm of Harris 
& Schuster, jewelry jobbers, New York, 
died Sunday, Feb. 9, in Cincinnati, Ohio, 
where he lived at the home of his son. 
He was 78 years old when he passed 
away. 

Mr. Harris started in the jewelry busi- 
ness as a boy working for R. L. & M. 
Friedlander where he finally earned the 
position of one of the concern’s leading 
salesmen. In 1895 he launched into the 
jewelry jobbing business with Morris J. 
Schuster under the style of Harris & 
Schuster. This business flourished, be- 
coming known in many parts of the coun- 
try, but in 1915 when Mr. Harris decided 
to retire the partnership was dissolved. 
Although retired for more than 20 years, 
Mr. Harris continued to maintain a mail- 
ing address at the office of his nephew, 
Bert L. Kaufman, manufacturing jeweler, 
9 Maiden Lane, N. Y. 





Charles L. Trout 


Funeral services for Charles L. Trout, 
president and treasurer of the Trout Dia- 
mond Co., Inc., 170 Broadway, New York, 
were held Feb. 7 at the Universal Funeral 
Chapel, after which the body was cre- 
mated. The ashes will be taken in the 
spring to Mr. Trout’s birthplace, Maquo- 
keta, Iowa. Mr. Trout, who was 70 years 
old, was found dead in his apartment at 
31 W. Ninth St., New York, by an em- 
ployee on the morning of Feb. 4. He had 
been ailing since last fall. . 

He had been a jeweler for 40 years, 
in 1896 founding the firm of Leys, Trout 
& Co., which was disbanded three years 
later when he organized Charles L. Trout 
& Co. The company was incorporated in 
1914 and operated under that title until 
March, 1934, when the Trout Diamond 
Co., Inc., was organized. 

In a will made a few days before his 
death, he left the bulk of his estate to his 
son, Charles L. Trout, Jr., who will suc- 
ceed to the presidency of the business. 

Besides his son, the deceased is sur- 
vived by his widow, Della M. 
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WATCH MATERIALS 
JEWELRY SUPPLIES 
* 

We carry a complete line of 
all genuine American and 

Swiss watch materials. 
VTF—BB—KK and GS 


Watch Crystals 
LANDAW BROS. 
628 Penn Ave. Pittsburgh, Pa. 




















[ WHERE TO BUY | 








Ae KE. Phone: Central 5400 


KRAUSE 
& CO. 


RELIABLE WATCH REPAIRING 
37 South Wabash Ave. CHICAGO 
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FINDINGS ,, 


THINK OF 


FULLER 


ORDER FROM YOUR JOBBER 
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GRDINARY WO 


BECKER-HECKMAN Co. 
28 E. Madison St. 


CHICAGO, ILL. 
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_MANUFACTURERS 
of QUALITY DIAMOND MOUNTINGS 
and WEDDING RINGS 
Expert Diamond Setting Jewelry Repairing 
159 N. State Street Chicago, Ill. 











| PERSONALIZED JEWELRY 
STERLING—GOLD—HAND WROUGHT 
Send for complete illustrated catalog 
THE ART METAL STUDIOS, Inc. 
Jewelry and Novelty Craftsmen 
17 N. State Street, Chicago 
AT THE BOSTON GIFT SHOW 


HOTEL STATLER, MARCH 9TH TO 14TH 
REP. MR. HANS F. COMPERTZ 








CENTRAL WATCH CO. 

WATCH REPAIRING FOR THE TRADE 

Best Workmanship at Lowest Prices 
Prompt Service 

5 South Wabash Ave. CHICAGO, ILL. 
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CHROMIUM 
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SWARTZ & CO. 


10 S. Wabash Ave. 


Chicago, Ill. 

















VALANCES 


R aH An ine sive way 
i to prove 
DISPLAY 
WINDOWS 
Send Glass Sizes for 
Samples and Designs. 
Camden Artcraft Co 
160 N. Wells St. 
CHICAGO 








CHICAGO: 


Jewelry News Flashes from the Great Central West 


H. F. Thiele, Alliance, Neb., made his 
annual business trip to Chicago last 
month. 


W. T. Clark of Thorpe & Co., Sioux 
City, Iowa, spent two days in Chicago 
recently as he returned home from a 
visit to Cincinnati. 


William Swartchild of Swartchild & 
Co. and his family have recently returned 
to Chicago after spending two months in 
California on a winter vacation. 


E. Harry Austerlitz of the May Dia- 
mond Co., Los Angeles, visited in Chicago 
a few days last month as he was return- 
ing home from a business trip in the East. 


Walter M. Jaccard of the Jaccard 
Jewelry Corp., Kansas City, Mo., spent 
several days in Chicago recently looking 
over lines for the spring business. 


William Lambrecht, Sr., of William 
Lambrecht & Son, 1958 Milwaukee Ave., 
is spending two months in San Antonio, 


Tex., and expects to return about the 
middle of March. 


Sam Perlman, representative for the 
Louis Stern Co., Providence, who recent- 
ly returned from Bermuda and thought 
to be much improved, is now in Florida 
in a further effort to restore his health. 


William Gibson of the Cole & Young 
Co., Inc., and president of the National 
Association of Credit Jewelers, is spend- 
ing two months at Miami Beach, accom- 
panied by Mrs. Gibson. 


William Weisser, Weisser Jewelry & 
Optical Co., Peoria, IIl., and’family were 
in Chicago recently enroute to Florida, 
where they will join their son, who has 
been there for several weeks. 


Mrs. E. Hostetter, buyer for the Powers 
Mercantile Co.,, Minneapolis, and Miss 
E. Gillman, buyer for the F. & R. Lazarus 
Co., Columbus, Ohio, called on wholesale 
houses in Chicago last month. 


M. Iralson, diamond importer, located 
for many years in the Columbus Memorial 
Building at 31 N. State St., has moved 
his offices to Room 402 of the Republic 
Building at 209 S. State St. 


At a recent meeting of the board of 
directors of the Wahl Co., L. W. Brig- 
ham was elected director, secretary and 
treasurer of the concern. Mr. Brigham 
has been secretary of the company for 
five years. 


William Shapiro, California and Pa- 
cific Coast representative for the Man- 
heimer Watch Co., has returned to his 
territory after spending several weeks at 
the home office on business and enjoying 
the Chicago weather. 

Harry Goldstein, Goldstein Jewelry 
Co., Peoria, Ill., visited briefly in Chicago 
early in February enroute to New York, 
from where he was to sail through the 
Panama Canal to Southern California 
for a six weeks’ trip. 
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George J. Fisher, western representa. 
tive for the M. Fred Hirsch Co., Jersey 
City, N. J., left last month for the Pacific 
Coast after 10 days of successful business 
in Chicago. Mr. Fisher will make the 
important cities enroute. 


William A. Kaufman, president of the 
A. Hirsch Co., has left Chicago, accom- 
panied by his wife and family, for an 
extensive visit in Southern California. 
Herman Hirsch of the same concern has 
retutned from a business trip to New 
York and other eastern cities. 


Announcement was made last month 
that Weksler & Goodman had purchased 
the business and assets of Paul Rosenberg, 
5 S. Wabash Ave. Weksler & Goodman 
are at present located in this building 
and this month are moving into much 
larger and more modern quarters, occu- 
pying the entire suite on the northwest 
corner of the 10th floor. They will con- 
tinue their old gold business with the 
added Rosenberg business of watch cases 
and movements. 


The Metropolitan Chicago Chapter, 
American Gem Society, held a successful 
and profitable meeting the night of Feb. 3. 
The meeting was held in room 529 of the 
Pittsfield Building following dinner in 
the club rooms in the basement. The 
meeting was presided over by H. Paul 
Juergens with nearly 40 present. Secre- 
tary Hans J. Bagge reported six new 
members since the last meeting. This 
was sapphire night and the study was 
conducted following an illuminating talk 
on the origin and qualities of the sapphire. 


The members of the Fraternal Associa- 
tion of Chicago Jewelers will meet in 
Room 421 of the Silversmith Building at 
1:20 p.m. Saturday, March 7 to approve 
a slate of officers suggested by the nomi- 
nating committee and for the transaction 
of such other business as may come before 
the annual meeting at that time. Those 
nominated for offices are: President, 
George Englehard; vice-president, Harry 
J. Mitchell; secretary-treasurer, John G. 
Leiner; directors for two years, E. L. 
Badgley and Allen B. Pinero. 


A formal organization meeting of the 
members of The Jewelers Club, which 
was recently dedicated, was held in the 
club rooms the night of Jan. 30 for the 
purpose of electing officers and adopting 
a constitution and by-laws, all of which 
was accomplished with marked una- 
nimity. Officers elected are: President, 
Thomas G. McMahon, Thomas J. Dee & 
Co.; vice-president, John T. Montgomery, 
M. A. Mead & Co.; treasurer, Charles 
Brown, Stein & Ellbogen Co.; secretary, 
Louis Goldman, Goldman, Allhouse & 
Healy. The club is proving very popu- 
lar, and with the limited membership 
of 100 there are frequently 75 or more 
members of the trade present during the 
luncheon hour. 


THE JEWELERS’ CIRCULAR—KEYSTONE 
for March, 1936 








Towle Mfg. Co., Newburyport, Mass., 
Reelects Officers and Directors 


NewsuryporT, Mass., Feb. 19—William 
A. Kinsman was reelected president of 
the Towle Mfg. Co., at a meeting of the 
directorate following the annual meeting 
of the stockholders held at the company’s 
offices in this city today. Other officers 
named are Harold E. Nock, Claudius G. 
Pendill and Arthur L. Fuller, vice-presi- 
dents, and Jerome A. Hardy, secretary 
and treasurer. 

The following directors were re- 
elected: Henry B. Trask, chairman; John 
H. Balch, Jr., Harry F. Cole, Ernest Foss, 
Arthur L. Hobson, William A. Kinsman, 
George A. Learned, Harold E. Nock, 
George W. Richardson and Henry M. 
Williams. B. Preston Clark was elected a 
new member of the board. 





Samuel Brown 


ProviweNce, R. I., Feb. 19—Samuel 
Brown, founder and president-treasurer 
of Brown & Dean, gold and silver re- 
finers, 104 Richmond Street, died yester- 
day afternoon at his home, 42 Bluff Ave- 
nue, Edgewood, following an illness of 
about six weeks. He would have’been 71 
years old on Feb. 27. 

Born in this city in 1865, he was edu- 
cated in the public schools and upon 
leaving school entered the employ of John 
Austin & Son to learn the refining trade. 
In 1891, Mr. Brown founded the firm of 
which he remained the head until his 
recent retirement from active contact and 
was well known throughout the manufac- 
turing jewelry and silversmithing in- 
dustries. 

His widow and one son survive him. 


United Horological Association of 
America Will Convene in Cin- 
cinnati April 27 to 29 


CINCINNATI, OH1I0, Feb. 11.—The United 
Horological Association of America, and 
not the Horological Institute of America, 
will hold its second annual meeting in 
this city, April 27 to 29, inclusive. It 
was inadvertently stated in the February 
issue of THE JEWELERS’ CIRCULAR-KEyY- 
STONE that the latter would meet in the 
“Queen City.” 

Stickers advertising the convention 
have been distributed by the association. 
The stickers are to be placed on pack- 
ages and letterheads. 

During the convention the Art Insti- 
tute, on Pike St., will be opened for a 
special meeting on one of the nights, 
when Prof. E. Yowell, University of Cin- 
cinnati teacher of astronomy, will be the 
speaker, 


Joseph C. Congdon 


Provence, R. I., Feb. 5—Funeral ser- 
vices for Joseph Cole Congdon, a retired 
silversmith and manufacturer, were con- 
ducted this afternoon from his home, 272 
Dudley St. He was stricken Saturday 
morning, Feb. 1, and died suddenly the 
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following day of a cerebral hemorrhage. 

Mr. Congdon was born in North 
Kingstown, R. I., on Sept. 20, 1853, the 
son of the late William Gardner Congdon 
and Sybil Pierce (Cole) Congdon. He 
removed to this city when 10 years old 
with his parents, and attended the public 
schools here and later attended a business 
college. On graduation he entered the 
employ of Fessenden Co., silversmiths, in 
Friendship St. He served an apprentice- 
ship and then went into business manu- 
facturing small silver novelties. Early in 
the 90s he returned to the Fessenden Co. 
as a silversmith, but was advanced 
through various positions to an executive 
office which he retained until his retire- 
ment about 10 years ago. He was active 
in Masonic circles, was a member of the 
Independent Order of Odd Fellows and 
of the Calvary Baptist Church. 

He is survived by one son, a grand- 
son and one brother. 





Arthur F. Guyot 


ATTLEBORO, Mass., Feb. 4—Arthur F 
Guyot, president of Guyot Bros. Co., Inc., 
manufacturer of jewelry and jewelers’ 
findings, 45 Union St., this city, died at 
the Sturdy Memorial Hospital yesterday, 
following a serious operation. He was 58 
years of age and had resided in Attleboro 
for 38 years. 

Mr. Guyot was born in New York City, 
the son of the late Numa and Pauline G. 
Guyot. After receiving a public school 
education he became associated in busi- 
ness with his father who had established 
a manufacturing jewelry plant. Upon the 
father’s death, the business was removed 
to Providence, and in 1896 was incorpo- 
rated as the Guyot Bros. Co., Inc., the 
deceased becoming president and his 
brother, Gaston A. Guyot, treasurer. In 
1897 the business was removed to this 
city and located at 45 Union St. 

Mr. Guyot is survived by his widow, a 
daughter, his mother, two brothers, a sis- 
ter, also by a grandson and several 
nephews and nieces. 


Oscar R. Johnson 


ProvipENcE, R. I., Feb. 4.—Oscar Ru- 
dolph Johnson, head of the manufactur- 
ing jewelry concern of O. R. Johnson Co., 
Auburn, died suddenly yesterday at his 
home in Edgewood. He was 66 years old. 

Born in Sweden, Mr. Johnson came to 
the United States with his parents when 
11 years old. His father purchased a 
farm at Pontiac, R. I., where the deceased 
passed his youth, attending the public 
schools of the district. Removing to this 
city, he learned the jewelry business and 
later established a business which was 
removed about 15 years ago to Auburn, 
one of the suburbs. 

Deceased is survived by his widow, 
one son, a brother and a sister. 

Through his firm, Mr. Johnson was a 
member of the New England Manufac- 
turing Jewelers’ and Silversmiths’ Asso- 
ciation and the Jewelers’ Board of Trade. 
He was also a member of numerous fra- 
ternal organizations. 
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RING TRAYS 
for SHOW CASES 


Now is the time to replace your old 
trays with new ones. 


“METAL FRAME TRAYS” 


Do your Trays have that worn appear- 
ance? Let us replace “NEW IN- 
SERTS” for them. 


Prices quoted upon application. 


WESTERN TRAY & CASE COMPANY 
“WESTRAY” 


Est. 1864 423-27 Plum St., Cincinnati, Ohio 














33'3% SAVING 


to jewelers on their 
FIRE INSURANCE 
since 1914. 
Insure Store—Stock—Dwellings 
Your employees can insure also. 


NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


NEENAH, WISCONSIN 














SILVERTONE POLISH 


A liquid that is harmless to hands, health, or 
Silverware. No washing necessary before or 
after using. Free Sample will tell its own story. 
Address Silvertone 
1215 E. Republic St., Peoria, Ill. 








HENRY L. ROSE 


(Formerly with Goldsmith Bros. S. & R. Ce.) 


Buyer of 
OLD GOLD AND ALL PRECIOUS 
METAL SCRAPS 
25 years’ experience insures accurate 


returns. Highest Market Prices. Send 
Trial Shipment. 
29 E. MADISON ST. CHICAGO 





























Diamonds Reeut 
CHIPS REMOVED 


Workmanship Loss i” Weight 
Wm. F. Schumer & Son, Inc. 


44 Wiggins Block 
CINCINNATI, OHIO 

















Diamond Cutters 
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Where to Buy 
IMPORTED 
China and Glass 
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THEODORE HAVILAND 


Pine CRENGCH CHINA 
ooTH 


os PMLADDOCK & “SONS 
— Earthenware 
“GENUI E QUIMPERWARE” 
All in New York Stock 





ee HAVILAND & CO., Ine. 
26 W. 23rd St. New York 








ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 
L. BERNARDAUD & CO. 


Orders filled Cmemiasety from 
ew York stock 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 





Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 











ROYAL DOULTON 
English Bone China and Earthenware 
THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 


The original production 
wn. bd PSSCalnn CORE SS ATION 
104 Fifth New York, N. Y 





Finer Ronee 


"omens the Wests Cor 
vailable from New 





ROSENTHAL ¢ CHINA CORP., 149! Sth Ave Ave., New York 


CHINA 





CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


In stock for immediate delivery. Great 


variety of patterns and designs. 
Wire your urgent orders. 


PAUL A. STRAUB & CO., Inc. 


Importers, 105-107 Fifth Ave., New York 





ROYAL CAULDON and COALPORT 
China and Earthenware 
ROYAL CROWN DERBY CHINA 
Service plates and short lines 
WOOD & SONS EARTHENWARE 
GIBSON & SONS TEAPOTS 
EDWARD BOO NeW YORK. N.Y. 





SHORT LINES—SERVICE PLATES 
Dinnerware from the 
Heinrich & Co. and 


Winterling Factories 


FROM NEW YORK STOCK 


Heinrich and Winterling, Inc. 
49 W. 23rd St. New York, N. Y¥ 





FINEST CRYSTAL 
STEMWARE 


From Sweden and Finland 


AT POPULAR PRICES 


Stock and Import 


J. H. VENON, Inc. 


104 FIFTH AVE. 
NEW YORK 





Theodore C. Foster 


ProvwEnce, R. I., Feb. 1.—Theodore 
Clyde Foster, 62 years old, president and 
treasurer of the Theodore W. Foster & 
Bro. Co., manufacturing jewelers and 
silversmiths, 100 Richmond St., and presi- 
dent of the Universal Optical Corp., 24 
Peck St., died at the Jane Brown Hospi- 
tal here, where he was taken three days 
before, suffering from an attack of 
double pneumonia. 


Born in this city Sept. 24, 1873, son of 


Theodore Waters and Mary (Murdock) 
Foster, he attended Mowry & Goff’s En- 
glish and Classical School, afterward en- 
tering the Providence High School. He 
then took a course in the University 
Grammar School in preparation for 
Brown University. He was graduated 
from Brown in 1896 with the degree of 
Bachelor of Philosophy. 

After his graduation from college Mr. 
Foster entered the manufacturing jewelry 
business established Jan. 1, 1873, as White 
& Foster, which later became Foster & 
Bailey, by which it was known for nearly 
a quarter of a century. The deceased 
for more than two years filled a minor 
position and was then advanced to a 
more respensible position which he occu- 
pied for five years. In May, 1898, the 
Theodore W. Foster & Bro. Co. was 
incorporated and the deceased became 
vice-president and director. In 1914 he 
became general manager, and upon the 
death of his father, in 1928, became presi- 
dent and treasurer. 

Deceased is survived by a daughter, 
three sisters and a brother. 

Mr. Foster was an active member of 
the New England Manufacturing Jewel- 
ers’ and Silversmiths’ Association, serv- 
ing- on numerous important committees. 
During the Spanish-American War in 
1898 he served as a private in Company 
H, Second Rhode Island Regiment, United 
States Volunteers. He was a member of 
the Hope and University clubs, Agawam 
Hunt, Psi U, Sigma Chapter of Brown 
University and St. Stephen’s Episcopal 
Church. 

At the funeral a large number of busi- 
ness associates were present, while Ralph 
W. Day, president of the Bridgeport 
Brass Co., Bridgeport, Conn., and Robert 
Cushman of Roberts, Cushman & Wood- 
berry of Boston were two of the hon- 
orary bearers. The ushers at the church 
were eight of the employees of the Foster 
company, three of whom are veterans in 
their affiliation with the firm. The fac- 
tory was closed the day of the funeral, 
making it possible for the employees to 
be present, many of whom have been with 
the firm nearly half a century. 





Byron A. Pierce 


PROVIDENCE, R. I., Feb. 11.—The funeral 
of Byron Ainsworth Pierce, for several 
years a manufacturing jeweler in this 
city, was held yesterday afternoon at the 
Central Congregational Church, with the 
Rev. Arthur H. Bradford conducting the 
services. Burial was at Swan Point Cem- 
etery. Mr. Pierce died at his home, 320 
Wayland Ave., on Feb. 8. 

He was born in Altmar, N. Y., April 
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12, 1880, the son of William P. Pierce and 
Sarah (Pearson) Pierce and was edy- 
cated at Phillips Academy, Andover, 
Mass., and Yale University. After learn. 
ing the jewelry trade he was at one time 
connected with the Ostby & Barton Co, 
and later with the George C. Darling 
Co., of which he was president. He was 
alee affliated with the Foss, Hughes, 
Pierce, Arrow Co. 

His widow, a sister and a brother sur- 
vive him. 

Mr. Pierce was a member of the Hope 
Club, the University Club, Providence 
Art Club and the Agawam Hunt and of 


the Yale University Association of Rhode 


Island. He was also a member of the 
Masonic fraternity, being a Past Master 
of Adelphi Lodge No. 33, Providence 


Royal Arch Chapter and Thomas Smith 


Webb Commandery No. 51, Knights 


Templars. 





New York Diamond Dealer Beaten 
and Robbed in Oklahoma City 


OKLAHOMA City, OKLA. Feb. 10— 
Within half a block of the police station 
in this city, Sam Newman, diamond 
dealer of 580 Fifth Avenue, New York, 
was beaten and robbed several days ago 


of 250 diamonds valued at between $50,- 


000 and $60,000 by two bandits. It was 
reported that the loss was fully covered 


by insurance. 


Mr. Newman had completed his last 
call of the day and, as he was walking 
south towards the Biltmore Hotel, carry- 
ing a valise in which was a wallet con- 
taining diamonds, an automobile slid to 
a stop a few yards behind him and two 
well-dressed men leaped out. They el- 
bowed their way through the crowd on 
the sidewalk, leaving a third confederate 
at the wheel. 

One bandit grabbed for the valise Mr. 
Newman carried and the other struck 
him on the back of the head with the 
barrel of a pistol. As the astonished 
crowd circled them, Mr. Newman and the 
bandits began struggling for possession 
of the valise. Knocked to his knees by 
the first blow, the diamond dealer for 
the moment retained possession of the 
gems, and both bandits began beating 
him. When Mr. Newman’s scalp was 
badly lacerated and he had grown too 
weak to fight longer, the bandits seized 
the valise, forced their way through the 
spectators, none of whom moved to stop 
them, and escaped south on Robinson 
Avenue. Attendants at Oklahoma City 
General Hospital said that the jeweler 
had suffered several deep scalp wounds. 


Where to Buy 
DOMESTIC 


China and Glass 








LENOX CHINA 
SERVICE PLATES 


fy 


DINNERWARE 
NOVELTIES 
LENOX Made in America 
LENOX, INC. Trenton, N. J. 
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ENGRAVING AS AN ART 
AND AS A BUSINESS GETTER 


By W. KASSEL 





NGRAVING is an art, when properly executed 

should express the individuality of its possessor, To 
engrave a few letters on an article is but to mark it for 
identification. 

To design letters that conform with the contour and 
harmonize with the design of the article, at the same 
time reflecting the thoughts and wishes of the individual, 
that is art. 

Fine engraving brings its own reward, and is just as 
important as the trade mark on the article. It will 
enhance an article and add to a store’s prestige when 
properly executed. To rush an engraving to save time 
or money is the height of folly. When properly done, it 
is a good medium of advertising. Jewelers spend much 
money to create good will, and will risk losing it, to save 
money on engraving. 

Plenty of thought should be given to the style of letter- 
ing, and your customer will appreciate the interest. 
Engraving is also subjected to changing styles. There 
are times when certain styles predominate. Ornamental 
lettering was once the choice, then came the ribbon mono- 
gram, that was followed by the infatuation for the dia- 
mond and circular monogram, made of block letters de- 
signed in a manner to fill out the shape. Now the 
rage for oddities, a demand for something different, 
something original. So the demand goes on, year after 
year. What is correct today will be obsolete tomorrow. 
This is as it should be, it’s style that creates the demand. 
The result has been a variety of oddities that are distinctly 
different. 

After all, most oddities when dissected are but block 
letters, constructed in a manner to make them symmetri- 
cal with the proper balance in keeping with the general 
conture of the article. The shape of the lettering whenever 
possible should conform with the article. A severe style 
is not recommended for an ornamental article, the rigidity 
of the one would not co-ordinate with the softness of line 
of the other. It is well to remember that the embellish- 
ment of the design and the contour of the article should 
be followed whenever possible. 

These odd combinations of letters when put together 
so as to make deciphering difficult, are much in favor, they 
look distinctive, have that personal touch, and appeal to 
smart buyers. Men most always show preference for 
this type and the modern woman will have nothing else. 

Engraving is at the mercy of the engraver, it will be 
his talent, good taste, and judgment that will be reflected. 
These fundamentals are only found in the finished artist, 
one who has been years in learning what he knows. Such 
men can not be found among the Jack-of-all-trades. An 
engraver may have attained the ability to put out a good 


THE JEWELERS’ CIRCULAR—KEYSTONE 
for March, 1936 


133 





job, but still have no sense of judgment as to design. A 
good engraver first of all must be a good designer. 

The making of a few designs, incorporating the cus- 
tomer’s preference, with your knowledge of what is 
correct and best suited, will pay for the time, with a cus- 
tomer better pleased by your effort to be of service. The 
future depends on pleasing the customer and a choice of 
designs will enable the engraving better to stand the 
responsibility. No matter how weil the lettering is cut, 
if the design does not please the customer, there is just 
that much good-will lost. 

When the job has been completed a record should be 
made for future reference. It makes quite an impression 
to have a complete record of purchases and imprints 
showing style and size of lettering on each article. This 
system gives assurance that there will be no duplication 
of articles and all engraving will be alike, both as to size 
and style, and it will be impossible to detect any difference 
though a period of years may have elapsed since the first 
pieces were engraved. ‘The idea works out well with 
flatware, one has but to phone the jeweler and ask what 
pattern a friend has, the pieces needed to complete the 
set, and give instructions to engrave as per prints on file. 
A customer appreciates such service and a smart jeweler 
makes a lasting impression. The customer gets the feeling 
that nothing is overlooked for his convenience and the 
stamp of reliability goes to the store. 

A progressive jeweler will take advantage of the idea 
to sell more silver for wedding gifts. He will get in 
touch with brides and explain that he is anxious to be of 
service. Let him speak of his sympathetic interest in 
brides, for he knows the assortment of odds and ends that 
come as gifts. Dozens of spoons in as many patterns and 
styles of engraving, but no knives and forks. Let her 
know you wish to assist so as to avoid this embarrassment. 
Get her preference as to pattern and the pieces preferred. 
Submit a number of designs for the engraving and have 
her choice on record. Give her to understand you will 
do your best to-have the family and friends select pieces 
that will coincide with her wishes. If the advice is 
accepted, it will eliminate the annoyance of duplication 

(Please turn to page 152) 
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The HOROLOGICAL INSTITUTE 


OF AMERICA 


Its History, Aims and Accomplishments 


and Its Present Needs 
By JOHN |. BOWMAN 


Chairman of the Educational Committee of the Horological Institute of America 


VERY American has visited, or perhaps hopes to visit 

the National Capital, Washington. Because Wash- 
ington is the seat of the Government, it is also the head- 
quarters for some of the most important of the Nation’s 
scientific activities. There the National Academy of 
Sciences occupies its magnificent new marble building on 
Constitution Avenue, the edifice nearest the Lincoln 
Memorial. This building houses the Academy of Sciences 
and the National Research Council. The Council may 
be described as the active arm of the Academy for organ- 
izing projects of national importance, and securing the 
cooperation of those best fitted to solve the problems 
arising in such projects. 

The National Research Council called the conference 
that resulted in the formation of the Horological Insti- 
tute of America in May, 1921. In the Academy of 
Sciences building is the secretarial office of the Horologi- 
cal Institute of America, and in the Academy auditorium 
each year is held the annual meeting of the Institute. 

What the National Research Council believed justified 
its interest in the watchmakers of America, was the fact 
that the standards of technical ability in the craft needed 
improvement. Because this improvement is still needed 
is why the Council continues its help to the Horological 
Institute of America. Not only do the competent horolo- 
gists engaged either in manufacturing or in servicing time- 
pieces, suffer from the damage done by incompetent work- 
men, but the losses from this cause to the public are of 
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Above—Home of National Academy of Sciences and National 
Research Council, Washington, D. C. 


Below-—One of the Testing Cabinets at the Time Laboratory, 
National Bureau of Standards. 


far greater magnitude; and naturally it is the public inter- 
est that is of greatest concern to any government body. 
Another angle of the matter is the importance to the entire 
nation of having the greatest possible number of highly 
skilled workmen included in the population in these times 
of keen industrial competition between all countries. Dr. 
Harrison Howe, an officer of the National Research 
Council, in his address to the organization meeting of the 
Horological Institute of America, said: “That which 
above all impels us to offer you our cooperation, is the 
fact that every good mechanician is potentially a con- 
structor of scientific apparatus, capable of making all 
kinds of works of precision in an emergency.” 

Looking at the problem of raising the standards of 
watchmakers’ ability, from the viewpoint of the men in 
the Trade, it has for many years been pointed out that 
things have not been right in the watchmakers’ world; 
jewelers cannot get fair prices for good watch repair 
work; too many incompetent workmen; too few good 
watchmakers; average wages too low; public doesn’t re- 
spect or value sufficiently the work of the watchmaker, 
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and so on. In conventions and individually these gloomy 
facts were discussed and rehashed. Many remedial move- 
ments were started from time to time, resembling each 
other in that all of them were failures. Men everywhere 
lost faith in any proposals to improve conditions in the 
watchmakers’ craft. The deepest pessimism indeed 
seemed justified. Further efforts toward improved con- 
ditions were said to be hopeless. But the job simply 
hadn’t yet found the right man to master it. 

But fortunate fate one day brought the job and the 
man together. The man was the late George W. Spier 
of Washington, D. C. Mr. Spier, a fine watchmaker 
whose shop had followed the customary path of evolution 
into a successful retail jewelry store, had retired from 
active business. The Smithsonian Institution, however, 
had persuaded him to accept the post of Honorary Cus- 
todian of the collection of watches in the United States 
National Museum at Washington. ‘Thus, most fortu- 
nately for the watchmakers and jewelers of America, Mr. 
Spier was retained in the field in which was eventually to 
germinate and grow the crowning flower of his life— 
the Horological Institute of America. In the leisure of 
his retirement Mr. Spier turned his thoughts to the prob- 
lems of his craft. He saw that all of the efforts for its 
betterment had been made by local organizations, or indi- 
viduals, working separately at different times. It seemed 
not surprising that such efforts should fail. Then was 
conceived in Mr. Spier’s mind the great plan for an asso- 
ciation nationwide in scope, so made up of representa- 
tives of each and all branches of the craft and trade that 
it would be comprehensive and powerful enough to win 
for the work of good watchmakers the respect of the 
public, a proper appreciation of his high skill, and all of 
the benefits which must flow therefrom. 

Others had dreamed this dream, but did not know how 
to make it come true. But George Spier, knowing not 
only “how,” but with-his exceptional knowledge of “who’s 
who” in Washington official circles, arranged to meet at 
a luncheon certain officials of the National Research 
Council. After being persuaded of the importance of 
horology to the entire nation, and of the need in it of 
higher standards, the Council called a conference of rep- 
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resentatives from every branch of it in the United States: 
those who make, sell and repair timepieces; the great 
scientific bureaus of the Government which have to do 
with timekeeping; the National Bureau of Standards, 
the U. S. Naval Observatory, the Smithsonian Institu- 
tion. Horological education was represented by the 
watchmaking schools, and the United States Commission- 
er of Education’s specialist in Industrial Education was 
present, and the publishers of the leading trade journals. 
Thus for the first time in the history of American horol- 
ogy there was gathered together a body representative of 
every phase of the business; of nationwide scope, and 
fully competent to decide what was wrong with existing 
conditions, and how to bring about improvement. 

The result of this first conference and others that fol- 
lowed was the organization of the Horological Institute 
of America, which was incorporated under the laws of 
the District of Columbia in December, 1921, with head- 
quarters in Washington. 


THE STRUCTURE OF THE [NstTITUTE; ITs Alms, 
AND How It Works 


The foregoing account of how the Horological Insti- 
tute of America came into being now brings us to the 
point where you will want to be told how the organiza- 
tion is built; what are its aims, and what it is doing to 
carry them into effect; and how far it has gone to date 
in realizing its purpose to elevate standards of ability for 
watchmakers and to benefit American horology in other 
ways. 

An Institute is an association of persons and organiza- 
tions, each so important in a certain field of work that 
all together they constitute in the Institute the highest 
authority upon whatever pertains to the work of its mem- 
bers. In professions other than horology there are such 
organizations as the American Institute of Architects, 
the American Institute of Electrical Engineers, the Iron 
and Steel Institute, the Crop Protection Institute, the 
American Medical Association; and for the legal profes- 
sion the American Bar Association. In each of these 
professions the Institute is the body which discusses and 
regulates matters bearing upon the practices and the 
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ethics of the work of its members all over the country. 

The word “Institute” is sometimes used differently 
to describe a single separate school or college. This use 
of the word should not be confused with “Institute” 
meaning an association, including many schools, associa- 
tions and persons, all interested in some way in the same 
line of work, which is true of all the institutes named 
above, and of the Horological Institute of America. 

The Horological Institute of America, then, is the 
authoritative, nationwide organization of those who are 
interested in one way or another in horology—the art 
and science of timekeeping. Among the Institute’s mem- 
bers are individual watchmakers, watch and clock manu- 
facturers, retail and wholesale jewelers, and importers, 
who sell watches and clocks; horological schools, watch- 
trade journals, representatives of government scientific 
bureaus, societies interested in accurate timekeeping, rail- 
road time-service officials, amateur horologists, and col- 
lectors of timepieces. 

Its constitution shows the Horological Institute to be 
a thoroughly democratic organization. At its annual 
meetings the members elect from among themselves an 
Advisory Council of 24 members. These then elect from 
their own members the officers and the Executive Com- 
mittee to serve for the ensuing year. 

The president appoints from the membership of the 
entire Institute any committees deemed advisable by the 
Executive Committee to carry on the activities decided 
upon by the members, by vote, at each annual meeting. 
These working committees meet whenever necessary dur- 
ing the year. These are the most active among the com- 
mittees at present: Certification, Membership, Education, 
and Finance. 

Any member of the Institute may propose measures 
for adoption as part of the Institute’s activities, or as a 
modification of its current policy. The annual meeting 
is held in Washington in May, at the National Academy 
of Sciences Building. During the coming year will be 
resumed the pre-depression custom of holding large meet- 
ings in various other cities in connection with meetings 
of associated horological societies. 

Any person or organization of good repute desiring to 
cooperate in promoting the objects of the Institute may 
apply for membership. Acceptance is subject to approval 
by the Executive Committee. The kinds of membership 
are: Active, with dues of $3 per year; Sustaining, dues 
$10 per year; Life, dues $100, for life; Patron, dues 
$1,000, for life; Honorary, conferred. Members of ac- 
credited local or state horological associations are given 
the special rate of $2 a year dues for full active member- 
ship. 

The constitution of the Horological Institute of Amer- 
ica states the following as among the objects it shall seek 
to accomplish : 


(1) To endeavor to elevate and dignify the art, 

science and practice of horology, to the end 
that persons of high aims and worthy charac- 
ter may, through their choice of that profes- 
sion, worthily serve their fellow-men. 
To establish a system of varying attainments 
for watch and clock makers, and to issue 
graded certificates to such applicants as shall, 
through careful examinations, demonstrate 
their worthiness to receive them. 


(3) To serve as the appropriate center for the re- 
ception and diffusion of scientific information 
relating to all horological matters. 

(4) To develop standards for horological schools, 
and to cooperate for their betterment. 

(5) To increase the public’s respect for the work 
of all engaged in horological pursuits. 


A careful reading of the above, compared then with 
the following statement of facts, will make clear to you 
how much progress the Horological Institute of America 
has already made toward the accomplishment of the ob- 
jects prescribed for it by its constitution. 


Wuat THE INstiITuTE Has ACCOMPLISHED 


(1) The Horological Institute of America is now 14 
years of age. In that time it has made remarkable prog- 
ress toward realizing its aims. The H. I. of A. has 
devised and built up the organization for conducting 
examinations of watchmakers for certifying their ability, 
and has so far actually completed the work of certifying 
successful candidates in 1767 cases, in Junior Watch- 
maker and Certified Watchmaker grades. ‘The candi- 
date need not leave his home town to be examined. There 
are now Certified Watchmakers of the Horological In- 
stitute of America in every state of the Union. 

(2) The H. I. A. Educational Committee has helped 
2193 persons with answers to letters asking information 
on horological subjects. This service is being rendered 
to watchmakers and others, whether Institute members 
or not, free of charge. 

(3) The H. I. A. has given advice and guidance in a 
number of cases to public school authorities and others 
interested in starting schools of horology. By clearly 
stating the requirements for thorough courses, in several 
cases the establishment of schools that would have pro- 
duced additions to the number of incompetent watch- 
makers has been discouraged and prevented. 

(4) The H. I. A. has collected and holds endowment 
assets of $13,000. 

(5) The H. I. A. has been managed by its officers so 
as to continue operating all through the six-year depres- 
sion on a balanced financial budget. 

(6) The H. I. A. has encouraged and recognized high 
standards of workmanship for American watchmakers by 
conducting two National Prize Competitions, in which 
a total of 319 pieces were entered and prizes awarded 
including 28 medals, and cash and merchandise prizes 
amounting to 350. For individual achievements in the 
advancement of horology the H. I. A. has awarded four 
Honorary Life Memberships. 

(7) The H. I. A. has secured ownership of the Pack- 
ard Collection of modern watches—the finest specimens 
of complicated watchwork in the world—valued at 
$80,000, and has placed these on permanent exhibition 
for the inspiration of watchmakers and the education of 
the public, at the U. S. National Museum at Washing- 
ton. 
(8) The H. I. A. has secured and maintained the 
daily active cooperation of the United States Govern- 
ment, through the National Bureau of Standards and the 
National Research Council, in activities helpful to those 
who make, repair and sell timepieces. 

(9) The H. I. A. has secured the membership and 
interest of men prominent in scientific work related to 
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horology, many of whom have addressed Institute meet- 
ings on subjects of value to watchmakers. More than 
50 of these addresses have been published in trade and 
ether journals, thus reaching many thousands of readers 
both in the trade and the public. 

(10) The H. I. A. has added greatly to the national 
and world-wide prestige of American horology by assist- 
ing noted writers in preparing correct articles for the 
general public on subjects connected with watchmakers 
and their work. ‘These articles are on file in Institute 
offices, and have appeared in great periodicals including 
The Saturday Evening Post, The Scientific American, 
Esquire, The United States Daily, the Washington Post, 
L’Horloger (France), The British Horological Journal 
(England), and many others. 

(11) The H. I. A. publishes and mails free to its 
members and certified watchmakers The Journal of the 
Horological Institute of America, a semi-annual period- 
ical containing valuable technical articles and the current 
news of Institute affairs. , 


How THE Horo.ocicaL INsTITUTE OF AMERICA CAN 
Bre HEtPeD TO ENLARGE THE Goop Work Ir Is Doinc 


Please read again the record of what the H. I. A. has 
accomplished. Consider it thoughtfully. Judge the 
greatness of its aims and hopes, alongside of the im- 
mensity of our country. By this same gage judge also 
the magnitude of its task. ‘To be of any influence what- 
ever on a population of 120,000,000 is a huge undertak- 
ing. When a manufacturer attempts to persuade people 
to favor his product on a nationwide scale, he spends, not 
thousands, but millions of dollars on publicity. With not 
even thousands, but merely hundreds of dollars to spend, 
the H. I. A. has achieved a very great deal. With the 
advantage of this solid foundation to build upon, it can 
continue with its good work and can go as much farther 
and faster with it as increased funds from membership 
dues and donations will allow. The Institute’s difficulty 
during the past six years of depression has been that in 
spite of its efforts, not sufficient new members have joined 
to increase its funds to a point where it could enlarge 
its work as greatly as its officers have desired. 

It is a matter of history that the business crash hit the 
country in 1929, just after the H. I. A. had carried on a 
year of advertising to prepare the trade for a campaign 
to collect endowment funds of $100,000 to extend its 
work of educating the public in the interest of the com- 
petent watchmakers. So for six years these plans have 
had to lie dormant. 

But now, with business reviving, the time will soon 
be ripe to resume the endowment fund campaign at the 
point where it had to be postponed in ’29, when so many 
other good enterprises were forced to quit entirely. 

It must be appreciated that the H. I. A. has been able 
to continue its work through the unexampled depression, 
in shape to go ahead now to greater usefulness, only by 
reason of the fact that its officers serve without salaries. 
This places on them the burden of spending a great 
amount of time and thought on Institute affairs—time 
that could well be used in their own businesses. But they 
all feel that the good work the H. I. A. is doing now, 
and its possibilities for the future, justify all of the sac- 
rifices they are making in serving it. 

But what is needed now is to have more Institute 
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members, to enable entering into larger activities long 
planned but awaiting funds to be carried forward. Dur- 
ing the depression many persons no doubt could not af- 
ford to pay dues to join, but could do so now. To make 
it easier, the Institute recently took action to reduce active 
membership dues to $3 a year, and a further reduction to 
$2 a year for those who are also members of accredited 
local or state horological associations. 

The H. I. A. desires more members, not only for 
funds, but dues have been reduced particularly to secure 
the interest and the help of many more persons in its 
work. Each member has his vote, and by joining may 
propose and press any measure he sees fit to, in shaping 
the policies and activities of the Institute. The Insti- 
tute’s members, and no other persons, govern it and elect 
its officers and dictate its aims and efforts as the majority 
decides. Criticism is free to all, but the only way to 
have a voice in shaping the Institute’s activities is to join 
it, which has been made as easy as possible by its reduc- 
tion of its membership dues. 

The major activity of the H. I. A. so far has been 
the certification of watchmakers. This means giving the 
public a way of knowing and patronizing competent 
watchmakers, and avoiding entrusting work to those 
whose incompetency causes damage and loss. 

It stands to reason that when, and only when, the 
majority of good workmen have been certified, all of the 
benefits promised by the certification movement will be 
fully in force for the good of the trade at large. The 
Institute has always done everything in its power to per- 
suade all watchmakers possible to be examined and certi- 
fied. And recent arrangements setting up relations be- 
tween local and state horological associations and the 
H. I. A. will greatly. speed up certification. 

Anyone who has complained because the Institute has 
not yet completed the huge project of certifying all of 
the good watchmakers in the country ought to be ashamed 
of his poor vision—he is mentally too nearsighted to see 
the size of the job. The latter is not a local or state- 
wide task; it is nation-wide—look at the map of the 
United States to see its size. 

If all of the-watchmakers in the United States lived 
in one or a few of our cities it would be easy to reach 
and persuade them. But see how far and widely scat- 
tered they are! Think of any other great national move- 
ment—for instance, the spread of railroads after the 
superiority of steam over horse power was established. 
Did railroads immediately cover the country then? No; 
even with millions spent in railroad propaganda—not in- 
cluding any of the money spent in building the railroads 
—it required more than half a century to fairly cover 
the country. 

As to what the Horological Institute of America has 
so far achieved with its limited income, any man who is 
both intelligent and honest will marvel at this and not 
seek to discredit it. 

And now, with business recovery under way, the Hor- 
ological Institute of America hopes and trusts that all 
interested in the betterment of horology will come for- 
ward and join it in such numbers that the good work 
it has been doing can be speedily spread far and wide, 
to hasten the time when the hopes of its founders, and of 
those who have loyally supported it through the hard 
times, will be realized in full measure. 








LEIMAN BROS. PATENTED 


INDIVIDUAL = Dust Collector 


A DUST COLLECTOR FOR EACH INDIVIDUAL , = hs DON’T 
OPERATOR— hed BREATH 

SMALL, COMPACT, POWERFUL, EFFICIENT | a E 
Used with your own electric polishing and grinding —S==me_L fee POLISHING 
motor at the new 
ALL TIME or with a powerful 

indi d pol- 

tow — BYE OO sees endo 
PRICE $120 


GET ONE TODAY 
TOMORROW ST," your wwnes TQQ LATE 


ALSO EQUIPMENT FOR FACTORIES, 
SHOPS AND WORKROOMS Floor Space 18 x 29 ins. 
MACHINERY, TOOLS and WORK BENCHES FORE WS 


; ISTIE ST. 
LEIMAN BROS., Inc. "xtWarcNs 


LEIMAN BROS. N. Y. CORP., 23 (E3) WALKER ST., NEW YORK CITY 


MAKERS OF GOOD MACHINERY FOR OVER 45 YEARS — win -cricrosing wert 
LOUIS COLMES 


THE JEWELERS’ 


AUCTIONEER 


1235 6TH AVE. 
NEW YORK CITY 


fF B. BANGS He) & SON | PAST PERFORMANCES 


SPEAK FOR THEMSELVES 


We not alone raise you immediate 


| Thirty-Eight Years of Refining Service | | and ‘friendship ‘with ‘the people of 
your community. 
No sale too large or too small. 


All Correspondence Treated 
Strictly Confidential 
Trade and Bank ya a 


WRITE or WIRE Furnished Upon Req 





























DISEASES OF THE EYE 


By Charles H. May, M.D., New York. For students and 
general practitioners, with 377 original illustrations, in- 
cluding 22 plates with 71 colored figures. Eleventh edition, 
revised. Cloth, 440 pages. Price, $4.00. 


THE OPTICAL JOURNAL & REVIEW 
239 WEST 39TH STREET, NEW YORK 











Ten Times Quicker— 
Ten Times Better 


The Oxy-gas 
Wonderful ke -Jewel Torch 


Solders gold, platinum, silver; welds platinum; 
anneals, tempers, brazes, melts. One- hand 
control. 

Circular 733 tells all about it 


Hoke, Inc., 122 Fifth Ave., New York City 


THE JEWELERS’ CIRCULAR—KEYSTONE 
for March, 1936 














WORKSOP 


OUNDING-UP TOOL.—What is the best make of 
rounding-up tool that I can buy; and please explain 
why the one you recommend is better than the others? 


(Question No. 4989.) M. B. S. 


Answer—The rounding-up tool for reducing the 
diameters of watch gear-wheels has become standardized 
in principle during many years of manufacture and use, 
so that there is practically no difference between the main 
features of it as made by various manufacturers. It would 
be incorrect to say that any one make is “the best” to 
use. Just as in buying a lathe or any other tool, you must 
choose among the many rounding-up tools offered for sale 
whatever fits in best with your idea of price you are 
willing to pay. Naturally, you can buy better tools by 
paying a higher price. All dealers in tools sell a variety 
of makes. From your regular dealer, or competing dealers, 
you can obtain statements of prices and qualities of these 
tools that each has for sale. One choice you must make 
is whether your tool should be an attachment for your 
lathe, or one of the European tools that is mounted on 
its own base and driven by a hand-wheel. On this it may 
be said that the lathe attachment costs less; but it is not 
as convenient to use as the other type. 


OODEN CLOCK.—Can you give us any infor- 

mation about a clock we have that appears to have 
been made in South Carolina? It has plates, wheels and 
Pinions made of wood; and the label pasted in the case 
states: “Patent Clock Invented by Eli Terry; Made & 
Sold by T. E. & G. W. Suggs & Co., Yorkville, S. C.” 
(Question No. 4990.) F. J. S. 


Answer—What Chauncey Jerome’s “History of the 
American Clock Business,” written in 1860, the best 
source-book for history of the “Yankee” clock industry, 
States about wooden clocks bearing names of Southern 
firms explains the origin of clocks like yours. Jerome 
writes that after peddlers of Connecticut clocks had be- 
come numerous between 1815 and 1820, certain of the 
Southern states enacted laws taxing sales of clocks made 
in other states. To evade these taxes, some of the Con- 
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clockmakers established assembling shops in 
Southern cities, to which they shipped parts made in 
Connecticut, for assembly and sale, bearing labels that 
made it seem as if the clocks were made in the South. 
This practice Jerome admits was of questionable honesty ; 
but competition made it extensive, and it had reached 
large proportions by the time the great banking and 
business crash of 1837 closed most of the Connecticut 
clock factories; and it was not revived after clock fac- 
tories reopened beginning about 1840. Then brass and 
steel was adopted for movement parts, instead of wood. 
Your clock was really made by Eli Terry, Jr., of Terry- 
ville (now Thomaston), Conn., between 1820 and 1838, 
and assembled and sold from Yorkville, S. C. There are 
too many of these clocks in existence to give them much 
value for sale to collectors. 


necticut 


INGER BLACKENING.—I recently sold a 14K 
gold ring to a customer who complains that this ring 
blackens his finger, and he thinks that the metal cannot 
be good gold. I am sure it is fully 14K gold. What can 


I say to convince the customer that he has not been 
swindled? (Question No. 4991.) S. $. K. 


Answer—Cases such as the one you describe are not 
at all uncommon. Blackening the finger is no test what- 
ever as to the quality of the gold in the ring. The latter 
is proven by the acid test that should satisfy the customer. 
14K gold will not discolor the skin. The discoloration is 
caused by atmospheric dust or other extraneous material 
that the ring rubs into the skin. There is, of course, a 
bare possibility that the customer’s perspiration is abnor- 
mal and reacts to the alloy in the gold; but this is more 
likely to happen with gold of less than 14K fineness, and 
should be blamed on the acidity of the perspiration and 
not on the gold. If the usual cause of discoloration pre- 
vails in this case, atmospheric matter, then it will happen 
even should the experiment be made of wearing a ring of 
24K gold. 


(Please turn to page 143) 
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HERE are few older Ameri- 

can business _ institutions 
agg the oil refinery of Wm. 

F. Nye, Inc., in New Bedford, 
Mass. Established for90years, 
this firm produces only the 
finest watch and clock lubri- 
cating oil, using the crude 
porpoise jaw oil from their 
own fisheries and employing 
the most scientific refinin 
methods developed throug 
years of experience. 


Nye’s Oil — 100% American 
from “fish to finish.” 





























Do you buy, sell or use gems 
and gem materials? 


Kraus and Holden’s 


Second Edition 


Gems and Gem Materials 


By Epwarp Haney Kraus, Professor of Crystall aoey and 
Mineralogy and Director of the Mineralogical boratory, 
University of Michigan, and Epwarp F. Howpsen, Late 
Instructor of Mineralogy, University of Michigan. 
260 pages, 6 x 9, 325 illustrations, $3.00 


The first part of the book discusses those properties which 
are necessary for an appreciative understanding of gems such 
as crystal forms, physical, optical and chemical properties, 
formation, occurrence, cutting, polishing and naming of gems. 

The second part of the book contains reference tables of 
the various characteristics of gems and gem materials, con- 
veniently classified, handy for ready reference. 


Five Features of the New Gem Book 


1. Valuable statistics on production and occurrence. 
2. Full discussion of cutting and polishing of gems. 


3. Full treatment of manufactured stones, including detailed discus- 
gg of artificial rubies and sapphires, glass imitations, bake- 
ite, etc. 


4. Numerous tables of gems arranged according to various prop- 
erties. 


5. Summary Table for reaay :eference. 
Order your copy today from 


Jewelers’ Circular-Keystone 
239 W. 39th St., New York City 
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Workshop Notes 


(From page 141) 
LEANING HAIRSPRINGS.—We have trouble 


with hairsprings on small bracelet watches sticking 
together after cleaning. We use alcohol and ether some- 
times to clean these springs; and yet the trouble occurs in 
some cases. Can you suggest a cause for it? Generally 
we use a watch-cleaning machine, and rinse the work in 


benzol. (Question No. 4992.) B. G. S. 


Answer—The first thing to be made sure of is that 
any gummed oil has been really removed by your cleaning 
operation. There are cases in which to do this it is ad- 
visable to follow up your cleaning operation with a special 
cleaning of the hairspring. This may be done by cutting 
a piece of pith into wedge-shape, and after wetting this 
with grain alcohol or ether, press it into the spring-coils 
and rub them by giving the pith a circular motion. Then 
rinse the spring in clean alcohol or ether. If the trouble 
persists, you may find its cause in this: In some very small 
watches, the center wheel lies very close to both the barrel 
and the hairspring. If the mainspring is oiled excessively, 
oil may exude to the outside of the barrel. It finds its way 
to the center wheel; and from there to the hairspring in 
case a jolt of the watch brings hairspring coils into mo- 
mentary contact with the center wheel. Even a slight 
film of oil thus placed on the coils of a thin hairspring 
will cause them to stick together and will make the watch 
run fast. The remedy is, of course, to avoid excessive 
oiling of the mainspring. 


LOOR COVERINGS.—Would a rubber floor cover- 
ing, placed over our linoleum floor along counters and 
show cases to protect the linoleum where traffic is heaviest, 
have a tendency to tarnish silverware on display in the 


store? If so, what could be used that would not tarnish 
silverware? (Question No. 4993.) B. H. S. 


Answer—A great area of rubber matting in the store 
would have a tendency to tarnish silverware in stock. 
Our suggestion would be to use strips of carpet as made 
for “hall-runners,” or cocoa matting; and to lay these 
down only during wet weather when customers’ feet 
usually bring in dirt. Linoleum floors treated with the 
surface finishes sold by linoleum makers, after scrubbing 
the floors, are easily kept clean during ordinary weather 
conditions; and the floors without any extra coverings 
make the store look much more attractive. Good linoleum 
installed properly, cemented to the floor over a felt base 
material, will stand an astonishing amount of use without 
wearing through, even without extra covering at points of 
heavy traffic. The dealer who sold you your linoleum can 
furnish you with a booklet, from the manufacturer of 
your flooring, that gives full instructions for keeping the 
floor in good condition at all times. 


LEANING PENS.—What solution is used by foun- 
tain-pen repairers for cleaning dried ink from the 


parts of pens? (Question No. 4994.) E. A. R. 


Answer—The foreman of a shop that makes a spe- 
cialty of repairing fountain pens informs us that he has 
found nothing as good for cleaning pen parts of dried ink 
as warm water. Immerse the parts in water after taking 
the pen apart, or before doing so in case dried ink makes 
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it difficult to separate the parts. If it is desired to hurry 
the operation, use soap and a brush to scrub the parts 
with. Drying may be done with clean linen rags; this is 
better than using sawdust, because particles of sawdust 
left in ink-channels are hard to remove. Scrubbing out 
the interior of pen barrels can be done with brushes that 
are sold by gun dealers for cleaning pistol barrels. 


ECOVERING METAL.—We have a lot of filings 
containing gold, silver and platinum, mixed with base 
metals. What combination of acids can be use to eat the 
base metals out and leave the precious metals in shape for 
use? (Question No. 4995.) W. E. P. 
Answer—What you wish to do cannot be accom- 
plished by simply immersing the mixed filings in any 
combination of acids. The processes and materials to be 
used are explained in a pamphlet issued by the Govern- 
ment, which can be obtained by sending five cents to the 
Superintendent of Documents, Government Printing Of- 
fice, Washington, D. C. The title of the publication to 
be ordered is “Technical Paper No. 342—Methods for 
the Recovery of Platinum, Gold, Silver, etc., from Jewel- 
ers’ Waste.” 


Bradley School of Horology Annual Broadcast 


The Bradley School of Horology, Peoria, Illinois, will 
be on the air March 18, from 11 to 12 p. m., C.S.T., 
over station WMBD, 1440 kilocycles. 

This broadcast has become an annual custom because 
of the many requests received from former Bradley stu- 
dents throughout the United States who look forward to 
this at least once each year. 

Special significance is attached to this broadcast because 
of the fact that this is the 50th anniversary year of the 
founding of the Bradley School of Horology. 

Dr. Frederic R. Hamilton, president of Bradley Col- 
lege, will deliver a short address, and brief talks will be 
given by Dean George J. Wild and the heads of the dif- 
ferent departments of the School of Horology. A musical 
program has been arranged which will include selections 
by the Bradley student band and musical numbers by in- 
dividual students. 

Last year’s broadcast brought a deluge of letters and 
cards from former Bradley students. 


New Directory Lists French Manufacturers of 
Jewelry and Allied Products 


The 1936 edition of the French horological jewelry 
and optical directory has been published by G. Tardy, 18, 
Rue des Volontaires, Paris (15e.). A booklet of 530 
pages, bound in heavy paper, it contains a summary of 
the world’s customs regulations, the laws governing the 
sale of precious metals in Austria, Italy and Switzerland, 
and a list of the manufacturing jewelers and jewelry 
wholesalers of France and the French colonies. 

Published simultaneously with the directory is an Anglo- 
French glossary giving the meanings of 1400 words com- 
monly used in the watchmaking, jewelry and optical in- 
dustries, together with a master table of French, English, 
American and Japanese measures. The price of the direc- 
tory is 20 French francs and of the glossary five French 
francs. 














Special Notices 


Payable invariably in advance. 
Rates under all headings e ft 
“Situations Wanted” $1.50 for first 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 

advertisers will not be de- 
livered. 


Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 


Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 
publish his name address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 

In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 


Jewelers’ Circular-Keystone 
239 W. 39th St., New York 








Situations Wanted. 


Under this heading, 75c. for first 25 
words, 5c. for each additional word; 
minimum charge, 75c. 








WATCHMAKER, clock and jewelry re- 
pairman, experienced, Al mechanic; 
best of references. Sage Dugan, 316 
Laurel Ave., Olean, N. Y. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





YOUNG MAN, married, wishes position 
with watch importer or jobber; good 
inside man; references. Address “Q., 
3953,” care Jewelers’ Circular-Keystone. 





IF YOU ARE IN NEED of a watchmaker, 
jeweler or optician, write to Henry 





Paulson & Co., So. Wabash Ave., 
Chicago, IIL 
WATCHMAKER, young man, able to 


clean clocks, and repair watches; New 
York or vicinity; A-1 references. Ad- 
dress “A., 4003,” care Jewelers’ Circu- 
lar-Keystone. 





EXPERIENCED DIAMOND MAN, 29 
years old, desires position with re- 
putable importer or manufacturer; ex- 
cellent references. Address “M., 4030,” 
care Jewelers’ Circular-Keystone. 





YOUNG LADY, seven years’ experience 
in jewelry factory and office; excellent 
references; can take full charge of de- 
tails. Address “l.., 4028,” care Jewelers’ 
Circular-Keystone. 











WATCHMAKER DESIRES POSITION, 
preferably in the South; four years’ ex- 
perience; can take care of all watch 
work; age 25; excellent references. J. 
R. Lee, Jr., Greensboro, Ga. 





WATCH AND CLOCKMAKER, middle 
age, lifetime experience; go anywhere; 
can take full charge; first class refer- 
ences. C. Van Harlingen, 758 Terrace 
Ave., Indianapolis, Ind. 





YOUNG MAN, 27 years old, seven years’ 
selling experience, desires inside or out- 
side selling position, New York or vicin- 
ity; references. Address “W., 4063,” 
care Jewelers’ Circular-Keystone. 





WATCHMAKER, competent, can do clock- 
work, engraving and light jewelry 
work, age 27, desires position with first- 
class retail jeweler. Address “C., 4091,” 
care Jewelers’ Circular-Keystone. 





ABLE STORE MANAGER, man of pro- 
ductive and executive ability, seeks con- 
nection with expanding credit chain. 
Address “H., 4072,’” care Jewelers’ Cir- 
cular-Keystone. 





AS CREDIT MANAGER, collection man- 
ager or branch store manager, State 
St., Chicago, experience; A-1 refer- 
ences. Address “B., 4117,” care Jewel- 
ers’ Circular-Keystone. 





SELLING METHODS that please are 
what I offer as a retail salesman; in- 
terested only in connecting with reput- 
able concern. Address “M., 4104,” care 
Jewelers’ Circular-Keystone. 





FIRST CLASS WATCHMAKER desires 
position; age 27, seven years’ experi- 
ence, store and factory; $40 weekly to 
start; go anywhere. Address “H., 

4097,” care Jewelers’ Circular-Keystone. 





YOUNG MAN, single, desires position as 
watchmaker, jeweler, stone setter and 
engraver; willing to start at very rea- 
sonable salary. Address Wendell Hagood, 
Dalhart, Texas. 





YOUNG MAN, 22, several years with cash 
store: also installment experience; had 
full charge of repair department; salary 
secondary. Address “‘W., 4132,’ care 
Jewelers’ Circular-Keystone. 





WATCHMAKER, Bowman Technical 
trained, nine years’ experience, would 
go anywhere; reference as to character 
and ability. Homer C. Christian, P. O. 
Box 208, Wadsworth, Ohio. 





WATCHMAKER, 27, German, wishes 
steady position; experienced in all 
makes of watches; do also jewelry re- 
pairing. Fred Bollmann, 155 W. 87th 
St., New York. 





WATCHMAKER, JEWELER, can man- 
age store, knowing all phases of jewel- 
ry business; A-1 references; 20 years’ 
experience; married. E. Truckenbrod, 

5905 Ohio St., Chicago, II. 





GENTLEMAN, 29, general knowledge 
watch, clock repairing, one year’s ex- 
perience retail jewelry store, wishes 
position any branch jewelry business, 
or selling. Address “A., 4011,” care 
Jewelers’ Circular-Keystone. 





YOUNG MAN DESIRES POSITION as 
assistant watchmaker; have had two 
years’ experience at the bench and will- 
ing to learn; state salary: prefer posi- 
tion in East. Address “P., 4036,” care 
Jewelers’ Circular-Keystone. 





SALESMAN, 27, thorough knowl 
installment business, ten years aa ae 
ence as manager of credit jew 


store; A-1 references. Address 
4095,” care Jewelers’ Circular-Key: 
stone. 





ed 


WATCHMAKER, experienced 25 yearg, 
clock and light jewelry work, wishes 
position with reliable firm where 
work is appreciated; capable taking ; 
full charge. Address “R., 4079,” care 
Jewelers’ Circular-Keystone. 








BOOKKEEPER-TYPIST, young woman, 
10 years’ varied experience in jewelry 
line, capable taking full charge, manu- 
facturing jewelers ; excellent references, 
Address “N., 4052,” care Jewelers’ Cir. 
cular-Keystone. 





YOUNG LADY, ten years’ experience, gold 
and platinum manufacturing jewelers, 
full charge factory office, knowledge of 
all office detail work, executive ability, 
Address “F., 3625,” care Jewelers’ Cir- 
cular-Keystone. 





YOUNG MAN with thorough knowledge 
of selling, window trimming and pro- 
motional planning; credit store ex- 
perience; conscientious worker; excel- 
lent references. R. Finkelstein, 146 
South Broadway, Yonkers, N. Y. 





WATCH AND CLOCKMAKER who thor- 
oughly knows the business, would like 
steady position in good store; ac- 
customed to wait on trade; age 36, 
good appearance. . C. Henningsen, 
46% Kimberly Ave., New Haven, Conn. 





RETAIL SALESMAN, 20 years’ experi- 
ence, watchmaker, optician, clock and 
jewelry repairer; have not worked at 
bench for over five years; married, 
Protestant, 40 years old. Address “J., 
4045,” care Jewelers’ Circular-Keystone. 





THE RIGHT MAN for your store; capa- 
ble salesman and window-man; thor- 
oughly qualified for undertaking a good 


responsible position. Address “V., 
4061,” care Jewelers’ Circular-Key- 
stone. 





MECHANIC on tools and dies, thoroughly 
experienced, all around on fine work; 
competent hardening, tempering; age 
32: wishes connection with good firm. 
Address ‘“‘Y., 3741,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER, ENGRAVER, wishes 
position where high-grade work is 
wanted; railroad inspection and com- 


plicated watch experience; East ,.pre- 
ferred. Address “Y., 4086,” care Jewel- 
ers’ Circular-Keystone. 





COMBINATION MAN, expert watch- 
maker, jeweler, engraver and diamond 
setter, wishes permanent position; 156 
years’ experience; age 35; first-class 
store. Address “B., 4090,” care Jewel- . 





ers’ Circular-Keystone. 





| BOOKKEEPER, TYPIST, young lady. 
full charge, seven years’ diamond and 
jewelry experience, buying and sell 
ability ; capable, conscientious, “< st 
recommendations. Address “S., 4057, 





eare Jewelers’ Circular-Keystone. 





JEWELER, ENGRAVER, diamond setter, 
salesman, useful in any department; 
25 years with best jewelers; A-1 refer- 
ences; wishes to make a change now 
or soon. Address “J., 4098,” care 
Jewelers’ Circular-Keystone. 








CREDIT MAN, young, with selling and 
window trimming experience; prefer 
Southern or Western location but will 
go any place: salary secondary. Ad- 
dress “R., 4109,” care J2welers’ Circu- 





lar-Keystone. 
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Brillié Clocks, with talking clocks and reserve 
clocks in synchronizing relays. Py 


N the 14th of February, 1933, the city of Paris 

installed a “talking clock,” the first one in Europe, 
manufactured by the firm of Brillié of that city, which 
specializes in mechanical and electrical time-keeping 
apparatus. 

In view of the great success of this apparatus in Paris, 
other cities soon installed the equipment, among them 
Lyon and Marseilles, as well as Brussels, Belgium. 

On November 10, 1935, a “talking clock” was 
inaugurated in Geneva, the first one to be installed in 
Switzerland. The matter was taken up with the 
Telephone Administration at Berne, and after a long 
study of the question Geneva was given the preference 
in the installation of such a clock over Berne, Zurich 
or Basel—the three other large Swiss cities—owing to 
the fact that statistics revealed that the Genevese public 
made the greatest demand for the exact time from the 
local observatory by telephone. The clock was installed 
in the Geneva main post-office building in the Rue du 
Mont-Blanc, where it is connected by a special wire with 
the Geneva Observatory, which makes it possible for 
the latter to control the time to tenths of a second. 

A brief description of the “talking clock” and _ its 
mode of operation is given below: 

Upon a telephone subscriber calling No. 16, he is 
connected with a small central of five lines. In that 


Left—A profile of 
one of the mother 
clocks installed in 
the basement of the 
Geneva Observatory. 


Right—Side view of 
the talking clock. 
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THE 
TALKING CLOCK 


Report from 
Consul GILSON G. BLAKE 


Geneva, Switzerland 


central are meters—one on each line—which register 
the number of communications, after which he is con- 
nected with the “talking clock.” The essential part of 
the machinery is a cylinder of blackened aluminum which 
turns without stopping at a speed of one turn in two 
seconds, and on which are fixed bands of strong paper. 
These are the bands which carry, as in the talking 
pictures, the photographic registering of sound: twenty- 
four bands corresponding one to each hour of the day, 
sixty for the minutes and only six for the seconds, the 
exact time being indicated every ten seconds. The partial 
enunciations corresponding in length to less than two 
seconds are each given in one turn of the cylinder and a 
complete enunciation, with a short silence separating the 
partial enunciations of the hour, of the minute and the 
second, is accomplished by three turns of the cylinder, 
i.€., In six seconds. 

Three reproducers of sound through photo-electric 
cells correspond one to the hour, one to the minutes and 
the third to the seconds. They are carried by sliding- 
carriages; appropriate mechanical apparatus consisting of 
driving-wheels and cogs makes them move along the 
cylinder and places them automatically before the proper 
filmed band. Through electrical contacts regulated by 
these cogs the ability to “talk” is given them during two 
seconds at the time and in the order wished for each 
of the complete enunciations. 

Each reproducer carries an electric bulb with rectilinear 
filaments parallel to the generatrix of the cylinder; an 
optical system which gives to this filament a reflection 
on the band carrying the photographic impression of 
sound and a photo-electric cell which, because of its small 


(Please turn to page 152) 








The Talking Clock 


(From “page 151) 


reproducer carries in addition the first amplifying lamp 
in such a way as to shorten the connection holding 
together the anode and that photoelectric cell to the 
grid of the lamp, this in order to avoid the absorption by 
the connection of a part of the weak electrical charges 
put into play. 

To make precise the spoken indication of the hour, each 
enunciation is followed by a brief musical sound corre- 
sponding exactly to the indication given; the enunciation 
relative to the exact minute being followed by three 
sounds, of which the last corresponds to that same 
minute. These sounds are not registered on the film; 
they are given directly by the clock synchronizing all the 
mechanical apparatus which assures absolute exactitude. 

The current coming from the reproducers which 
function successively in the desired order, is sent out 
and distributed from the central bureau over the usual 
telephone lines and transforms itself into sound in the 
receiver of each subscribed. 

The mechanical parts of the clock are in a state of 
permanent movement through the impulsion of an elec- 
tric motor, electrically synchronized by a chronometer. 

As will be seen from the above description, the whole 
apparatus is an ingenious application of the principle of 
the talking film adapted to exact time-keeping. 


Engraving as an Art 
(From page 133) 


and every piece will be engraved with the design selected. 


Now where do you guess she, her family, and friends 
will go if she has a voice in the matter. She surely will 
boost that store of yours and the impression made will 


result in visits. When the family and. friends call, it’s 
up to you to assure them that you feel that the bride will 
be pleased and consider their judgment excellent, if they 
were to select a certain pattern, and such articles as you 
suggest, engraved as per design, for the bride having re- 
ceived quite a number of pieces of that pattern, all pieces 
would match and there would be no duplication. 

Engrave every article you sell, for the reason that an 
engraved article remains sold. When the article is 
engraved there can be no returns. They know you can- 
not give credit or exchange engraved articles. For this 
reason push engraving, the small extra cost pays large 
dividends. It eliminates headaches, bad feelings, and the 
money remains in the till. 

There are but two ways you can lose by engraving 
every article you sell. First, poor workmanship; for that 
you should pay the penalty. 
writing down the wrong letters; that can be avoided 
with care. 

Many a fine piece of engraving has reached this stage, 
only to be ruined in the polishing. The article should 
be buffed, but not the engraving, for that takes away 
the sharpness and gives it the appearance of being old and 
worn. Good engraving has fine sharp edges, that is what 
you should endeavor to retain. It should be clean, free 
from rouge, for if the rouge is not washed out of the 
engraving, the cutting will appear dull, have no life. 

Engraving is an art, a good means of advertising, a 
good will maker, a clincher of sales. But it must be 
well executed. 


Second, carelessness in 
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Merchandise Market 


Develops Plastic Jewelry Findings 


The Synthetic Moulded Products Co., Stonington, Conn., has ¢ 
some attractive plastic jewelry findings in many shapes and 
in all colors of the rainbow adaptable for setting in varied 
jewelry, picture frames, cigarette cases, and boxes, compacts and 4 
articles. These items come in conventional and unconventional shapes 
in most attractive floral designs. This is an added line to the 
moulded products made by this company. : 


New Pattern and Table-Setting Contest Announced by W. 


Simultaneously with the introduction of a new silverplate fla e 
tern, named Lady Alice, the R. Wallace & Sons Mfg. Co., Walling 
Conn., is aiso announcing a new merchandising plan. An extra qu 
feature of this new pattern is that separate disks of sterlin 
“worked in” at the points of greatest wear. To promote this g 
the concern is also offering, free to jewelers, a glass and chromium dis 
set, as well as other display fixtures. To stimulate interest in Wa 
“Silver Shod,” especially as it pertains to the new Lady Alice 
the concern will launch a table-setting contest, March 10. All 
must reach the Wallace concern not later than April 30. The first 
winner will be awarded $250 in cash; second prize, a $100 
Wallace sterling silver flatware; while the third, fourth and fifth 
winners will receive chests of Wallace “Silver Shod’’ flatware. There: 
also be 100 prizes of Wallace “Silver Shod’’ sets of salad servi f 
and fork. The judges will be: Mrs. S. Harrison McDonald, lecturer 
table authority; Oren R. Waggener, artist and illustrator and the 
tising manager of the Wallace concern. 


Elgin Announces “Crusader” Watch Series 


The Elgin National Watch Co. introduced during February a | 
series of watches for men to be known as the “Crusader.” Eleven 
timepieces constitute the series and, according to reports, inco; 
some revolutionary watch improvements. Most significant of t 
said to be that these new men’s watches are made in 8/0 size, © 
“Crusader” series have round movements, with complete interchan 
parts. They run 45 hours on a single winding. 


A Combination Bill Clip and Key Holder 


Gold Bros., manufacturers of gold and platinum novelties, 7 W. 
St., New York, have applied for a patent on a new combination 
clip and key holder, which is being made in the form of a hor I 
in other shapes. The key holder is made on the same principle as a k 
and operates in a similar fashion. They are made in 14-karat gold ( 
green and white) and also in platinum. 


Gruen Launches Essay Contest 


In a nation-wide contest, the Gruen Watch Co., Time Hill, Cin 
is inviting all. students of high and preparatory schools in the 
States to write essays on the subject, “The Importance of Time.” - 
contest opened Feb. 15 and will continue until March 15, and all o 
testants may submit as many essays as they wish, providing an entry blai 
obtainable from Gruen dealers, accompanies each essay. The first th 
prizes of $500, $250 and $100 respectively will be awarded in t 
an equal amount of the entire sum going to the winning student, 
high school attended by the winner and the Gruen dealer from whom 
entry blank was obtained. To each of the students sending in the 
next best essays will be awarded a Gruen wrist watch and, to the ¢ 


Unit 


.- from whom the winners’ blanks were secured checks will be sent 


senting the retail profit on the watches awarded. The contest will be 
tised by radio, through display cards and in school publications, 
magazines and newspapers. ) Bs in this competition are: Dent 
Burns, S.T.D., president of Xavier University; Julian Morgen 
Ph.D., president of the Henrew Union College; Raymond Walters 
president of the University of Cincinnati and Robert A. Taft, 
Speaker of the Ohio House of Representatives. 


Reed & Barton Issues Beautiful Brochure 


A beautifully illustrated brochure containing many, interior views 
the new administration building of Reed & Barton at Taunton, Mass., 3 
just been issued by the concern. Some interesting facts about | 
year-old business started by Henry G. Reed and Charles E. Barton i 
given in this booklet, which is printed on a heavy, highly glazed pa 
and bound in a blue cover. A front view of the new administration 
ing appears on the first inside page, while on other es are it 
views of the sterling and silverplate rooms, the president's am 
dining, reception and executive rooms. There is also a view of 
14-acre plant. On other pages are shown reproductions of many 
outstanding sterling and silverplate flatware patterns of the 5 
Barton concern. 


New Ronson “Touch-Tip” Lighters 


The Art Metal Works, Inc., Newark, N. J., creators of Ronson prod 
are announcing a new series of “Touch Tip’? table and desk light 
These new models are now all metal, with richly enameled bodies, 
come in a wide range of colors with polished chromium bases i 
ments. Each features a raised, chromium-plated monogram shield, 
them particularly suitable for gift purposes. 


Wallace Introduces New Sterling Design 


Following an idea initiated in 1934, the R. Wallace & Sons Mfg, | 
Wallingford, Conn., is furnishing to leading jewelers for their 
displays, reproductions of an oil pointing, to be used in showing the 
cern’s new sterling pattern, Sir Christopher. To create this pattern, 
Wallace designer and artisan studied the life and works of Sir Ch 
Wren, together with a multitude of this great artist’s designs. 
painting are shown King Charles II, Catherine of Braganza, 
Gibbons, Sir Christopher Wren, Evelyn the diarist, Lely the court fp 
and others. The painting by the famed artist, Oren R. Waggener, ¢ 
the presentation to the Royal Court of the creations of silve 
the era of Sir Christopher Wren. The reproduction of this 
measures 21 by 27 inches. It is done by four-color process, after wil 
a gelatin-embossing roll is run over the surface to give it the effect 
brush marks. It is handsomely framed. 
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